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IPT. In the administrative report of the secretary 
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: manager to the annual meeting of the National 
nced d > 
“ Adoption of these proposals Lumber Manufacturers’ Association on last April 
sane. . > ae : ee sa 

by the board of directors of 25, is included the proposal 

a “that provision as soon as practicable be made for an 
set- 7 c € . < 
- the National Lumber Manu- organized program of economic investigations, sur- 
ae >A — ‘sth veys, and research more comprehensive than has here- 
= facturers ssociation is the tofore been undertaken in the lumber industry. Es- 
= : ifi t i sentially it is an appeal to those lumbermen who are 
sing. most signi icant event in interested in the future as well as the present of the 
a : ’ : lumber business, that they seek the economic facts 
L the industry Ss history which will permit in the lumber industry the same 
rates kind of intelligent, long-range planning of operations ° 
— and policies which characterize the most progressive 
in, , and most successful of American industries today.” 
E sila , _* 
sale Chis has since then been strongly reinforced by the 
ous Wh th d individual and collective action of many leading 
.n. en e propose lumber manufacturers. 
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A New Program 
for a New 
Lumber Business 














A practical program of aids to more effective 
self-regulation of the lumber industry therefore is 
now proposed for consideration, to include: 

1. Supply, demand and consumption surveys. 


a. (Present) Current and cumulative com 
parisons of production, orders, ship 
ments, unfilled orders and'stocks as pro 
vided in the new weekly National Lum 
ber Trade Barometer, four-weekly sup- 
plement and quarterly digest. 

b. (Partly New) Monthly analysis of factors 
affecting present and prospective lum- 
ber demand and consumption, 

c. (New) Monthly, quarterly and annual sur 
veys of lumber consumption and de 
mand through retail lumber yards, 
wood-using industries and exports. 

[Continued on page 53] 
*Report of Wilson Compton, secretary and manager to meeting 


of trade extension executive committee and board of directors, Long- 
view, Wash., Aug. 7 and 8, 1929. 
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Aerial Forest Surveys 


The combined engineering facilities of 
LACEY-FAIRCHILD are now avail- 
able in all forest regions for timber 
mapping and related aerial photo- 
graphic service. 








PHOTOGRAPHIC MOSAICS AND OBLIQUES 
LINE AND CONTOUR TIMBERLAND MAPS 
AERIAL SKETCHING—TYPE MAPS 
COMBINED AIR AND GROUND WORK 


Complete Timberland Reports. 


Fairchild Aerial Surveys, Inc. 


270 West 38th St., New York, N. Y. 


James D. Lacey & Co. 


350 Madison Ave., New York, N. Y. 
231 So. La Salle St., Chicago, IIl. 


Offices, representatiyes and field service cover all timber regions. 





| Come Cuts, Rips, Mitres 


—does any kind of sawing, anywhere. 
There is a model for sawing service 
in the lumber yard. 


ADVANTAGES 


Allows you to furnish lumber squared at ends and cutting lists 
for builders; saves much on cull and shorts and you will not be 
annoyed by the ready-cut problem; you can furnish small buildings 
such as hog and brooder houses, garage, etc., cut ready to as- 
semble. These are just a few of the jobs which will keep your 
trade pleased with your way of serving. 


COMPLETE, READY TO RUN 


ONAN “SAFTY SAW” is furnished com- 
plete and ready to run. It is portable, can 
be moved about the yard. Adjustable tables 


are furnished. 
CUTTING SERVICE 


Cutting Service is a 
part of new order of 
things in the up-to-date 
yard. ONAN “SAFTY 
SAW” will enable you to 
add that without cost to 
your operations. Let us 
tell you how. 


TRIAL OFFER 


You can try a “SAFTY 
SAW” in your yard without 
cost or obligation. Ask us 
about it. 


D.W.ONAN & SONS 











































1203 Royalston Ave., Minneapolis, Minn. 








ASTER 
OODWORKER 


Mail Coupon 
For Catalog 


Get details how this won- 
derful machine will do all 
your cutting and build 
you added profits. Find 
out what other lumber 
dealers say about it. The 
Master Woodworker is 
the only machine you 
need! Users consider it 
indispensable. 



















Made in 


5 sizes 








616 Brush St., 
Detroit, Mich. ‘G' 

Please send FREE 
CATALOGUE and prices. 


Overhead crosscut; 
Underslung rip. 
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Sales Volume and Printers’ Ink 


PROGRESSIVE retail lumber company, well known to readers 
A of this journal, tried to get its local competitors to join in a 
co-operative advertising campaign. 

The idea met with indifference and some open opposition. Sev- 
eral of the real objections were not expressed; such as a reluctance 
to give an outside competitor any measure of control over the yard’s 
sales-building efforts. One or two dealers seemed to hold the pri- 
vate opinion that the campaign would benefit only those yards 
whose trade had been built up by advertising and whosé customers 
had been recruited from among people who are guided and influ- 
enced by sales publicity. 

But one objection openly raised was that such a campaign 
could produce no results with a local public that is motor mad 
and that spends all its money, beyond an irreducible minimum, on 
automobiles. 

This statement gave the advocate of lumber advertising an 
idea. With the co-operation of the local daily paper he made a check 
of the advertising done in a given week by the motor companies 
and by the building material dealers. 

When these advertisements were clipped and made up into a 
display, the motor advertising covered nearly two sheets of wall- 
board. The building advertisements covered about a square foot; 
and at that they included brick and paint ads and a couple of dis- 
plays by building contractors. Lumber as a building material came 
in for only a few square inches. According to figures furnished by 
the newspaper, the local car distributers had spent about fifty times 
as much for publicity as had the local building industry. 

The dealer who told this story asked that the name of his city 
be withheld. He feared it might bring catalog men and other alien 
distributers into the city with an intensive sales campaign. How- 
ever, it is likely that similar conditions could be found in hundreds 
of cities and towns. 

An exact comparison of automobile and building material mer- 
chandising would be hard to make. Publicity needs are not the 
same; and possibly the local lumbermen could not make effective 
use of the amount of newspaper space that motor merchants buy 
and use. 

But it needs no exact analysis to indicate that the ratio of one 
to fifty is out of line. The American people have become used to 
advertising guidance in their buying, and it must mean something 
that expanding industries are nearly always extensive advertisers. 

At the least it would seem that, before lumbermen lose their 
tempers over the local car markets and the effect of car sales on 
home building, they might compare the market-building efforts of 
the two industries. In general, a business is entitled to what it 
honestly creates; and the distributers of automobiles have no corner 
on creative advertising. 


Using One Sale to Make Another 


CD tne ms A SIGN on a new structure showing who supplied 





the materials and services connected with its erection is a 

good way to advertise. This practice is rather common in 
the larger cities, but in the smaller villages and towns the oppor- 
unity is often overlooked. The building of a house is something 
of an event in any community and nearly everybody is interested 
in knowing who supplied the materials and did the work. To give 
this information in the manner suggested is to disseminate news 
in which there is a great deal of interest. In this inoffensive 
manner the lumberman and others may keep their names and 
facilities for service before the public. 

Next to building a demonstration house, the best kind of advertis- 
ing that the local dealer can do is to call attention to houses and 
other buildings for which he has supplied materials. The posting 
of signs on the structure, as already referred to, is one method of 
using these buildings as advertisements. Another method is to 
have photographs of the buildings taken and to use the photographs 
in various ways. In the “Timely Tip” this week a Michigan retail 
concern tells about several methods of using such photographs ad- 
vantageously. Some of these pictures are given to the contractor, 
who is enabled to use them in soliciting business for himself and 
incidentally for the dealer. This company has proof of the value 


———__ 


of photographs so used in two house bills secured by a contractor, 

Enterprising dealers will readily think of many ways in which 
to use photographs of houses for which they have supplied mate 
rials. The Michigan concern frames these photographs and dis. 
plays them in its office for a considerable period and in this manner 
brings its services to the attention of a great many visitors. The 
photograph always bears the name of the contractor who built the 
house. Next a larger photograph is made and with similar photo. 
graphs of other houses it is used to make a special Christmas 
display in the company’s show windows. The company also dis. 
plays the pictures at the annual festival of the American Legion, 
where they may be seen by many thousands of persons. Finally, 
the large photographs used in the Christmas exhibit are presented 
to the owner of the home. 

While no mention is made of the use or possible use of pictures 
of this kind in the newspaper advertising of the lumber company, 
that would be a good way to extend is period of usefulness. In 
fact, it might be welcomed as real news by the editor to be used 
in the news columns. Undoubtedly, the family would appreciate 
and preserve an attractive illustration of the house with a good 
descriptive article published in the local paper. At least a picture 
of the house could be used in the dealer’s advertising in the paper. 
It should be remembered that publicity of this kind is calculated not 
only to bring to the dealer the patronage of the community; it is 
designed to stimulate interest in building and actually to create 
business that but for the advertising and publicity would not de- 
velop at all. 





A National Forestry Program Proposed. 


S A PREAMBLE to its proposed national forestry program, 
A the board of directors of the National Lumber Manufac- 
turers’ Association both forcefully and truly said that the 
lumber industry has the greatest stake of all in the forest future 
of the country. This, because collectively it owns practically one- 
half of the total forest acreage and is intimately connected with the 
other half, whether public or private, as a means of perpetuating 
the sources of its own livelihood. Having made substantial progress 
toward perfection in methods of manufacture and having adopted 
a policy designed to place and keep its methods of merchandising 
abreast of the times, the industry should take the initiative in 
formulating a forestry program in harmony with its needs. 

In the program first place is given to steps designed to remove 
the obstacles to profitable industrial forestry imposed by the ex- 
cessive costs of protection from fire, insects and disease, from 
improper methods of taxation and from ignorance of correct forestry 
practices. The need was pointed out of bringing pressure upon 
Congress to secure appropriations large enough to enable the Forest 
Service to do its part in fire protection in co-operation with 
private owners of timber and with the States. It was urged also 
that the protective policy should be extended to include forest 
insects and disease. The study of taxation and insurance as related 
to forestry and as authorized by the Clarke-McNary law, the board 
declared, should be pushel to a conclusion with the utmost vigor, 
and the full program of research under the McSweeney-McNary act 
should be undertaken without delay. 

The national program proposed contains numerous other specific 
recommendations, but none, it is believed, of greater immediate 
concern to the industry than the formulation of an adequate “plan 
for stabilizing the lumber industry of the Pacific: coast in order to 
conserve the remaining supply of virgin timber from the rapid and 
unprofitable exploitation to which it is now subjected, and to re- 
move the deadening influence which the present situation imposes 
upon the spread of improved forest practices in other parts of the 
country.” Hardly second to this proposal, and in fact closely re- 
lated to it, is the proposal that there be brought about a “co-ordina- 
tion of Federal and State timber sales policies with the develop- 
ment and operation of adjacent or intermingled private forest prop- 
erties.” It is declared that the Federal government, with the 


States, through its timber holdings holds the “balance of power” in 
the western timber States in regulating expansion, contraction or 
perpetuation of lumber production. 

Included in the recommended program would be an increase in 
public ownership of forest lands. The tracts to be thus owned 
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enterprise. 


supply.” 


areas to be acquired. 


forest resources survey authorized by the McSweeney-McNary law 
is recognized. 

Recognizing the part that private commercial forestry should have 
in the national program, and declaring that lumber manufacturers 
should stand ready to extend their practice of commercial forestry 


would be those sub-marginal lands which have too low a productive 
capacity to be profitable for private ownership or inviting to private 
It is stipulated with respect to these lands, however, 
that they be converted to public ownership only “to the extent, if 
any, required by the public’s ascertained needs for future timber 
The need is urged of a comprehensive program for public 
forest acquisition, co-ordinating clearly the Federal and State re- 
sponsibilities and defining the classes of land and the particular 
In this connection the importance of the 


of it. 


cally self-sustaining.” 


as far and as fast as dependably ascertained economic facts will 
warrant, the proposals include the following declaration: 
mercial forestry, the business of growing crops of timber on private 
land, is necessarily governed by economic conditions and the com- 
mercial returns anticipated therefrom. 
by public understanding and co-operation or retarded by the lack 
It can not be forced beyond the rate or degree dictated by 
proper consideration of prudent and responsible business manage- 
ment of timber properties. 





“Com- 


It can be greatly promoted 


Commercial forestry must be economi- 


Considered as a whole, the national’s proposed forestry program 


publie generally. 


is both businesslike and statesmanlike. It should have the approval 
of timber and forest land owners, foresters, legislators and the 








Announce Changes in Ownership 


Kansas City, Mo., Aug. 13.—As a result of 
a merger of interests, the Morrison Lumber 
Co. has taken over the retail yard of the O. E. 
Renfro Lumber Co., at 3900 East 15th Street, 
and will move to the Renfro yard the stock 
from the present Morrison yard at 4500 East 
15th Street. The company’s capital has been 
increased to $200,000. A. Morrison, jr., will 
be president. W. V. Straight, former presi- 
dent, and Arthur H. Gilles, former secretary 
of the Renfro company, will be vice president 
and secretary, respectively, and Miss Nina 
Berry, treasurer. The Renfro company will 
continue its wholesale business. 

A. E. Cummings, for twenty years repre- 
sentative here of the McKee Lumber (Co., 
wholesaler, of Quincy, Ill., and Tom A, Adams, 
of the Quincy office of the same company, have 
purchased the interests of Mr. McKee, and 
will operate the company now as the Cum- 
mings-Adams Lumber Co., retaining the same 
mill connections as heretofore. 


Saas aeaeaaeaeani 


Secures Large Refund on Taxes 


MINNEAPOLIS, MInN., Aug. 8.—A refund of 
$46,540 collected as income and excess profits 
taxes in 1918 has been approved for the J. F. 
Anderson Lumber Co., of Minneapolis, by the 
internal revenue bureau at Washington, it is 
announced at the company’s offices. O. 
Sweet, secretary, says the company in 1918 
filed a protest and that in 1921 a refund was 
ordered and the money repaid, but the Govern- 
ment later reopened the case. 


Forester Is Delegate to Tax Meet 


New York, Aug. 12.—Gov. Franklin D. 
Roosevelt’s recent appointment of Franklin 
Moon, dean of the college of forestry of Syra- 
cuse University, as delegate to represent New 
York State at the twenty-second annual con- 
ference of the National Tax Association at 
Saranac Lake, N. Y., from Sept. 9 to 13, is 
an indication of the importance of the forest 
taxation problem, says a bulletin of the New 
York State College of Forestry. Many laws 
have been passed in New York tending to re- 
lieve the burden of taxation on the owner of 
forests, particularly as an inducement to re- 
forestation, but it appears that no satisfactory 
measure has been devised. 


Building Large Retail Yard 


St. Louis, Mo., Aug. 12.—The United Lum- 
ber Co. is constructing main offices, and the 
largest of four lumber yards, at Hanley Road 
and Dale Avenue, in the path of suburban de- 
velopment in St. Louis County, at a cost of 
more than $200,000. The yard will occupy 





twelve acres, and be served by two switches so 
arranged that cars will be loaded and unloaded 
within sheds. The sheds are 600 feet long. A 
large garage, to house a fleet of delivery trucks, 
is being erected. S. B. Goldman is the archi- 
tect. 


Large Walnut Log Shipment 


INDIANAPOLIS, IND., Aug. 12.—What is said 
to be the largest shipment of Australian wal- 
nut logs ever received at Indianapolis was 
handled recently by the Pennsylvania Rail- 
road. The shipment consisted of approximately 
400 logs loaded in 67 cars, the bulk of which 
were for the Hoosier Veneer Co., of Indian- 
apolis. The logs were brought into this coun- 
try at Norfolk, Va. A group of Pennsylvania 
officials, headed by the division freight agent, 
inspected the shipment on arrival in Indian- 
apolis. 


Buffalo Lumbermen in Golf Meet 


Burrato, N. Y., Aug. 14.—The annual out- 
ting of the Buffalo lumbermen and their fam- 
ilies, held under the auspices of the Buffalo 
Lumber Dealers’ Credit Corporation, took place 
at East Aurora and Elma yesterday, with an 
attendance of 150. It was an ideal summer 
day. About forty participated in the men’s 
handicap golf tournament at the East Aurora 
Country Club, where luncheon preceded the 
games. The championship cup was won by 
Benson H. Briggs, of Hurd Bros., and the 
second low net was shot by Bradley Hurd, also 
of Hurd Bros. The low gross score was made 
by Frank Schwartzmeyer, of the Atlantic Lum- 
ber Co. 

In addition to the golf contest, there were 
cards for the ladies and games for the chil- 
dren. At 5 p. m. adjournment was taken to 


the Elma Methodist Episcopal Church, where 
a dinner was served by the ladies of the church, 
and the prizes for the day’s contests were 
awarded. C. Ashton McNeil was general 
chairman of the day’s activities. 


Carolina Pine Midsummer Meet 


NorFotk, Va., Aug. 12.—Announcement is 
made here that the North Carolina Pine As- 
sociation will hold its midsummer meeting on 
Aug. 23 at the Battery Park Hotel in Ashe- 
ville, N. C. 


Southern Pine Service Bureau 


New York, Aug. 12.—Announcement is made 
here of the establishment Aug. 1 of a service 
bureau by Long Leaf Yellow Pine (Inc.), with 
headquarters at 1048 Grand Central Terminal. 
The announcement states that “the function of 
the service bureau wiil be that of an agency of 
contact between all longleaf producers in the 
South and the distributing and consuming 
trade in the eastern district. * * * The service 
bureau is to serve as a regional office of Long 
Leaf Yellow Pine (Inc.), of New Orleans, 
which in turn is in intimate touch with long- 
leaf producers of the South. This assures our 
customers of maximum dependability not only 
from the standpoint of quality but from the 
viewpoint of service as well.” 

Herbert F. Adey, for many years associated 
in a managerial capacity with some of the 
largest longleaf pine producers of the South 
and for the last two years eastern represent- 
ative of the Long Leaf Yellow Pine Manu- 
facturers’ Association, will manage the service 
bureau. He will be assisted by William E. 
Barnett, who, until Aug. 1, was New York rep- 
resentative of the Great Southern Lumber Co. 
of Bogalusa, La. 





Output 14 Percent Above Orders 


[Special telegram to Amertcan LumMBERMAN] 

Wasuincton, D. C., Aug. 15.—Five hundred and sixty-nine softwood mills of eight associa- 
tions for the week ended Aug. 10 reported to the National Lumber Manufacturers’ Association 
production aggregating 355,842,000 feet, shipments, 310,814,000 feet, and orders, 310,753,000 feet. 
The week’s figures for production, shipments and orders follow: 


Softwoods— 


Southern Pine Association..........c.cccceeee> 
West Coast Lumbermen’s Association......... 
Western Pine Manufacturers’ Association..... 
California White & Sugar Pine Mfrs.’ Assn... 
Northern Pine Manufacturers’ Association.... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 
North Carolina Pine Association.............. 
California Redwood Association............... 


ED nic vneee sb eed ndeneennns a 


Hardwoods— 


Hardwood Manufacturers’ Institute........... 


-. 569 355,842,000 


Mills Production Shipments Orders 
o ee 69,603,000 65,268,000 65,583,000 
so ae 191,844,000 160,427,000 157,427,000 
Se: 38 4,165,000 35,922,000 238,890,000 
oe 17 26,314,000 21,306,000 26,066,000 
“ye 9 9,642,000 7,553,000 11,838,000 
oe 27 2,970,000 2,732,000 2,255,000 
a 8 10,051,000 10,070,000 12,632,000 
aie 12 5,258,000 7,536,000 6,062,000 





310,814,000 310,753,000 
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Allotment for Retail Advertising 

Can you tell us, from the experience of 
dealers, how much of gross sales should be 
allotted to advertising? Where the only news- 
paper medium is one daily, should the ad- 
vertising appear daily or rather under a 
larger spread once each week?—INQUIRY No. 
2,345. 

[This inquiry comes from an officer of a 
Virginia retail concern. The questions asked 
have come up at various times and have been 
discussed in the columns of the AMERICAN 
LUMBERMAN as well as at various meetings of 
lumbermen’s associations. It appears that 
1% percent of the gross sales is the amount 
expended and thought to be proper by more 
dealers than any other. An investigation con- 
ducted by the Harvard Bureau of Business Re- 
search covering the operation of dealers in 
building materials, showed that those handling 
lumber expended for advertising from .17 per- 
cent to .95 percent of their gross sales. 

With regard to the medium to be used, the 
opinion has been pretty generally held that in 
towns with a population of 5,000, approxi- 
mately 40 percent of the appropriation should 
go for newspaper advertising, 40 percent for 
direct mail, and 20 percent for billboards, signs, 
novelties etc. In towns of 100,000 the news- 
paper should receive a somewhat larger per- 
centage of the appropriation, perhaps 50 per- 
cent, and direct mail and circulars 35 percent, 
with the remaining 15 percent for the other 
medium. 

In a community served by a single daily, or 
where a daily newspaper only is available, it 
is believed it would be a better policy to util- 
ize a rather large space in the paper several 
times a week than smaller space every day in 
the week. When the space is small, as it would 
likely be if it were used in every issue of the 
paper, it is difficult to make the advertising 
effective. On the other hand, when larger 
space is used two or three times a week, it is 
practicable to make the advertising conspicu- 
ous and forceful enough to carry over the days 
when it does not appear. There is, however, an 
advantage in keeping the name of the adver- 
tiser constantly before the public, and it may 
be advisable in a contract for space to provide 
for large space in several issues a week with 
mere representation in smaller space during 
the other days of the week. 

The matter here discussed is one of great 
interest to lumbermen generally. Consequently, 
the comment of readers is invited —En1ror.] 


Days of Rafts and Rafting 


Eprtor AMERICAN LUMBERMAN: For the bene- 
fit of your correspondent [Inquiry No. 2,324], 
I wili say that my experience in the line of 
work mentioned, dates from the year 1879. 
In those days and up to 1900 we used to raft 
all logs that were sawn at mills on the lower 
river, at Beef Slough in Wisconsin, above 
Alma. Later we moved the rafting work to 
Minneiska, on the Minnesota side, on account 
of the former place filling up with sand. The 
Government would not allow dredging, that 
being the reason for the removal. The logs 
were rafted as you say “we called it Brailed”’ 
as the idea was introduced by Si Braley, an 
old Minneapolis lumberman from the State of 
Maine, where many of the old timers came 
from. Those logs were all scaled to the mark 
on the log, Brailed, and taken in tow by steam- 
boats to their destination at La Crosse, Wis.; 
Lansing Iowa; Winona, Minn.; Muscatine, 
Iowa; Davenport, Iowa; Rock Island, IIl., even 
as far down as Keokuk, Iowa; Hannibal, Mo., 
and many other down river points. So much 
for the log rafts. 

Some years previous to this time, all mills 
on the upper river, Menomonie, Eau Claire, 
Chippewa Falls, Stillwater, and many smaller 
mills on the Chippewa, Black and Wisconsin 
rivers, as well as on the St. Croix River, were 
equipped with rafting sheds, where the sawn 


ey 


lumber, lath, 
cribbed into large fleets containing as much 


shingles, and timbers were 
as 3,000,000 feet b. m. to each fleet. Those 
were run down to Reed’s Landing, at the 
mouth of the Chippewa, on the Minnesota side 
at the foot of Lake Pepin. We manipulated 
those lumber fleets with long sweeps, fifty 
feet in length, and were hung up on sand 
bars half of the time, when we would have 
to uncouple into single strings of cribs, and 
snatch pole them off the bars. Sand bars 
used to move .nd lodge in different places 
very often, owing to the motion of the current 
and change in the channel. Sometimes we 
were out all night in ice water to our shoul- 
ders, snatching off a sand bar! Oh! “that 
was the life,” and I would give anything in 
the world just to go through it once more. 
We had $30 per month and board, but it was 
board, plenty of pork and beans, “hau de de 
do-nut,” as the French boys used to say. At 
Reed’s Landing they would warp about 6 or 
8 of our rafts into a Mississippi fleet then 
the steamboats would take them to Memphis, 
St. Louis, and other railroad centers where 
they were dismantled, reloaded and used to 
built up the present great empire. I was 15 
years old in 1879 when I made my first trip, 
and I would not have traded places that day 
with Andy Mellon. Oh: “that was the life.” 

I wish to add, that Thomas Irvine, former 
secretary of the M. R. L. Co., and now 87 
years of age, lives in St. Paul and the writer 
has many very pleasant visits with him. He 
enjoys talking over those old times, and will 
corroborate any statement I have made here.— 


W. M. Josie, 602 Lumber Exchange Building, 
Minnéapolis, Minn. 


Plan Book of Duplex Houses 


We have an inquiry from one of our branch 
yards for a plan book on duplex dwellings, 
Can you tell us where we can obtain such q 
book?—INQuIRY No. 2,349. 


[This inquiry comes from a retail concern 
operating yards in Missouri. The only book 
answering the description given by this in- 
quirer that is known is one published by the 
Southern Pine Association some years ago, 
That booklet was entitled “Real Homes That 
Buy Themselves,” and is showed the plans and 
elevations of a number of two-family and mul- 
tiple-family homes. It is believed that the in- 
quirer will find in that booklet, if it is still 
available, some helpful information.—Ebrror,] 


Redwood Shakes or Shingles 


I am interested in securing a quantity of 
hand made California redwood shakes or shin- 
gles and I would greatly appreciate your as- 
sistance in advising me from whom I can 
secure pertinent data, including cost.—INQuIry 
No. 2,348. 


[This inquiry comes from the director and 
secretary of a Metropolitan Park District in 
Ohio. In response the names and addresses 
of a number of manufacturers of redwood have 
been supplied. Information at hand does not 
indicate whether any of these concerns are 
prepared to supply redwood shakes or shingles 
or not. The name of the inquirer will be fur- 
nished on request.—EniTor. | 








NEWS AND VIEWS OF 


50 YEARS AGO 


From the AMERICAN LUMBERMAN 








Whatever may be thought of 
Gen. Grant as a statesman, as 
a soldier his greatness is gen- 
erally admitted, not only at 
home but abroad. Hence his 
progress around the world has 
been an ovation, in which 
Americans cannot but feel a 
degree of pride, for the atten- 
tion has not been given to him 
as an individual alone but to 
his relationship, as a distin- 
guished citizen, to a republic 
known and honored throughout 
the world. No American has 
ever received the attention 
abroad accorded to Gen. Grant, 
and this has given peculiar in- 
terest to his voyage, marking 
it by so many incidents and 
occurrences of an interesting 
character.**** His notes have 
been elaborated into a charm- 
ing work entitled: “Around 
the World with General Grant” 
which is being published in 
elegant form by the American 


News Co. 
* * * 


From Oconto we learn that 
the recent rains have raised 
the river so that the logs below 
Stiles have been successfully 
run to the mills, which are now 
in full blast again. In fact the 
only one to shut down on ac- 
count of logs was Holt & Bal- 
com’s. They are now cutting 
their usual amount. They have 
about 6,000,000 feet yet to be 





driven, but probably will ex- 
perience no difficulty in opera- 
ting the balance of the season. 


> = & 

The St. Croix (Minn.) boom 
closed on the 30th after 991, 
days of active operation dur- 
ing which 1,086,821 logs were 
run through, which scaled 202,- 
135,365 feet. There never have 
been so many pieces turned 
out in any one season by about 

,000. 
** * 

Gerrish Bros., the Muskegon 
lumbermen, invested $10,000 in 
mining claims at Park City, 
Mich., about a year ago and 
commenced the work of devel- 
oping them. News was received 
last week that the mine is a 
valuable one and that an offer 
of $175,000 had been made for 
it. 

** * 

J. M. Weston, of Whitehall, 
informs us that he sold last 
week, delivered on mill dock, 
one cargo of common lumber 
at $6.25; that but few cargoes 
were now shipped on the Chi- 
cago market from his town. 
Freights have advanced 25 
cents. He also saw at.Muske- 
gon one day twelve lumber 
buyers from Chicago, Michigan 
City and other western points, 
showing a change from the old 
program of shipping on the 
market. 





We recently noted the or- 
ganization of the Western 
Manufacturers’ Mutual Insur- 
ance Co. We are pleased to 
note the favor with which the 
project is received and for the 
benefit of such as may be dis- 
posed to become members and 
share the advantages of this 
system of insurance, we pre- 
sent a list of present member- 
ship.**** ull information re- 
garding its plan of operation 
may be obtained by addressing 
Jesse Spaulding, president, or 
J. Farmer, manager, 132 La- 
Salle Street, Chicago. 

* * * 

Between the opening of 
navigation and Aug. 1, 1878, 
Traverse City shipped to Chi- 
cago 8,292,000 feet of lumber. 
The shipments during the same 
period this year have been 
12,313,000 feet. 

eo * 

The tug John Owen arrived 
in Detroit early Friday morn- 
ing with a raft consisting of 
294 cribs, eight stringers wide, 
and containing nearly 3,000,000 
feet of timber which is bound 
for Tonawanda. The Owen 
weathered the late terrible gale 
on Lake Huron, and besides 
coming out all right herself 
saved every stick of timber, a 
fact worthy of note, and one 
that speaks volumes for both 
boat and master. 
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Southern Pine Mills Report Gain in the Inquiry 


Southern pine bookings during the week ended Aug. 10 
were about 5 percent below production. But for the pre- 
ceding 31 weeks of the year, bookings were 2 percent above 
production, so that the mills are in rather good statistical 
position despite the recent quietness in demand. Files of 
unfilled orders have been reduced, and on Aug. 3 amounted 
to 24 percent of gross stocks, whereas unfilled orders on 
May 18 had amounted to 33 percent of gross stocks. Coun- 
try yards in the middle West are beginning to send in a 
good volume of inquiry covering fall needs, as their cus- 
tomers are expanding their building plans on the basis of 
large crops and higher prices for them. In the Southwest 
and South business appears to be fair and increasing, but 
the eastern market is somewhat slow. Quotations on 
straight cars are a little weaker, but the list as a whole is 
well stabilized. They have suffered from the marketing 
of transit cars, but fewer of these are being put out, for 
many of the small mills that ship them are closing. 


Arkansas Mills Foresee Active Demand During Fall 


Of 358 cars of Arkansas soft pine shipped during the two 
weeks ended Aug. 10, Texas and Oklahoma took 84, New 
England 36, New York, New Jersey and Pennsylvania 82, 
and 5 Lake States took 80. Mill order files as a rule are 
rather low, but some mills have a good deal more business 
ahead than others, having recently booked a few large 
orders for blocks of cars. Prospects for fall trade seem 
to be good, as there is an increasing inquiry from the 
Southwest and from middle West States that have made 
progress with harvesting. The larger mills have low and 
broken stocks, many widths and lengths being scarce. The 
smaller mills are very active, and are competing strongly 
for business in boards and dimension, so that large-mill 
sales of these items are confined to filling in mixed car 
assortments. Latest reports on sales prices show that they 
are being very steadily maintained. 


Prices on Inland Empire and California Pines Firm 


Neither group of the western pine producers has sold as 
large a percentage of its output so far this year as in the 
corresponding period of last year, but both are making a 
rather good showing. In the first 31 weeks of 1928 the 
California pine mills sold 10 percent more than their cut, 
and this year sold 6 percent more, while the Inland Empire 
mills sold 6 percent more last year, and 1 percent more 
than their cut this year. Industrial demand appears to 
have tapered off a little recently, current needs having been 
taken care of, but it is probable that there will be an expan- 
sion in buying within the next few weeks to cover fall 
requirements. Millwork plants throughout the greater 
part of the sales territory have reason to expect a larger 
demand from country and small-town trade. Retailers in 
the middle West are beginning to order more liberally. 

Inland Empire mills have been operating actively, output 
recently having been larger than it was last year and larger 
than the 3-year average. The accumulation of stocks re- 
sulted in a weakening of prices, especially on Pondosa shop. 
Idaho pine has continued firm. This week there were indi- 
cations of a stiffening in lists and a withdrawal of conces- 
sions. There are no definite reports of curtailment, but 
some reduction in the cut is expected. 

California pine mills reported for the 31 weeks of 1929 
a 3.2 percent increase in production over that for 1928, and 
a 0.6 percent decrease in bookings. Their July 1 inventories 
were about even with those of that date last year, but 
unfilled orders were 15.3 percent lower, while No. 3 and 


Lumber Statistics Appear on Pages 64, 65 and 66; Market Prices and Reports on Pages 87 to 91 






better inventories were 13.4 percent larger and unfilled 
orders 16.5 percent lower. The fact that identical mills in 
the week ended Aug. 3 cut 3 percent less than in the corre- 
sponding week of 1928, while their average for 12 weeks 
ended that date equaled that for the same period of last 
year, indicates that output is declining. Sales prices re- 
ported during the week ended Aug. 6 show no important 
variations from those during the week ended July 23, de- 
clines being offset by advances. 


West Coast Bookings Decline; Prices Somewhat Softer 


Reports on West Coast production during the week 
ended Aug. 10 are somewhat contradictory. Output re- 
ported by 112 identical mills was 2 percent larger than in 
the preceding week, but 281 mills reported that their cut 
was 78 percent of capacity, compared with 83 percent of 
capacity the preceding week. Reports from 214 mills 
showed that orders and shipments fell a good deal below 
the production, the orders being almost 18 percent below. 
Export bookings were about one-third less than in the pre- 
ceding week, as were local, while domestic cargo trade was 
off 20 percent. Rail trade volume kept up pretty well to 
the level of the preceding week, and the manufacturers 
have every reason to expect a well maintained demand 
from rail territory. 

The mills, however, are hardly in as strong position as 
they occupied recently, for unfilled orders Aug. 3 amounted 
to only 48 percent of gross stocks, while a couple of months 
ago they were equal to 53 percent of gross stocks. Conse- 
quently quotations as a whole are hardly as firm, though 
there are important exceptions. Dimension, boards, ship- 
lap, ceiling and drop siding are reported to be more plen- 
tiful, and orders for these items are being competed for 
strongly by Canadian mills. But vertical grain flooring is 
in short supply and quite strong. On straight cars and 
large orders, concessions are reported to be obtainable, 
though these are not large. Competition with southern 
pine in the middle West is said to be keen. On the Atlan- 
tic coast demand is quiet, and California trade is no better 
than fair. Export business is favored by low freights and 
is maintained at a high level. 


Outlook for Hardwood Sales Is Showing Improvement 


Recent reports indicate a continued, gradual improve- 
ment in demand for hardwoods. Total bookings of 204 
southern and northern mills in the week ended Aug. 3 
were 10 percent larger than in the same week of last year, 
and 2,673 reports of identical mills received for the 12 
weeks ended the same date this year gave sales as 1 per- 
cent larger than those for the same period last year. Sales 
of neither northern nor southern mills for the year to date, 
however, have amounted to as large a proportion of the 
cut as in the corresponding period of last year. 

Furniture and radio cabinet manufacturers appear to be 
the best buyers. The automotive industry is taking more 
hardwood since new models were put in production, and 
while its purchases so far have hardly been up to expecta- 
tions, they are increasing. Millwork plants are buying . 
more liberally, but flooring makers are not much in the 
market. Perhaps the most active woods are southern gum, 
northern birch and Appalachian oak. 

Southern hardwood production has increased to about 
90 percent of normal,.and bookings during the week ended 
Aug. 10 made 85 percent of the cut. Northern output has 
declined, and in contrast with sales of 70 percent of output 
during the first 31 weeks of the year, those for the week 
ended Aug. 10 made 95 percent of the output. 
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TX Survey Indicates Good Retail Demand — 


Dealers Report Outlook Favorable for Increased Use of Lumber—Revised Framing 
Bulletin Published—Steel Advocate Knocks Wood 


RETAIL SALES TO INCREASE 


Yards See Prospects for Larger Volume 
in Second Half of Year 


Wasuincton, D. C., Aug. 12.—lf the retail 
lumber business is a criterion of retail trade 
in general, the last half of 1929 will be better 
for retailers as a whole than was the first half. 
This is the view of the National Lumber 
Manufacturers’ Association, based on returns 
received from a preliminary survey. Sales for 
the second half of 1929 by retail lumber yards 
whose annual volume aggregates 1,750,000,000 
feet of lumber are estimated at 1.2 percent 
greater than those for the first six months of 
the year. 

The preliminary semi-annual survey made 
by the National association, with the co-opera- 
tion of the large retail associations, was in- 
tended to disclose the prospective requirements 
of the trade. Many retailers were not reached, 
or did not make returns for one reason or 
another, but returns from dealers handling so 
large a volume of business would seem to give 
a fairly accurate forecast that business prom- 
ises to be somewhat better during the remain- 
der of the year. 

In addition to the yards reporting nearly 2,- 
000,000,000 feet of lumber sales, many other 
yards gave percentage comparisons but no vol- 
ume figures. The total number of reports re- 
ceived was 1,489, and estimates aggregated 3.1 
percent as the prospective increase in lumber 
sales the second half of the year over the first. 

The greatest number of returns received, 
and the largest volume of sales given, was in 
the West North Central section of the country, 
which includes Minnesota, Iowa, Missouri, the 
Dakotas, Kansas and Nebraska. In this sec- 
tion, 516 yards foresaw 3.2 percent increase in 
their lumber requirements the last half of the 
year, and of these yards those reporting more 
than half a billion feet of annual sales showed 
the same increase—3.2 percent. 

Reports from Ohio were by number of 
yards only, and no reports were received from 
Indiana and Michigan. However, this section 
—the East North Central, including Illinois 
and Wisconsin with a total of 288 reports— 
indicates 5.4 percent increase over the first six 
months of the year. Yards in Illinois and 
Wisconsin reporting more than 200,000,000 
feet in volume of annual sales estimate sales 
the last half of the year as 1.7 percent above 
those for the first half. 

Yards in the Middle Atlantic States, in- 
cluding New York, New Jersey and Pennsyl- 
vania, reporting 242,481,000 feet in volume of 
annual sales, gave 4.7 percent as the increase 
in the last half of 1929, but 122 yards, in- 
cluding those whose volume is not given, show 
a 1.9 percent decrease. 

All reports from the New England States 
show 6.3 percent increase; from South Atlan- 
tic States, 5 percent increase; East South Cen- 
tral States, including Kentucky, Tennessee, 
Alabama and Mississippi, 1.8 percent; West 
South Central States, including Arkansas, 
Louisiana, Oklahoma and Texas, 6.2 percent 
increase, and Rocky Mountain States, 0.5 per- 
cent increase in sales over the first six months 
of the year. 

* * * * 


New Edition on House Framing 


Wasuincton, D. C., Aug. 13.—The National 
Lumber Manufacturers’ Association has issued 
a new edition of its bulletin on “House Fram- 
ing Details,” intended for sale at 25 cents the 


copy. The original edition was more elaborate 
and sold for $1 a copy. While more than 
6,000 copies were distributed at $1 each, it 
was felt that the circulation would be largely 
increased if a less ornate edition were pub- 
lished, carrying all the detailed material but 
less costly to print. 

In those instances where the public interest 
in general is served copies of the new edition 
will be distributed without cost, but for gen- 
eral business use the cost will be 25 cents each. 
However, an effort is underway to devise 
means whereby the booklet can be distributed 
free generally. 


* * * * 
Mark Benefits Building Loan 


_ Wasurnecton, D. C., Aug. 12—The “Amer- 
ican Building Association News” for August 


Dubious Claims for Steel 


Wasuincton, D. C., Aug. 12.—“Housing 
Problems in America” is the title of the pro- 
ceedings of the National Conference on Hous- 
ing held in Philadelphia Jan. 28-30, last, now 
issued in book form. The leading article is 
by Robert Tappan, who writes under the cap- 
tion, “The Steel Frame House Arrives.” Mr. 
Tappan’s paper is as much of a knock on 
wood as it is a boost for the steel-frame house, 
which he apparently is pushing hard. 

In his zeal to boost the virtues of the steel 
house, he allowed himself to misquote a state- 
ment from a Salesmen’s Letter issued by the 
National Lumber Manufacturers’ Association. 
Among other things he declares that the Sales- 
men’s Letter asserts that “more steel buildings 
than wooden buildings are destroyed by fire 
in American cities.” It so happens that the 














This freak tree growing near Bellingham, Wash., has been named 

“David's Pebble and Sling,” and those familiar with Biblical history 

can easily understand it was so named because of the resemblance to 
the crotch of a giant slingshot 











carries a very helpful article on Tree Mark 
lumber written by Frank A. Connolly, of the 
publicity department of the National Lumber 
Manufacturers’ Association. It carries the 
caption “Certified Lumber Makes the Invest- 
ment Safer,” a very attractive line for the 
thousands of building and loan officials and 
employees who will see the article. This pub- 
lication goes to some 15,000 building and loan 
executives, members and employees. 


Salesmen’s Letter does not mention steel build- 
ings. It does contain a tabulation showing 
that more masonry structures than wooden 
structures are destroyed by fire. The figures 
were taken from approved statistics and are 
accurate. Mr. Tappan apparently made the 
mistake of jumping to the conclusion that all 
masonry buildings are of steel frame construc- 
tion. 

He claims that the steel framed house is 
practically indestructible, saying: “It will not 
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warp, shrink, rack or rot. It is vermin, fire 
and lightning proof. It can’t blow down.” 
Doubtless many lumbermen who know some- 
thing about steel frame buildings may find 
themselves in sharp disagreement with Mr. 
Tappan concerning his claims for this type of 
building. sr died da 


Value of Grade-Mark Publicity 


Woopsury, N. J., Aug. 12.—That the gen- 
eral public is becoming well convinced, 
through well placed publicity, of the desirabil- 
ity of using grade- and trade-marked lumber 
is indicated by the experiences of the Wood- 
bury Mill & Lumber Co., of this city. 

Inquiry had been made of the Woodbury 
company as to whether or not it had had any 
experience with trade- and grade-marked lum- 
ber, and its reply was rather surprising. The 
letter follows: 

We are not sure that we have ever had any 
grade-marked lumber in the yard. If we have 
it must have come in accidentally, as the 
grade-markings have never meant anything to 
us. We have never made any effort to pur- 
chase any grade-marked lumber. 

The only time that trade-marking has been 
of any particular use to us is in a recent case 
where a home owner had seen some of the 
advertisements of the Shevlin, Carpenter & 
Clarke Co., showing knotty white pine panel 
work. He came to us about this and asked 
for Shevlin pine and we happened to have a 
lot in the yard that was so marked, that we 
could show to him. 


* * * * 
Wood for Fire-Proof Buildings 


Wasuincton, D. C., Adg..12.—With the 
permission of the National Fire Protection As- 
sociation, the National Lumber Manufacturers’ 
Association is reprinting and distributing as 
one of the “Lumber and Its Utilization” series 
a report of a special committee of the former 
association on “Standard Industrial Buildings.” 

The report covers all types of industrial 
buildings more than one story in height, in- 
cluding heavy timber construction, giving the 
general specifications for each type. The pri- 
mary purpose of the specifications is to de- 
velop types of buildings which will avoid 
serious loss of life or property in case of fire. 
They represent what is considered first class 
construction in this respect and buildings of 
timber, reinforced concrete or steel-frame con- 
struction which fail in material respects to 
meet these specifications must be considered 
inferior as regards fire-resistive properties. 


* * *& & 


Praises TX Advertisement 


Wasuincton, D. C., Aug. 12.—The J. Wal- 
ter Thompson Co., of New York, advertising 
agency for the National Lumber Manufactur- 
ers’ Association, has received this letter from 
R. W. Wetmore, secretary of the Shevlin, Car- 
penter & Clarke Co., of Minneapolis: 

I have noted with a great deal of interest, 
not to say pleasure, the advertiserhent appear- 
ing on page 65 of “Your Home” magazine, 
entitled “It’s Beautiful Now.” 

I can not imagine any real American who 
would not like to possess and live in a house 
of that type, and what a tremendous field 
there is throughout the eastern part of this 
country for doing just such jobs of renova- 
tion and restoration as this advertisement 
shows. 

You are more than selling wood. You are 
selling ideas, which, in my opinion, is the 
modern way of merchandising. 


* * *& * 


Approve Wood in Freight Cars 


Wasuineron, D. C., Aug. 12.—H. L. Bravo, 
who is carrying out a functional assignment 
covering the railroads for the trade extension 
department of the National Lumber Manufac- 
turers’ Association, recently visited the plant‘ of 
a large steel car manufacturer in Pennsylvania, 
interviewing the chief engineer, purchasing 
agent, and general manager. Mr. Bravo was 
advised by these officials that 1929 is proving 
an exceptionally fine year for the company. 


Last year the company consumed about 12,- 
000,000 feet of lumber. This year to date the 
consumption has been approximately 50,000,000 
feet, which is entering into the construction of 
more than 8,000 new cars of all types, in- 
cluding open-top gondolas, flat cars and box 
cars. Its latest order is for 500 double- 
sheathed wooden box cars for the Chesapeake 
& Ohio Railway, designs conforming to the 
present American Railway Association double- 
sheathed wooden box car. 

The purchasing agent told Mr. Bravo that 
lumber deliveries have been good and rejec- 
tions and complaints relatively small. Floods 
delayed some shipments from the Ozark re- 
gion, but no fault attached to the manufactur- 


S. 
Officials of the company are enthusiastic 


over the new double-sheathed wooden box cars, 
one sample of which has been built, and feel 
that this series of cars will be influential in 
re-creating a demand for this type of car as 
against the metal-sheathed wood-lined box cars 
now in use on many eastern railroads. It 1s 
said to be the best looking as well ag the 
most serviceable box car ever produced. The 
company is now receiving some “Tree”-mark 
grade-marked lumber from southern pine mills 
and what it has received is of exceptionally 
good quality. 

Mr. Bravo, interviewing the purchasing 
agent of another steel car company in Penn- 
sylvania, was told that the company is using 
twice as much lumber this year as in 1928. 
Fifteen thousand freight cars are being built 
in various plants of this company. 


Wood Bests Metal in Fire Test 


New York, Aug. 13.—Building restrictions 
directed at the lessening of fire hazards in this 
and other States are seriously challenged by 
the results of a series of tests recently con- 
ducted here into the fire resisting capacity of 
treated lumber as compared with other “ap- 
proved” and supposedly “fireproof” materials. 
The data gathered here will be used by 
engineers of the National Lumber Manufac- 
turers’ Association in their nationwide drive 
against ill-advised and unfair code restrictions. 


In the most recent test a “Flaimpruf” wal- 
nut door, built of treated walnut veneer over 
a basswood core, served as a fire block and 
remained in a substantial condition after one 
hour’s exposure to conflagration temperatures. 
In the same test a Class C approved metal- 
clad panelled fire door was sprung at the end 
of eight minutes, permitted the escape of 
smoke and flames and after a quarter of an 
hour rendered the inspection chamber un-en- 
terable. At the conclusion of the test both 
doors were in place, the lumber door still 
substantial and un-ignited, but the metal door 
was badly warped and its core in flames. 


The test was conducted by the Henry Klein 
Co., of New York, in a regulation testing fur- 
nace used for determining the fire resisting 
qualities of their “Flaimpruf” treated partition, 
trim and finish lumber. It is a reinforced 
concrete structure of three chambers, the 7x9- 
foot central chamber serving as a furnace and 
the two other chambers as observation rooms. 
The treated walnut door and the Class C ap- 
proved metal-clad door were hung as fire 
blocks at the two observation room entrances 
to the fire chamber. Engineers, contractors 
and two representatives from a prominent local 
trust company attended the test. From the 
lighting of the furnace until conclusion of the 
test both doors were under continual inspec- 
tion as far as conditions would permit. 


At the end of the first four minutes the 
exterior panel of the metal-clad door had be- 
come so hot that one could ‘not bear his hand 
on it, constituting the beginning of a life-safety 
hazard where exit would be necessary. At 
eight minutes this door had sprung at the 
upper corner over the latch and smoke was 
escaping through the aperture. Almost imme- 
diately thereafter flames in small wisps found 
their way between the doorstep and the edge 
of the door, constituting a fire hazard to furni- 
ture, draperies and especially explosive gases 
or other combustibles that might have existed 
in the observation chamber. This continued up 
to fifteen minutes, at which time this chamber 
had become so smoke filled, despite two win- 
dows and an exterior door being fully opened, 
as to make further observation within the 
room impossible. 


Meanwhile investigation in the room where 
the walnut door served as a stop continued 
and observation disclosed no flaw or threat- 
ened weakening of the wood door. It was 
not until nearly fifty minutes after the start 


of the test that the exterior surface of the 
walnut door became sufficiently hot to make 
unbearable laying of the hand on it for more 
than a brief second. At about this time the 
unexposed veneer surface began to blister. By 
previous agreement the test was concluded and 
the fire put out at the end of an hour. 

By stipulation with the observers the test 
had been conducted on a basis of the closest 
equality of exposure for both doors, even to 
hanging the butts of hinges of both doors so 
that they would not be exposed to the 1,700 
degree rise in temperature. At the conclusion 
the hinges were still holding both doors in 
place. The metal door was badlv warped and 
its core burning. The exposed face of the 
wood door had been badly deteriorated and 
charred, but aside from slight blistering it was 
unaffected on its unexposed side. No fire or 
smoke had ‘been emitted through the door itself 
and the slight amount of smoke that found its 
way around the jamb and edges was only 
enough to give a fire warning. 

Data obtained from similar tests on parti- 
tions, hardwood construction and other items 
have been called to the attention of the com- 
mittee on wood construction of the New York 
City building code group. These fire test data 
will be used by the Natioual lumber engineers 
in other cities where restrictions unfair to lum- 
ber are being sought. 


Shows Old Time Goodfellowship 


Houston, Tex., Aug. 12—John H. Kirby 
undertook to prove to a hundred or more lum- 
bermen of Houston, Saturday, at his summer 
place, Killkare, on Clear Lake, about 20 miles 
south of Houston, that there is no better 
enjoyment than the old-time East Texas style 
as he knew it at Peachtree Village in the years 
gone by. 

Mr. Kirby took down his old fiddle and 
with the aid of R. C. Duff, railroad builder, 
at the piano, gave the crowd a taste of old- 
time East Texas breakdown tunes. The “boys” 
took a dip in the swimming hole as of yore. 
The private Kirby pool served more conve- 
niently, of course, than a Peachtree village 





The feature of all was the old-fashioned 
East Texas dinner, prepared as in the days 
of Mr. Kirby’s boyhood. The crowd ate to 
their heart’s content of barbecued beef and 
pork and chicken, thick corn bread, dill 
pickles, rye bread, black coffee and pies of every 
description. 

For those who preferred the more modern 
pastime there were accommodations for golfers 
at Shoreacres, a short distance away, on the 
shore of Trinity Bay. 

Many of the guests stayed over from Satur- 
day afternoon until Sunday. 

P. E. Turner is chairman of the standing 
fellowship committee, which is composed of 
J. W. Link, Jim Rockwell, Jack Cooke, Frank 
Murphy, Thomas W. Blake, T. P. Wier, 
George Schnitzer and R. G. Hyett. 
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Final Freight Rate Testimony Is Heard 


The lumber freight rate situation in the Cen- 
tral Freight Association territory was shown 
to be badly tangled, in the hearing before O. L. 
Mohundro, of Washington, D. C., examiner of 
the Interstate Commerce Commission, which 
came to an end Aug. 9 at the Edgewater Beach 
Hotel in Chicago. The hearing opened July 8 
at the Olympic Hotel in Seattle, Wash., where 
the complainants stated their case, and where 
the transcontinental carriers presented their tes- 
timony. 

In Chicago, the western lumbermen put on 
the stand retailers and wholesalers from Mich- 
igan, Indiana and Ohio in their behalf, the 
Southern Pine Association introduced testi- 
mony to prove that rates from the South are 
unjustly discriminatory, and the railroads of 
the South and the members of the Central 
Freight Association presented evidence in de- 
fense of the rates assailed. 

The record of the week’s hearing in Seattle 
covered more than 700 pages, and it is esti- 
mated that in addition the Chicago sessions 
will require more than 2,000 pages, with 313 
exhibits. In view of this large record, and 
the fact that the parties concerned are scat- 
tered over so wide a territory, Examiner Mo- 
hundro decided to set the date for filing briefs 
at Oct. 15. His proposed report is expected 
to be ready shortly after Christmas, and allow- 
ing sixty days for the filing of exceptions, it 
will be well into February, doubtless, before the 
case finally reaches the commission. 

Due to the great importance of this case, 
the full commission will in all probability sit 
in judgment on it. The situation is unique in 
that, with the exception of the western rail- 
roads represented by H. G. Toll, agent of the 
Transcontinental Freight Bureau, in his testi- 
mony in Seattle, there has been no indication 
of the slightest concession on the part of the 
defendant carriers. All the Central Freight 
Association lines, as well as those from the 
South, declared that the 8'4-cent reduction 
asked would be ruinous to them, and ‘stoutly 
asserted that the present rates are not unduly 
prejudicial, as alleged by the complainants. 


Practically all the arguments, whether for 
or against the reduction, were based on com- 
parative figures. Lumbermen compared the 
rates from the various points of origin to 
Central Freight Association territory with rates 
to other destinations, equally distant. ©The 
railroads, on the other hand, compared the 
lumber rates with rates on other commodities 
of similar nature, over the same lines and be- 
tween the same points of origin and destina- 
tion. Lumbermen declared that they could not 
compete for business in this territory if the 
rates are not reduced—the railroads that: they 
are quite unable to continue as carriers if the 
rates are reduced. 

Among the railroads, there is definite align- 
ment of the transcontinental lines in favor of 
the reduction in rates, and just as unanimous 
opposition on the part of the railroads of the 
South and in the Central Freight Association 
territory. Mr. Toll, testifying in Seattle in 
behalf of the Chicago, Milwaukee, St. Paul & 
Pacific, Great Northern, Northern Pacific, 
Union Pacific, Atchison, Topeka & Santa Fe, 
and Western Pacific railroads, stated that these 
lines would be willing to publish the rates 
sought by the western shippers if the Central 
Freight Association roads would join therein. 
Testifying in Chicago, representatives of the 
latter expressed themselves as willing to join 
the movement also, providing however that the 
transcontinental lines would agree to absorb 
the entire margin of reduction. It was the 
definite refusal of the Central Freight Associa- 
tion lines to join in such rates, during previous 
negotiations, that resulted in the filing of the 
three formal complaints by the western ship- 
pers. This question has been “on the fire” for 
the last two years. 


Old Railroader Gives History 


One of the high lights, in point of both in- 
terest and tenseness, came during the testimony 
M. S. Connelly, of Pittsburgh, Pa., who 
has been fifty-one years in the employ of the 
Pennslvania Railroad, and who is now as- 
sistant freight traffic manager of that road. 
He was the first witness for the defendant 
Central Freight Association lines, and is one 
of that association’s defense committee, which 
is composed of officials of the Pennsylvania, 
New York Central, and Baltimore & Ohio 
railroads. Mr. Connelly gave a detailed his- 
tory of the rates, and explained the basis for 
making the present rates on lumber from the 
several production regions to points of desti- 
nation in the Central Freight Association terri- 
tory. Although his talk took the listeners back 
through the years—almost as far back as there 
were any railroads—it was short and to the 
— and interesting enough to provide a real 
thrill. 

Then came Mr. Connelly’s cross-examina- 
tion, and considerable feeling was shown in the 
attitude of counsel as to how much of the his- 
tory of proportional rates as published in Eu- 
gene Morris’ freight tariff, I. C. C. No. 833, 
the witness should be allowed to tell, because, 
as counsel said, it so closely approached the 
subject of divisions. As usual when this 
“touchy” question comes up for discussion in 
connection with freight rates, argument was 
hot and the air was thick with points of law. 
The verbal encounter ended when Mr. Mo- 
hundro ruled that part of the testimony out 
of the record. 

The organization of the Central Freight As- 
sociation’s defense committee was explained by 
I. L. Artes, secretary to Eugene Morris, agent 
for the association. He also told of a detailed 
check, made by that committee, of more than 
3,000 shipments delivered by railroads in Cen- 
tral Freight Association territory, in order to 
show the basic facts as to traffic handled by 
these lines under the rates assailed. Mr. Artes 
was followed on the stand by M. S. O’Con- 
nor, of Chicago, assistant general freight agent 
of the New York Central Railroad, who intro- 
duced a large number of exhibits to show the 
reasonableness of the assailed rates, by com- 
parison with other rates in many territories. 
Other phases were covered by J. C. Miller, 
of Chicago, assistant general freight agent of 
the Baltimore & Ohio Railroad, in a similar 
line of testimony in defense of the reasonable- 
ness of the rates assailed. 


Says Floods Damaged Railroads 


‘Before the defense of the Central Freight 
Association lines, railroads from the South 
were represented on the stand. The testimony 
of C. L. Hinnant, of the Atlantic Coast Line, 
and previous witnesses, was mentioned in ear- 
lier issues of the AMERICAN LUMBERMAN. Fol- 
lowing him, D. B. Green, of St. Augustine, 
Fla., assistant general freight agent of the 
Florida East Coast Railway, concluded the 
defense of- the southeastern lines. He based 
his argument largely on the almost bankrupt 
condition of the carrier, caused by floods, 
hurricanes, and other such disasters which 
occurred in the Florida territory in recent 
years. He stated that his road could not stand 
any reduction whatever. 

The first of the southwestern lines to be 
heard from was the St. Louis Southwestern 
Railway Lines, which was represented by A. J. 
Lehmann, of St. Louis, assistant freight traffic 
manager. He introduced many exhibits, com- 


paring the rates on lumber with those on other 
commodities from southwestern and south- 
eastern points into the Central territory, in an 
endeavor to show that the earnings produced 
in the rates on lumber are less, in many in- 
stances, than in the rates on other low-grade 


commodities. Lumber, he declared, requires 
the use of similar equipment and is handled 
with the same service as these other products. 
There was in his testimony some evidence of 
rebuttal of the attack on rates made by A. G. 
T. Moore, of New Orleans, traffic manager of 
the Southern Pine Association, in earlier ses- 
sions of the hearing. J. W. Bourscheidt, of 
St. Louis, auditor of the St. Louis Southwest- 
ern Lines, gave statistical information supple- 
menting the testimony of Mr. Lehmann. Mr. 
Reagan, accountant of the same railroad, gave 
testimony which was largely statistical, con- 
cerning reports previously made to the com- 
mission. 

F. B. Clark, of St. Louis, assistant general 
freight agent of the Missouri Pacific Lines, 
further supplementing the testimony of the 
southwestern lines, told of the movement of 
traffic through the Panama Canal. Similar 
testimony along these lines was given in be- 
half of the St. Louis & San Francisco Rail- 
road and the Gulf Coast Lines. The defense 
by the Central Freight Association lines fol- 
lowed, and came to end about 6 o’clock in the 
evening. 

It was decided to hold over later than usual 
and finish the hearing on Friday, so H. N. 
Proebstel, traffic manager of the West Coast 
Lumbermen’s Association, immediately started 
his rebuttal testimony. He was followed by 
H. A. Gillis, traffic manager of the Western 
Pine Manufacturers’ Association, and 
Larsson, traffic manager of the California Red- 
wood Association. This in turn was rebutted 
by Mr. Moore, of the Southern Pine Associa- 
tion, with whose testimony the hearing closed, 
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Plan for New Molding Book 


PorTLAND, Ore., Aug. 10.—The joint mold- 
ing committee of the West Coast Lumbermen’s 
Association, Western Pine Manufacturers’ As- 
sociation and California White & Sugar Pine 
Manufacturers’ Association met at the Port- 
land Hotel here today, and considered further 
suggestions for the development of the standard 
molding 

The general scheme for the proposed mold- 
ing book was outlined at a committee meeting 
held here June 28. Today, special considera- 
tion was given the specific patterns that it is 
thought should be included. The 8,000-series 
molding book is taken as a basis. Dimensions 
of patterns are to be revised so as to conform 
with the American standard lumber sizes, and 
new patterns not shown in the older books are 
to be included, while obsolete patterns shown 
in these books will be excluded. The next 
meeting is scheduled for Sept. 6 at San Fran- 
cisco. Suggestions for further improvements 
of the book that may be offered ‘by regional 
associations other than those which have par- 
ticipated so far, will be considered at that time. 

Present at the meeting here were: 

Roland Williams, of the Williams Fir Finish 
Co., Seattle, Wash., who acted as chairman; 
L. Van Snyders, West Coast Lumbermen’s 
Association, Seattle, who acted as secretary; 
R. W. Hunt, Weyerhaeuser Timber Co., Ever- 
ett, Wash.; L. A. Nelson, Oregon secretary for 
the West Coast Lumbermen’s Association, 
Portland; Ben a. Shevlin Hixon Lum- 
ber Co., Bend, Ore.; N. L. Cary, Western Pine 
Manufacturers’ Association, Portland; Merrill 
Stoddard, Stoddard Molding Co., Reno, Nev.; 
Claud Caldwell, Klamath Molding Co., Klamath 
Falls, Ore.; W. R. Sayre, Sayre Lumber Co., 
San Francisco; E. A. Horr, Chicago Lumber 
Co. of Washington, Oakland, Calif., and B. F. 
Scott, California White & Sugar Pine Manu- 
facturers’ Association, San Francisco. 





MALoporous woop is a polite term; sawyers 
are frank in saying fetid buckeye or yew, and 
stinking ash or cedar. 














—_ gar» 





929 


res 


be de en ee | 








August 17, 1929 


AMERICAN LUMBERMAN 43 





Control of Product From Tree to Retailer 
Insures the Making of High Grade Frames 


of a staff representative of 

the AMERICAN LUMBERMAN to 
visit the plant of the Biles-Cole- 
man Lumber Co., at Omak, 
Wash., and record by camera 
and pen the various phases of 
manufacture of its famous O. K. 
(Omak Kwality) Okanogan Soft 
Pine window and door frames, 
as well as spend some time in 
its timber. 

President J. C. Biles, with N. 
Coleman (who has since left the 
company) and A. M. Aston, then 
named secretary, which position 
he retains today, organized the 
present company in 1921 to cut 
boxes for the apples grown in 
the Okanogan and surrounding 
valleys; and in the short elapsed 
time he has seen the present 
O. K. frame business together 
with its casket-shook business 
evolved so that it takes nearly 
the entire cut of the sawmill— 
60,000,000 feet of Okanogan soft 
pine yearly—to supply the raw 
material required. The com- 
pany does its own logging; owns 
its railroad, cuts and dries its 
rough lumber and re-manufac- 
tures it into O. K. frames. It 
is the greatest single industry in 
Okanogan County, Washington. 

Mr. Biles has always believed 
in the complete manufacture of 
finished articles at the source of 
raw material. Much of the elev- 
en years lumber experience be- 
hind him when he came to Ok- 
anogan County was spent in 
producing cut stock for eastern 
manufacturers. He was im- 
pressed with the soft texture 
and fine grain of the slow grow- 
ing pines of that county, which, 
hampered by lack of rainfall, in- 
crease their girth but slowly. 
Here, too, was an adequate sup- 
ply, and within a few years his 
company had _ secured 80,000 
acres of this fine timber. In 
one of the illustrations repro- 
duced is shown a single tree 
which contains 7,000 feet b. m.; 
in another, a close-up indicat- 
ing the density of the trees, and 
a third a timber view taken from 
Moses Mountain which embraces 
nearly 25,000 acres of company 
timber—enough to guarantee 
A single tree of Omak Kwality production of its present high 

pine which contains 7,000 quality O. K. frames for many 

feet, board measure = 

‘ The Biles-Coleman Lumber 
Co.’s logging equipment is en- 
tirely modern, as, indeed, is the machinery used in the entire 
operation from the tree to the finished frame. “Caterpillar” 
tractors have entirely displaced horses for skidding logs; while Lima 
and Heisler locomotives, with their strings of cars, speed the logs to 
the mill pond. An accompanying photograph shows a log train of 
twenty-one cars approaching the mill. Powerful White trucks, Gra- 
ham Bros. trucks, and trucks of other makes are used to bring in logs 
from isolated patches. Another view shows a section of the mill 
pond. These two pictures display the fine character of the logs. In 
the background of the mill pond view stands the mill, also the power 
house with its turbo-generators which supply the electricity needed 
to drive the many machines in the mill and factory, and the fuel 


L WAS the recent pleasure 





house is also shown. 
A view taken from 
a neighboring hill-top 
shows the mill with 
the log pond in the 
foreground — the logs 
looking like matches 
from this great eleva- 
tion — also the ter- 
minus of the green 
chain, and the dry 
kilns, while in the 
right background are 
shown the frame fac- 
tory, the warehouse, 
and the loading plat- 
forms, the latter ac- 
commodating twenty- 
two cars at a time. 


Once up the slip a 
log drops on to the 
carriage and the elec- 
tric dogs hold it fast. 
The sawyer moves his 
lever and the log ad- 


vances into the teeth Qne of the Yale & Towne electric trucks 
of the band saw utilized to move the stock from place 


which slices it into to place about the plant. 
boards, or gets it 


ready for the gang saw. The boards then go through the edger 
which trims them to needed widths, while the trimmer saws cut 
them to desired lengths. The Prescott carriage, Diamond band saw 
and edger, and Sumner gang and trimmer are the important ma- 
chines in the mill. The band saw and gang are driven by 250 horse- 
power  Fairbanks- 
Morse ball-bearing 
motors. 


Leaving the mill the 
lumber is carried on 
the green chain to the 
kiln truck loading 
platform, or the plat- 
form from which the 
box lumber is hauled 
into the yard for air 
drying. All of the 
lumber used in frames, 
or casket shook, is 
kiln dried in Moore 
dry kilns. 


After drying, the 
lumber is piled in unit 
loads which are 
hauled to the frame 
factory, and delivered 
on to live rolls by one 
of the three Mack 
trucks the company 
owns. These rolls 
convey it in unit 
packages to the load 
hoist which unloads it, 
a layer at a time, on 
to the feed table of 
one of the two Yates- 
American planers, aft- 
er leaving which the 
lumber goes on to the 
dry sorting chain. It 
is then picked off and 
goes to the cut-up de- 
partment where it is- 
trimmed to desired 
lengths. A simple 
band resaw, a double 
band resaw and sev- Inside trim, after inspection, is wrapped in 
eral rip saws further paper to insure its reaching the custo- 
cut for grade. mer in fine condition 
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Then the framemaking begins. A 
battery of four Mattison molders and a 
Yates-American molder, with an automatic 
hopper feed developed by Vice President 
and General Superintendent R. L. McNett, 
surface and size the component frame parts, 
Moldings and stops, and frame side members 
clean-cut and glass-smooth, flow rapidly 
from these fast-feed machines. Frame side 
members pass through the Jenkins mortiser 
and tenoner, where a_ clean, perfect 
grove is made. They pass on to the 
New Britain dado machines where both 
side members of a frame are dadoed 
at the same operation, insuring a perfect fit. 
The Biles-Coleman Lumber Co.’s dado, mortise 
and tenon work is perfect; there is no torn 
grain on corners or edges; each edge is of 
knife-blade keenness, and a half-inch stop 
makes such an absolutely tight fit when 
placed in the mortised groove that it gives 
the side member the appearance of being 
made of a single board. The latest-type 
dado machine insures uniform depth and 
perfectly straight stock. Only sharp trim 
saws are used; as a consequence every cut 
end is smooth and with unbroken grain at 
the edges. Now the various frame members 
are assembled. An accompanying photo- 
graph shows the members laid out, and 
also, at the right, in bundles ready for ship- 
A view taken from Moses Mountain and embracing about 25,000 acres of the company’s ping. The inside trim, after inspection, is 

timber, indicating how dense the timber grows. (Insert) A close-up of a single tree 











The lumber, after being dried, is piled in unit loads and hauled to the frame factory 
(hewn above) Both side members of a frame are dadoed 
at the same operation; at the left are shown 
bundles ready for shipment 


wrapped in paper. A view, taken in the 
warehouse, shows the frame and packaged 
trim ready for loading into the railroad car. 
It will be noticed by the keen observer 
that all stock is kept on truck platforms. It 
is moved from one machine to another in 
that manner, two Yale & Towne electric 
trucks being the motive power. A truck is 
shown delivering a load of frames directly 
into a railroad car which is a pool car being 
loaded with frames, moldings and finish for 
mid-west retail lumber dealers. The care 
used in loading these high-grade products 
is exemplified by the paper lining put in 
the car and the cross-wise stripping which 
is done to insure the load against shifting 
and marring in transit. Braces are placed 
at the top of the load to bind it into a single 
unit so it stays put. 
While the principal products of the Biles- 
Coleman Lumber Co. are frames and casket 
shook, it also is able to furnish some finish 
lumber, moldings, and box shook. The com- 
pany has four Linderman machines operat- 
ing on casket shook—few factories have 
near that number of these expensive ma- 
chines. The company has a complete line 
of machinery for casket shook production, 
A view of the interior of the warehouse showing the frames and packaged trim ready for and the high quality of its shook manufac- 
loading into railroad -cars ture meets the requirements of the most 
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critical buyers. Matthews gravity convey- 
ors provide for easy and cheap handling of 
material between these and other machines. 
Two glue-clamp carriers are used. 

In the box shook department a Parker 
automatic wire-tying machine is utilized to 
bind together the shook cut for the apple 
box trade. 

The Biles-Coleman Lumber Co. has much 
to be proud of in its operation. The com- 
pany may well be proud of its trees, for the 
quality is fine and the texture soft, and the 
supply adequate for more than thirty years’ 
run. Its logging equipment is complete and 
efficient, and its sawmill cuts rapidly and 
without waste. Its dry kilns turn out per- 
fect stock, with a specified moisture content 
when desired, while the new and completely 
electrified frame factorv rounds out a com- 
plete, modern operation. The sawmill and 
frame factory, in fact the entire manufactur- 
ing plant are entirely operated by electricity. 

A. M. Aston, secretary, also in charge of 
sales, has always been a merchandiser, and 
it is much to his credit that O. K. frames 
are so widely known in the trade. It is his 
conviction that quality merchandise of any 
kind, if it is to yield the producer full re- 
turns for his care and cost in selection and 
manufacture, must be identified by a brand, 
and advertised. 

R. L. McNett, vice president and general 





J. C. BILES, 
President of Biles- 
Coleman Lumber Co. 


superintendent in charge of manufacture, has 
developed many practices and methods 
which have added to the present high stan- 
dard of the company’s frames, and he, like 
Messrs. Biles and Aston, is constantly on 
the alert to raise that standard. 

_E. R. Aston is logging superintendent; O. 
S. Brender, master mechanic, and A. B. Cole- 
man, sawmill superintendent. Each of these 
men is well qualified for his responsible 
position. 

The Biles-Coleman Lumber Co. maintains 
offices in Chicago and New York. H. M. 
Tripp, its Chicago representative, is located 
at 1519 Granville Avenue, that city, while 
R. F. Taylor, vice president of the company, 
is in charge of the New York business, with 
headquarters at 8409 Talbot Place, Kew 
Gardens, Long Island, N. Y. 

Mr. Biles remarked to the AMERICAN LuM- 
BERMAN representative on leaving: “We 
have been making frames, and studying 
frames for many years, but we don’t think 
we know everything there is to learn about 
them. We have complete control of our 
product from the tree to the retailer—few 
frame manufacturers have such control— 
and we constantly study to improve the ma- 
chine work, the assembling, the branding, the 


(Continued from page 85) 
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View of Biles-Coleman company’s mill, with log pond in foreground, showing terminus 
of green chain, dry kilns and, in right background, frame factory, 
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A log train of 21 cars approaching the mill and (in insert) a section of the mill pond dis- 


playing the fine character of the logs 
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Why a Big Yard Stores Its Lumber on End 


Vertical Storage in the Opinion of This Lumberman, Conserves.Space, Saves Labor 
Waste and Protects the Quality of Stock 


Prevents 


The Fullerton Lumber Co. operates about 
100 yards in the middle West. We have 
been told by disinterested persons that the 
very considerable success of the line is 
based upon skilled management; surely not 
a surprising statement. But our informants 
add that, unlike some other lines, the Ful- 
lerton people insist upon a high grade of 
merchandising skill not only in the general 
and district offices but also in each yard. 
They find or train competent managers and 
then give these men opportunity and respon- 
sibility, respect their judgment and depend 
upon them for adapting general policies to 
fit local needs. Fullerton managers are con- 
siderably more than accountants and freight 
agents. The Realm is ready to believe these 
statements, for we have met able and in- 
telligent men in Fullerton yards. 


A Novelty in the Corn Belt 


The Fullerton yard in Ft. Dodge, Iowa, 
is unusual in several respects. Probably 
the mid-western lumberman who visits it 
will notice, first of all, that lumber is stored 
on end. The big- warehouse with its five 
alleys has a storage capacity of about a 
million feet under one roof; and everything 
up to and including 2x8-inch, 20-foot stands 
on end. 

Walter F. Jones, the manager, said he 
believed that to store an equal amount of 
stock flat he would need at least twice as 
much space. He added that handling the 
stock from car to bin and from bin to truck 
with this type of storage saves a consider- 
able amount of labor. Out in the warehouse 
we fell in with a yard man and asked him 
privately what he thought of the idea. He 
was for it. We asked him how tired he was 
at the end of a day’s work of up-ending long 
stuff, and he said he was no more tired than 
he would be piling it flat. He added that 
there undoubtedly was a certain knack in 
swinging lumber into place, in taking ad- 
vantage of momentum and the like. This, 
he said, is not hard to learn; and a man 
who can’t learn to up-end lumber will have 
quite as much trouble pushing the sticks 
into a horizontal bin. 

Very few yards in the Corn Belt practice 
end storage except for moldings; but that 
probably is due to custom. A dealer who 
has always piled his stock horizontally does 
not think of end piling when he builds a 
new shed. Or if he does think of it he looks 
around and sees none of his neighbors doing 
it, and he decides there must be something 
wrong with the idea. Mr. Jones said there 
was another Fullerton yard in a neighbor- 
ing town with end-storage racks. It seems 
the company bought both these yards from 
the same man. This man must have been 
an experimenter; or perhaps he got his 
training on the West Coast, where end 
storage is a common arrangement. Out 


there a person sees any number of yards 
where lumber is stored on end out of doors. 
Mr. Jones is sure that lumber keeps better 
up-ended. If a car comes in wet or green, 
and this has been known to happen even 
in these later days, it will dry out more 
quickly and properly on end than it will 














Walter F. Jones, manager of the Fullerton 
Lumber Co.’s yard in Fort Dodge, Iowa, knows 
the value of “taking ideas to customers” 


flat, even with every course separated from 
its neighbors by sticks. 


Modernization and Advertising 


Mr. Jones mentioned the modernization 
bureau of Ft. Dodge, about which some 
comment was made in these columns last 
week. He thinks the idea will be a useful 
thing to local merchandising if it does no 
more than spread information about repairs 
and remodeling and gets people to thinking 
of these things. 

“We have had a rather similar experience 
that has indicated the value of taking ideas 
to customers,” he remarked. “Some time 
ago we put in a roofing department. We 
felt rather forced into it, for the purpose of 
meeting the competition of itinerant roofers 
and of catalog sales. These outsiders, all 
of them unknown people with merchandise 
of equally unknown quality, were coming in 
and working the town hard. When things 
slackened off a little they’d go somewhere 
else. As a result the roofing business was 
getting away from us. The reason for it 
seemed to be clear. These outsiders got 
the business, unknown and uncertified as 
they were, simply because they went around 
and asked for it. They brought lots of 


argument and sales pressure to bear and 
knew the ways of interesting people and 
closing deals. 


“We didn’t take over all their methods. 
But we did put out a capable and consider- 
ate salesman and offered application service. 
The results have been remarkable. I can’t 
make exact comparisons with figures, but 
I am well satisfied that we sell ten roofs 
in this way where we’d sell only one by 
waiting for people to come in. The sales- 
man is a courteous fellow who never makes 
a nuisance of himself. This morning he 
went down to a house to collect a roofing 
payment, and the lady asked him about oak 
floors. Of course roofing is his specialty, 
but he measured the rooms, came back 
for figures and is now out there closing 
a flooring sale. That indicates pretty well 
that people like his approach and are satis- 
fied with our service. 


Unsuspected Sales Sources 


“It seems to me that something of the 
same approach will bring in other repairs 
and remodeling work. If through publicity 
or personal solicitation people can have 
their attention called to the need of these 
things, they’ll do a good many more pieces 
of remodeling than they will if we wait for 
them to think of these things on their own 
power. I’m surprised at the number of roof- 
ing sales and prospects our salesman brings 
in. I don’t see where or how he finds them. 
But he says he simply keeps watch. He’s 
thinking in terms of roofing all the time. 
If someone is thinking in terms of remodel- 
ing, it seems probable that almost as many 
prospects for that service can be found. 


“This is a great farming country; the very 
garden of the Corn Belt, so we think. Crop 
prospects are splendid, and there should be 
some farm building this fall. I could wish 
there were closer co-operation between 
farmers and townspeople, because Ft. Dodge 
depends much upon agriculture, at least in 
an indirect way, and farmers have a real 
interest in the city. Perhaps the town is a 
little too big for intimate relationships, or 
perhaps everybody is too busy. But I spent 
a number of years in a Fullerton yard in 
a smaller place where country and towns- 
people worked together and played together. 
There was a big farmers’ club that met in 
town every two weeks, and the chamber of 
commerce used to meet with it once in 
a while. Projects of mutual interest were 
always worked out together. Farmers knew 
what we were doing and why, and we knew 
what they wanted and how they felt about 
the things in which we were all interested. 
That town happened to be near a city of 
considerable size where a chronic lumber 
fight, with the usual disorganized prices, 
was always in progress. But I never had to 
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worry about that outside competition. Farm- 
ers were approached by these outsiders, but 
they had no interest in their proposals. All 
farm lumber was bought locally at fair 
prices. It was merely a matter of cordial 
relations and mutual understanding.” 

The Ft. Dodge Fullerton yard is the home 
of the local district office, and we had the 
privilege of meeting John Evans who is in 
charge of it. Mr. Evans, of course, is an 
experienced lumberman. We fell to talking 
of advertising and especially of local auto- 
mobile displays. 


Motor and Lumber Advertising 


“Motor cars,” Mr. Evans said, “are being 
advertised and sold in large enough quanti- 
ties, anybody knows. They drain plenty of 
money away from needed house building. 
The motor men are clever merchandisers, 
and I suppose that their markets were built 
in large part by advertising. But I rather 
doubt if any useful hints for lumber adver- 
tising can be drawn from the publicity of 
the automobile distributers. In the first 
place, the automobile market has been 
created pretty largely by manufacturers. 
Competition between different makes of cars 
has been so keen that a manufacturer had 
to keep his machines constantly before the 
public eye, or they’d be forgotten. This 
manufacturer advertising has done more, 
however, than to promote the single line 
of machines presented in any one given 
advertisement. It has promoted the general 
idea of owning cars. A reader turns 
through a popular magazine and finds thirty 
or forty pages of this publicity, with pic- 
tures of cars in colors. He reads the brief, 
pointed statements about the advantages of 
each car. Maybe some specific claims re- 
main in his mind; but what certainly does 
remain is a general impression of the qual- 
ity of the modern motor car and the desira- 
bility of owning one. He becomes decidedly 
motor conscious. Maybe the ads of the local 
distributer help to sell particular kinds of 
cars and so turn sales to that distributer. 
But I don’t know. I imagine as many cars 
would be sold if the local distributer didn’t 
advertise at all. Given this background of 
general motor advertising, I believe that the 
thing which makes the actual sale is the 
fact that the neighbors have gotten a new 
machine. It is so clean-cut and shiny, with 
its bright metal and new colors, that the old 
bus looks pretty shabby. 


Selling Ability of Distributers 


“So it’s a question with me if any direct 
pointers can be gathered by retail lumber- 
men from car publicity. Maybe if a person 
went deeply enough into it he could learn 
matters of value, but it rather looks’ as 
though the sales problems are different. 
Manufacturers of lumber don’t get very far 
by advertising to the general public. They 
have to depend upon the selling ability of 
retail distributers, and distributers so far 
have gotten better results from individual 
selling efforts.” 

The Conway Lumber Co. has an attractive 
plant with a two-story brick front. E. A. 
Conway mentioned the fact, already noted, 
that Ft. Dodge is just pulling out of a little 
building depression. The town is pretty 
well supplied with houses, and a few down- 
town businesses, some of them with long 
histories of success behind them, have been 
hit by the agricultural depression. 

“We have had and still have some big 


stores in Ft. Dodge,” Mr. Conway remarked. 
“They have been so large, in fact, that the 
city trade couldn’t sustain them. This has 
been well known, even at the height of pros- 
perous times. Iowa, as you know, is an 
agricultural State, and farming alone does 
not make for cities. A purely farmers’ town : 
rarely grows to be larger than four or five 











“To store an equal amount of stock flat we 
would need at least twice as much space,’ Mr. 
Jones said in praise of end storage 


thousand people, and the general average is 
much smaller. So Iowa, as an agricultural 
State, is filled with villages, with larger 
towns and small cities scattered at fairly 
regular intervals. When farmers have 
money to spend they are likely to want at 
least some things the village stores don’t 
have at all, and with good roads it is easy 
for these country shoppers to drive as much 
as fifty miles. They can make the trip in 
an afternoon, go to a movie and return home 
in the evening; and so they get the habit 
of buying certain things in the larger cen- 
ters. But the last few years these farmers 
have had less money to spend; and while 
it’s easy for some critics to say that farm- 
ers have little judgment about spending 














This is the attractive home of the Conway 
Lumber Co. in Fort Dodge. E. A. Conway is 
a firm believer in home modernizing 


money the fact seems to be that they’re 
about as wise and careful as anybody else. 
In any case they have spent less money in 
Ft. Dodge the last few years than they did 
before, which argues that they can and do 
reduce their expenditures when it becomes 
necessary. 


The Will to Build 


“Of course this has been serious for the 
local merchants who were getting the ben- 


efit of this trade, and some of them have 
been in distress. This, too, has an indirect 
effect upon local people. They tell them- 
selves that times must be harder than they 
suspected; and so even those who want 
houses and have the resources to build them 
are inclined to wait a little. Whether times 
are hard or not, and I don’t think they are, 
the will to build has been affected. Until 
that passes there’ll probably be somewhat 
fewer new houses. 


“It is to meet this situation, of course, 
that the modernization bureau has been 
started. It has not been operating yet long 
enough to tell what success it’ll have in in- 
teresting local people in improving their 
old houses. I’m supporting it, and I hope 
it'll do the things it has been designed to 
do. Dealers naturally like new work best. 
both because it requires more material and 
because they’ve had more experience with 
it and can help their customers better to get 
the results they want. But modernization 
if it is successful keeps sales volume up and 
does not cause a surplus of houses. Build 
ten too many new houses, and the market 
sags. Rental values are impaired, and deal- 
ers are through for the time being. Re- 
model a hundred old houses, and the num- 
ber of dwellings is not increased at all, 
rents are not depressed, and persons who 
may be thinking of building new houses are 
encouraged rather than discouraged. A well 
remodeled and smartly painted old house 
gives the neighbors something to look at 
that will make them want better quarters 
for themselves.” 


W. A. Carlson, of the East Side Lumber & 
Coal Co., in speaking of the modernization 
campaign said he thought the general pub- 
licity and agitation would prove more valu- 
able than any architectural service that the 
bureau might offer. 


“Nearly every family,” he said, “has a 
general idea of any changes it wants made 
in its house. These things may not corre- 
spond with the ideas of a distant architect; 
and while he might be right in selecting 
the changes that eventually would prove 
most useful, still the owners have to be 
satisfied with the plans. That sort of ar- 
rangement usually has to be worked out by 
the designer and the owner in personal con- 
ference. I’d guess that it would be harder 
to change the minds of people about what 
they want done to an old house than it 
would be to persuade them to accept a dif- 
ferent plan for an entirely new building. 


Showing the Finished Product 


“It’s my custom, when people come in with 
ideas for remodeling to think of some house 
in town approximately like their home would 
be if it were changed according to their 
desires. In a city this size it is generally 
possible to find something near enough like 
it to illustrate the finished appearance. If 
they can see an actual house it doesn’t take 
ten minutes for them either to be confirmed 
in their desires or to decide that what they 
imagined was so little like the reality that 
they don’t want to go on. 
~ “But the general publicity ought to be 
good. If the movement gets going once it 
ought to carry on for quite a while on-its 
own momentum. There have been enough 
towns of approximately the size and situa- 
tion of Ft. Dodge that have been renewed 
by modernization to prove that the idea is 
workable when once it really catches on.” 
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What Constitutes a Good Display? 


With all the flood of advice that is being 
poured in on retail lumber dealers to adopt 
modern merchandising principles, and espe- 
cially to display their goods attractively—to 
which flood this journal has contributed its 
full share—there is some -danger that dealers 
may confuse the shadow with the substance, 
particularly as regards the matter of display. 

It is not enough that goods merely be dis- 
played; that is, placed within the range of 
vision of the buying public. If that were the 
case, the great department stores, which occupy 
the place of leaders in the merchandising pro- 
cession, would not need to pay experts in the 
art of window dressing and of the display of 


young woman, make actual use of some of the 
articles shown; or else by explaining their 
qualities and uses to interested visitors. For 
example, a built-in ironing board may be dem- 
onstrated by having a young woman actually 
ironing upon it, pausing occasionally to raise 
and lower it, to show how it slips into its 
alcove. Likewise, breakfast nooks, kitchen 
cabinets, telephone cabinets etc., are made more 
interesting by having a demonstrator making 
actual use of them just as she would do in 
her own home. 

A good display requires careful planning 
and should be thought of well in advance of 
the occasion on which it is to be used, espe- 
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was reported and illustrated in the April 20 
issue of the AMERICAN LUMBERMAN. 
Attention is called to the harmonious and 
well balanced character of these displays. It 
is apparent that every detail was carefully 
planned in advance, and nothing left to hap- 
hazard impulses or last-minute inspiration. 
The “human interest” or demonstration fac- 
tor is strong in all of these displays. Note in 
the display of woodwork and built-in conven- 
iences the young lady sitting on the ironing 
board, and at the extreme left of the picture 
the other young lady demonstrating the con- 
venience of a built-in telephone alcove. It 
may be argued that the young lady perched 











These well planned displays illustrate the three cardinal principles: Attract, Interest, Educate 


goods, salaries running into many thousands of 
dollars a year for supervising that phase of 
the stores’ selling appeal. 

With sadness it must be admitted that some 
of the so called displays attempted by lumber 
retailers are but depressing examples of how 
not to do it. A jumble of articles dumped into 
a window space, or piled higgledy-piggledy into 
a booth, does not constitute a display in the 
proper sense, nor do such attempts exercise any 
real selling force. Indeed, they may chiefly 
serve to confirm the beholder’s preconceived 
idea that the retailing of lumber is a slovenly 
and disorderly sort of business, best carried 
on in dingy sheds down by the railroad tracks. 

Of course, if an individual yard really is 
just that sort of institution it is best repre- 
sented by the sort of. display just described. 
But, on the other hand, if the business is run 
by a lumber merchant of the new school, who 
believes that his place of business ought to be 
just as neat and attractive as any other, and 
who aims to keep it so, he naturally is inter- 
ested in the subject of how to display his stock 
in the most effective and attractive manner. 

A good display is one that attracts, interests 
and educates. If the passerby is not suffi- 
ciently interested to stop and look; or having 
stopped, does not have his interest aroused; 
or having stopped and become interested, does 
not learn something about the article or com- 
modity shown that makes him wish to buy it, 
the display largely has failed in its mission. 

Two of the most potent elements for attract- 
ing attention and creating interest are motion 
and demonstration. It is not easy to introduce 
the motion element into the usual lumber deal- 
er’s display, although in some cases it has 
been successfully done by the use of miniature 
machinery, automatons of various sorts etc. 
The demonstration element is somewhat sim- 
pler in its application to displays of the char- 
acter under discussion, as this element can be 
introduced by having a person, preferably a 
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cially if for a fair, exposition, building show or 
any similar event. Too many dealers wait un- 
til the last moment and then slap together a 
few pieces of woodwork, some samples of 
flooring, shingles, roofing or other goods, and 
let it go at that. The result, of course, is 
just about what might be expected from such 
a procedure. 

Some of the cardinal points of good merchan- 
dise display, as applied to the lumber business, 
are shown by the accompanying illustrations. 
These hitherto unpublished photographs show 
three of the displays at the fifth annual build- 
ing material show of the Julius Seidel Lumber 
Co., St. Louis, Mo., which was held in a big 
tent pitched at the company’s yard location, 
on Kingshighway, one of the most important 
traffic thoroughfares of the city, which event 
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on the ironing board is not exactly giving a 
demonstration of that useful household appli- 
ance, but it is evident that at the moment she 
was merely posing for the photographer and 
doubtless before and after the taking of the 
picture was engaged in actual demonstration. 

Certainly, also, the effectiveness of the dis- 
play of fine parquetry flooring is greatly en- 
hanced by the demonstration and explanation 
of its merits being made by the young lady 
attendant to the attentive visitor shown in the 
foreground. 

In the redwood exhibit, the sample panels 
of siding, and the other products shown, are 
made largely self-demonstrating by the ex- 
planatory placards affixed thereto. A tapeline 
stretched across the end of the big section of 














Built-in conveniences specially lend themselves to display and demonstration 
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redwood shows, as indicated by the placard 
and arrow at the top, that the width of this 
piece is 81 inches, almost 7 feet. Certainly no 
one is likely to pass the display by without 
having that striking fact printed on his mind. 
This, again, is a good illustration of what is 
meant by introducing elements of interest and 
of educational value into displays of this 
sort. Moreover, the “demonstration” feature 
is not entirely lacking, it being represented by 
the salesman or attendant who is seen explain- 
ing to a visitor some of the salient features 
of the exhibit. 


Notwithstanding the fact that many dealers 
show no interest in creating a demand for their 
goods through modern display methods, and 
also that many others fail to put into their 
efforts along that line the study and attention 
that the importance of the subject merits, 
there has been a marked and steady improve- 
ment in the displays made by retailers, as a 
whole, during the last few years. In fact, 
some of the displays described and illustrated 
in this newspaper from time to time will com- 
pare favorably with similar efforts made by 
merchants in almost any other line, taking into 


consideration the self-evident fact that it is 
really more difficult to appeal to the eye with 
a display of wood products than it is to make 
the same appeal with such goods as jewelry, 
brilliantly colored dry goods, or numerous 
other lines that might be named. Nevertheless, 
properly planned lumber displays may have 
the strongest appeal of all, in that they may 
be made to center around the idea of home 
and home building, thus dealing with the sub- 
ject that is nearest to the heart of the average 
man and woman, 


Modernizing a Yard Without Rebuilding It 


PittsBuRGH, Pa., Aug. 12.—This story tells, 
along with a number of other interesting things, 
how a rather old-fashioned, and not too at- 
tractive, retail lumber yard was greatly im- 
proved in appearance and general efficiency 
without being entirely rebuilt. 

The yard referred to is that of the Ahlers 
Lumber Co., one of the oldest retail lumber 
establishments in Pittsburgh, which has been 
merchandising lumber products for more than 
half a century, catering to all branches of the 
industry, all the while at its original location 
on East Ohio Street, where the business is 
still carried on. 

Established in 1875, the business now owned 
and operated by Walter E. Ahlers has been 
conducted by father and sons over the entire 
period of its existence, and has earned for it- 
self an enviable reputation for fair dealing. 

At the time of establishment of the business 
the location of the firm’s two yards, directly 
facing each other on opposite sides of Ohio 
Street, marked the eastern boundary of the 
former city of Allegheny, and the present 
thoroughfare was then only a plank road. 

This same street has become one of the most 
important arteries of through traffic in the city 
of Pittsburgh, which fact made it advisable to 
improve, and to add to the premises as much at- 
tractiveness as possible, inasmuch as _ the 
straight board fences and old-fashioned sliding 
gates usually associated with lumber yards are 
now -very much out of date. 

On account of being located in the congested 
business section of the city and because of the 
buildings being entirely of wood construction, 
the company was limited, by building restric- 
tions and zoning ordinances, as to the extent 
of the remodeling or the changes that it could 
carry out, without entirely rebuilding. 

The replacing of the old barn type of sliding 
gates with new swinging gates of attractive de- 
sign received first attention, and added much 
to the appearance of the driveways. These 
gates are swung from the original small 6x6- 
inch gate posts, built up to 12x12-inch, 14 feet 
high, surmounted by caps and ball ornaments. 
They are made of cypress, alternating 114x3- 
inch paling stained dark and 1x6-inch strips 
left natural, all finishes with spar varnish to 

















This hanging sign of 

unique design ts de- 

scribed in detail in 

text of accompanying 
story 


reveal the beautiful natural grain of the wood, 
and screwed from the back to a skeleton iron 
framework to conceal all fastenings. 

The height of the original weatherboard 
fences was increased to the top of the gate 
posts, by the addition of lattice panels painted 
bright green, surrounding plain 18-inch sign- 
boards of cypress, varnished natural to show 
the grain of the wood through and around 
the lettering, which is only outlined in narrow 
stripes of green and white. The sections of 
shed frontage have similar lattice panels and 
signs to correspond with the fence sections. 
The main body colors of the fences and build- 
ings are cream and tan. 

The appearance of the front of the office 
building, shown in one of the accompanying 
photographs, was improved by remodeling a 
box hood originally over the triple window 
frame of the office, and installing an attrac- 














Showing how front 








of yard was beautified by fences and gates of ornamental design 
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The front of the old-fashioned office building was modernized by in- 
expensive changes, including specially designed signs 


tive sign, electrically illuminated. The light 
penetrates through the glass roof of the hood 
and shines on the large sign above it, as well as 
through the three glass panels forming the 
front of the hood and advertising a well known 
brand of oak flooring. 

Close observation will show a sign of unique 
design suspended from the left front corner 
of the office building. This sign, which is 
shown in detail in a small separate illustration, 
consists of a hand carved cypress board, hung 
from a wood bracket. On each side of the 
board appears the firm name in brass letters. 
The board itself is carved with the words “Of- 
fice Entrance,” with a hand pointing to the 
office door in the driveway. 

From this signboard is hung, by two chains, 
a 3-inch cross section cut from a 12-inch white 
pine log. This section is bound with copper, 
and has a large “A” of copper on each face. 

Across the street from the office building are 
the shed and fences shown in the opposite 
picture. The pleasing effect of the ornamental 
fence is enhanced by the sign, in old English 
letters, bearing the firm name, at either side 
of which is a rosette ornament, each made 
from a discarded 8-inch circular saw, painted 
and lettered “Since 1875.” 

On the shed will be noted a much larger 
sign, with the slogan “Certified by Centuries 
of Service.” Mr. Ahlers says that this slogan 
has aroused curiosity and caused many ques- 
tions as to its real significance. 

In the picture showing the shed will also 
be noted a truck, which really should be the 
subject of a story by itself, inasmuch as it 
was specially fixed up for entering in a parade, 
with the idea of representing the lumber in- 
dustry by showing products of the forest. At 
the rear end of the truck will be noted the end 
of a large log, which is lettered with the 
legend: “Native White Oak, Used for Our 
First Bridges.” This log, which measured 12 
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inches in diameter by 12 feet in length, was 
from a tree that grew within seven miles of 
the Ahlers yard, and was cut by the company’s 
own men. The truck also was embellished with 
axes, cant hooks and a crosscut saw. 

In any business the human element is a most 
important factor. The Ahlers concern is spe- 
cially fortunate in the loyalty and efficiency of 
its employees. This is well illustrated in the 
case of its oldest employee and the oldest vet- 





Henry Rittmann, former teamster and now 

yardman, who has a record of 48 years con- 

tinuous service for the Ahler lumber establish- 
ment 


eran teamster in the city, Henry Rittmann, who 
has faithfully served the proprietors of the 
business, father and sons, in this establish- 
ment for 48 years. 

In the year 1881, at the age of 22, Mr. Ritt- 
mann entered the employ of Henry Ahlers, 
oldest brother of Walter E. Ahlers, the present 
owner of the business, and served as a team 
driver continuously until 1916, when he ex- 
pressed a desire to work as a yard man, the 
duties of which position he still faithfully 
pursues. 

In 1926, at the age of 67, he met with a 
very serious accident, falling backward through 
the guard rail of the platform, a distance of 
16 feet to the ground, sustaining a compound 
fracture of the thigh, which confined him to the 
hospital for 13 weeks. Ten months after the 
accident he declared he was ready to return to 
his work, in spite of the fact that he was still 
drawing full compensation and was considered 
as permanently disabled. His one wish and 
ambition was to get back to work, with no 
thought of retiring because of the injury. 

If a finer example of loyalty and interest in 
one’s work on the part of a retail yard em- 
ployee can be reported by any other lumber 
concern, the AMERICAN LUMBERMAN will be 
very glad to hear of it. 


EVERY RETAIL YARD has quite an assortment 
of tools, used for various purposes, which 
have a way of disappearing, either because 
someone borrows and fails to return them or 
else because someone takes a fancy to a par- 
ticular tool and annexes it as his personal 
possession. The inconvenience caused by being 
unable to find a particular tool when needed 
may be a greater detriment than the monetary 
value represented. Both inconvenience and 
loss may be avoided by having all tools plainly 
stamped or branded with the name of the com- 
pany owning them. 


WHAT’S WRONG WITH SIGNS? 


From Wall to Waste Basket Should Be 
Route of “Smart” Slogans 


Some months ago this department conceived 
the idea that printing examples of specially 
“catchy” and unusual signs appearing on or in 
lumber offices or other business establishments 
might make an interesting feature. Accord- 
ingly, readers were invited to send in copies 
of any odd specimens that they might happen 
to observe, and a number of these have been 
printed, under the heading “Signs of the 
Times,” in preceding issues. This invitation 
brought in such a flood of signs and slogans 
seen in lumber offices, gas stations and hot- 
dog stands as to demonstrate, beyond perad- 
venture, an alarming spread of the wise-crack- 
ing epidemic, sometimes to the detriment of 
a proper dignity, and even of sound business 
principles. 

Wise-cracking in business is at best a dan- 
gerous pastime, and may become a boom- 
erang. By way of illustration, consider the 
following examples, which are taken almost at 
random from a bushel or more of similar con- 
tributions. While grateful to readers who 
have taken the trouble to send in these and 
other specimens, space forbids the printing of 
a tithe of those received. What’s wrong with 
these signs, reported as having been observed 
in garages, restaurants, and unidentified lum- 
ber offices? 

“Your credit is good, but mine isn’t. I 

need the money.” 


“Smart,” but is it good business to confess 
poor credit and financial stringency? 





“A cordial reception is not an invitation 
to stay all day.” 


A needless slap, which will offend legitimate 
visitors and glance off of loafers. 


“Terms strictly cash. To regular cus- 
tomers in good standing we will allow 
2 percent if account is paid by the 10th. 


No new accounts opened.” 
No one 


In other words—discrimination. 


“All traveling men welcome, but don’t 

insist on trying to sell us something when 

we tell you we don’t want anything. 
Nothing wanted today.” 


The warning “Nothing wanted today,” ap- 
parently displayed every day, of course implies 
that nothing is ever wanted. “Sales resistance” 
with a vengeance! 


On the whole, the lord high executioner of 
this department of the World’s Greatest Lum- 
ber Newspaper is of the opinion that the best 
thing to do with most of the signs and slogans 
appearing in offices, especially such banalities 
as “Do it now,” “This is my busy day,” “Keep 
smiling” and other exhortations to pep and op- 
timism, would be to gather them up and drop 
the whole mess into the waste basket to keep 
company with last month’s calendar and the 
bond circulars received in the latest mail. 


Higher Court Affirms Decision 


INDIANAPOLIS, IND., Aug. 12.—In a decision 
some months ago the United States district 
court, of the district of New Jersey, in the 
case of the Humidity Control Co. vs. Mengel 
Body Co., held that the Krick patents owned 
by the plaintiff were valid and that they had 
been infringed by the defendant. In an inter- 
locutory decree of that court a special master 
was named to determine and assess the dam- 
ages to be accorded to the plaintiff. It was 
also held that the plaintiff should recover the 
costs of the suit and have an execution against 
the defendant for the amount of them. 

Following the decision of the district court 
the defendant appealed the case to the United 
States circuit court of appeals of the third 
circuit. The latter court has just rendered a 
decision affirming the decision of the lower 
court. The higher court found no error in 
the lower, the reviewing judge quoting with 
approval and commendation the words of the 
district judge in his decision. . 

The patents in the suit are the Krick process 
patent No. 1,490,569 and the Krick apparatus 
patent No. 1,513,727. Both relate to the kiln 
drying of lumber. In Krick’s apparatus the 
relative humidity of the air in the kiln is de- 








This float was en- 
tered in the Fourth 
of July parade at 
Farmer City, IIL, 
by the Alexander 
Lumber Co. and 
received first prize 
as the most attrac- 
tive display in the 
parade 














likes to feel that others are being granted 
privileges that are denied to him. 


“We aim to be courteous to all callers, 
including book agents.” 


Why boast of ordinary business decency? 





“Be brief. We have a living to make 
and it takes considerable of our time to 
do it.” 

The natural reaction of a sensitive customer, 
and there are many such, would be to not in- 
trude on the “making of a living,” but to take 
his patronage to a dealer who had a little more 
ieisure. 


termined by the comparison of the readings 
upon a dry bulb and a wet bulb thermometer. 
His method uses the high limits which former- 
ly were thought unsafe and the low limits 
beyond which nobody permitted the tempera- 
ture to drop. The court said that the claims 
of the process patent are perfectly definite and 
certain. He stressed the fact that while for- 
merly the heat and relative humidity in dry 
kilns were fixed along definite lines, in the 
Krick process they are constantly. changing. 
They go to high limits and then to low limits; 
there is a constant fluctuation up and down. 
A report of the original decision, that of the 
district court, appeared in the AMERICAN LuUM- 
BERMAN of Nov. 10, 1928, page 55. 
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Retailers’ Idea Exchange 

















SAYS ADS BUILD BUSINESS 


Dealer Attributes Good Trade to Consistent 
Advertising 


An interesting letter has been received from 
Ralph W. Gerbron, head of the Ralph W. Ger- 
bron Co., retailer of lumber and building ma- 
terials, Philadelphia, Pa., which communica- 
tion, he explains, was inspired by an article 
which appeared in the June 15 issue of the 
AMERICAN LUMBERMAN, which article dis- 
cussed a suggestion made by F. J. Friedlein, 
manager of the Meuser Lumber Co., Gutten- 
berg, Iowa, to the effect that one of the big 
needs of the retail lumber business is a source 
of supply of what might be called “super ad- 
vertising copy.” 

The Iowa dealer championed the idea that 
the best advertising brains in the country 
should be harnessed to the retailers’ problems. 
Specifically, he had in mind advertising copy 


of such force and cogency as would bow! over 
the specious arguments of the mail-order con- 
cerns and put the local lumber dealer not only 
“on the map,” but at the head of the proces- 
sion. Of course, the Iowa dealer’s plaint did 
not purport to be anything more than the voice 
of one crying in the wilderness, seeking a 
way out of the jungle, without assuming to 
outline a complete program to that end. 

‘Mr. Gerbron bears testimony to the efficacy 
of advertising with the statement: “We find 
business good, and attribute that fact to con- 
sistent advertising.” 

His company uses various means for keep- 
ing its name and business before the public 
and for creating demand for the goods which 
it has to sell. Mr. Gerbron is a believer in 
the theory that no one kind of advertising 
has a monopoly on the production of benefi- 
cial results. He uses various means, includ- 
ing a yearly contract for four large billboards 
maintained in conspicuous locations, with a 
monthly change of the advertising copy ap- 














This Week’s Timely Tip 


How Photographs Help Create Business 


The following merchandising idea is sent in by H. M. Harras, bookkeeper 
for the Monroe Lumber Co., Monroe, Mich.: 


We take a kodak photograph (postcard size) of each house job for 
which we furnish the material. One or more of these pictures are 
given to the contractor, who thus is enabled to show prospective 
builders pictures of homes constructed by him. We have proof that 
at least one of our contractors by this means secured two house jobs, 
for which he of course was grateful to us. It is a frequent thing for 
a building “prospect” to say thati he would like a house like the one 
built for Mr. Jones or Mr. Brown. The contractor can then produce 
his photographs of these houses, which makes a good impression on 
the prospect and helps the contractor land the job. 

Besides the above use by the contractor, we make good use of these 
pictures in another way. When a house is built with material fur- 
nished by us, we put the photograph of it in a specially built frame in 
cur office, where it is seen by a good many people. The name of the 
owner and of the builder appear underneath. We keep the picture on 
display in the office a short time and then put it in our large show 
window where it again attracts considerable attention. The next step 
in the chain of uses of the picture is to have it enlarged to 8x10 size, 
which enlargement, with others of the same character, forms a feature 
of cur Christmas window display, and then is presented to the owner 
of the house. The fact that the name of the contractor, as well as of 
the owner, appears under the picture makes it easy for anyone wish- 
ing to ascertain the price of such a house, or secure any other informa- 
tion concerning it, to do so. 

The picture is also displayed at the American Legion festival staged 
here each year, which attracts about 40,000 people during the week 
the event is on. During this festival there is a display of the wares 
carried by most of the merchants. This festival affords a wonderful 
opportunity for getting the name and business of our company before 
the eye of the public, so that when they think of lumber, or other 
products which we handle, they will think of us. 

I have endeavored to describe one of the ways by which we create 
business and cultivate good will, and hope that the suggestion may 
be of benefit to some other dealer. 








pearing thereon. He also maintains a mailing 
list of 4,000 names, to which the firm’s house 
organ, “Splinters” is mailed four times a year. 

“Splinters” is an exceptionally well edited 
and interesting little magazine of 16 pages, 
measuring 54%4x8% inches. It contains articles 
and items, some of them illustrated, concern- 
ing various products and specialties handled 
by the company, interspersed with jokes, an- 
ecdotes and bits of philosophy, the whole mak- 
ing an appetizing menu for the average reader. 
An especially striking feature of the publica- 
tion is a large map, which occupies the center 
two pages, showing the location of the yard in 
relation to its surrounding trade territory, the 
streets, railroads, parks, bridges etc. in that 
section of the city being graphically shown. 

Mr. Gerbron makes the excellent suggestion 
that retail lumber dealers who publish house 
organs be requested to put the AMERICAN 
LUMBERMAN on their mailing list, so that, 
through this department of the paper, ideas 
and suggestions appearing therein that might be 
useful to other dealers, may be passed along 
to them. This department will be glad to re- 
ceive copies of house organs, bulletins etc. 
issued by lumber retailers in any part of the 
country. While individual mention of each 
publication can not be promised, all copies re- 
ceived will be carefully scanned and such men- 
tion made of the contents from time to time 
as the nature and value of the material may 
suggest. 


CLEAN YARDS AND OFFICES 


Reasons Why Dirt and Disorder Must Not 
Be Tolerated 


The advantages of a clean yard are generally 
admitted, even by that minority of dealers who 
do not claim to put forth any special efforts 
along that line. 

Not all believers in clean and orderly sur- 
roundings, however, have taken the trouble to 
analyze the proposition and to set down on 
paper the reasons why these conditions are 
desirable. If a manager is to impart enthusi- 
asm to his subordinates, to such extent as will 
impel them to take an active interest in keeping 
the yard in good shape, it is desirable that 
he be in position to state, either orally or in 
written form, the reasons why the yard, or the 
company of which it may be a unit, insists on 
neatness and orderliness. 

Therefore, the reasons set forth by the Com- 
fort Coal-Lumber Co. in the latest issue of its 
house organ should be of quite general interest. 
This company, which operates a line of lumber 
and building material stores, with headquarters 
at Hackensack, N. J., annually conducts an in- 
ter-yard contest for the purpose of awarding 
recognition to the yard making the best show- 
ing in that respect. The officers of the company 
have given a good deal of thought and atten- 
tion to this phase of yard operation, therefore 
the conclusions set forth in the bulletin referred 
to, under the heading, “A Few Reasons Why a 
Clean Yard and Cleaning Out Old Stocks 
Pays,” may be said to result from experience: 

1. A neat, clean yard attracts trade. Other 
things being equal, a person will trade at a 
store where the goods are neatly arranged, 
with clean, orderly surroundings, rather than 
at one where they are jumbled haphazardly 
and covered with dust and dirt. Splintered 
and broken lumber puts a customer upon his 
guard. When he sees nothing but clean, fresh 


stock he feels that his order will be filled 
with good clean stock. 
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2. Lumber neatly piled looks better and 
sells more rapidly. 

3. Orderliness saves waste. Depreciation 
is less on lumber properly piled, as it does 
not warp and twist so readily. 

4. You can reduce your insurance costs by 
keeping the yard clean. 

5. One of the greatest benefits is the in- 
fluence on your men and even on yourself 
toward forming orderly habits. Carelessness 
in apparently unimportant details breeds 
slackness in more important ones. 

6. Doing a thing right usually requires but 
little extra time and frequently saves doing 
it over later. 

7. A clean yard and clean stocks arouse 
every worker’s interest, and makes them want 
to co-operate with the yard foreman in im- 
proving the condition of each yard or store. 

8. Mopping up costs nothing. You can not 
lose by moving such stocks out and taking a 
loss, but will gain to a greater degree by: 
(a) Pride and satisfaction in our business and 
its merchandise. (b) The respect and confi- 
dence of your customers. (c) Aroused interest 
and co-operation of all employees. (d) Sav- 
ing of waste, which means dollars to the 
company. 

The Comfort company carries the clean yard 
idea further, making it apply to the offices as 
well as the sheds, warehouses and alleys, which 
is a very good thing, as it is quite common to 
observe even in yards where the stock and the 
sheds are in excellent condition, a state of dis- 
order, and even of dust and dirt, in the 
offices which is distinctly uninviting, and a de- 
cidedly poor advertisement for the firm. 

In this connection Vice President H. B. Blau- 
velt, speaking for the board of executives of 
the Comfort company, says: 

Several times on the annual clean yard in- 
spection trips, remarks have dropped, “it’s a 
lucky thing that offices aren’t included in 
these clean yard contests.” And this has cer- 
tainly been true in the past. The usually 
dirty, disorderly yards don’t show up a dis- 
orderly office so keenly, but the “apple-pie” 
cleanliness of our present yards outside cer- 
tainly make some of our offices stick out like 
sore thumbs as bad housekeeping and flagrant 
examples of office negligence. 

The management has been watching this 
aspect for some time and finally decided that 
the least we could do to support our clean 
yards would be to have clean offices in front 
of them. 

Cleanliness is without doubt a modern 
necessity for success and efficiency in any 
business, no matter what it is. 
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A Typographical Error Corrected 


Through an error the captions of two illus- 
trations pertaining to a story describing the 
retail yard of A. J. Black, appearing on page 39 
of the Aug. 3 issue of the AMERICAN LUMBER- 
MAN, were made to read “Medford, Mass.,” 
instead of the proper location of Mr. Black’s 
yard, which is Medway, Mass. 


Conducts House-to-House Canvass 


Recently Ware-Butler (Inc.), lumber re- 
tailer at Waterville, Me., conducted a house-to- 
house canvass, for the purpose of determining 
the prospective market for building materials. 

For the purpose of the canvass the town, 
which has a population of 15,000, was divided 
into five sections. Five young men were used 
in making the canvass, each being assigned to 
one of the five sections. Each canvasser was 
instructed to make a personal call at each 
house in his section, and ascertain whether or 
not the occupant was a prospect for building 
or repair work of any sort, and to note the 
information on a printed form, a specimen of 
which is reproduced on this page. The can- 
vassers also were required to secure the signa- 
ture, on the information form, of each person 
interviewed. They were paid 3 cents each for 
all the signatures brought in, whether that of 
an actual prospect or not. 

This canvass resulted in securing 150 pros- 
pects, some for small repairs, others for im- 
provements, while several prospects were for 


new homes in the not very distant future. 
These prospects have been followed up, both 
by letters and personal calls, and P. G. Butler, 
of the firm, says that although the results have 
not been all that might be wished, the cam- 
paign has resulted in selling some material. 
“The advertising in itself was worth more 
than all the cost, and in addition we. secured 


WARE-BUTLER, INC. 
LUMBER AND BUILDING MATERIALS 


NORTH STREET, Telephone 175 
WATERVILLE, MAINE 


Street and Number 


Re a ee eT 
Owner[ ] Tenant [ ] 

I a 

a ee ee Le 

Condition of roof Good [ ] Fair{ ] Poor[{ ] 


Would you be interested in Built-in fixtures such as 
Medicine Cabinets 
Kitchen Cabinets 


Cement Cellar Bottoms 
Glazed Porches 

Ironing Boards Garage 

Breakfast Nooks 
Cedar Lined Closets 


Flower Boxes 

Trellises 

Do you plan any repairing other than painting and papering this 
CIDE dccctnicenneinniaaninninns 

Would you care to receive each month a free copy of our Home Im- 
provement News? — 


THANK YOU 


Signature of person interviewed 


REMARKS: --.-... 


Reproduction (much reduced) of the form used 
by the canvassers for recording information 
obtained in house-to-house calls 


as fine a mailing list as it is possible to get,” 
added Mr. Butler. 

“Perhaps one reason why the sales resulting 
from the campaign have not run into a larger 
volume,” he continued, “is the fact that busi- 
ness is rather slow in this locality this year, 
home building being away below the normal 
activity in that line.” 


Convincing and Selling the Customer 


[Frank T. Phillips, treasurer Thompson 
Lumber Co., Minneapolis, Minn., contributes 
these practical thoughts on retail lumber sales- 
manship. | 


The building material salesman to be suc- 
cessful today must be armed to the last 
word with thoroughly practical ideas. He 
must carry his declaration of these ideas, these 
facts of quality, service, economy, durability 
and beauty, upon which his firm has built its 
reputation, direct to the customer’s door. One 
trip to Mr. Prospect’s door, in these highly 
competitive times, will not prove sufficient. In- 
deed, many trips may have to be made. The 
task will not prove an easy one in a time when 
competition is so keen. 

Mr. Customer is not to be found coming to 
your door even though it is universally known, 
as an established fact, that your firm has an 
undisputed reputation for service, and that 
your goods rank highest on points of quality 
etc. You positively must convince your man 
beyond all question, and must do it now, right 
at his very door, that by buying your goods he 
is buying most economically, buying the most 
durable, the most serviceable, buying the stock 
which will enable him to develop the most 
beautiful finished job, and that he is securing 
the material that will enable him to complete 
this house best with the lowest possible labor 
cost. It is a fact that many try to save a dol- 


lar on a material bill by cutting quality, only 
to discover that they have to add two dollars 
to the labor bill before the job is completed. 
Convince your man by figures, facts, and a 
demonstration if necessary, that the reverse of 
the above will prove to be the fact if he places 
the order with you. 

During the presentation of your case and 
for as long as possible afterwards refrain 
from mentioning price, but be careful that 
you do not in your mind lose sight for a mo- 
ment of that profit so vital to the life of your 
firm. 

Keep up the battle. If you fail on this order 
immediately hold a consultation with yourself, 
for it is up to you to find the fault, the weak 
point, and to go after the next order with re- 
newed and greater determination. Our sales- 
men are our key men, our greatest hopes. 
There is not the slightest reason in the world 
why they should be discouraged, but they have 
their work ahead of them. They should indeed 
be given greater personal attention and the 
opportunity of securing higher education in 
salesmanship. Organize a class for your sales 
force and take on such a course on selling as 
the Curtis people have given us the opporunity 
of securing. Our salesmen must be further 
developed into more efficient and interested 
units of the organization. They must be thor- 
oughly sold on the goods they are selling if 
success is their goal. However, don’t load all 
on the salesman. His task is hopeless unless 
backed up by a high-powered, efficient organi- 
zation producing only quality goods. 

Give the conscientious salesman this backing 
and his battle is half won and you may rest 
assured he will bring in the orders with the 
greatest percentage of profit possible to secure. 


Gets Owners to Re-side Their Houses 


Latrose, Pa., Aug. 12.—George C. Anderson 
& Sons (Inc.), have been successful in getting 
quite a number of home owners to re-side their 
houses with redwood siding. 

“We have in our community,” said C. P. 
Biller, manager, “quite a number of houses 
that are sided with single drop siding, and in 
the course of time this siding dries out. In 
these cases we recommend the use of redwood 
siding over a heavy waterproof paper. This 
not only protects the frame of the house but 
all windows and doors as well. and also adds 
to the insulating efficiency. The cost of re- 
siding is more that’ covered by the increased 
value, and it also is a help to the neighbor- 
hood and the community.” 


Reorganized Retail Firm Opens 


Kokomo, Inp., Aug. 12.—The opening of 
the new Dye Lumber Corporation, this 
city, at the quarters of its predecessor, the 
Thomas J. Dye & Son Lumber Co., took place 
Aug. 15. Reorganization of the company has 
made Robert S. Graves president and general 
manager, and Miss Lena A. Leafgreen, secre- 
tary-treasurer. Willis Dye, a member of the 
former organization, is one of the incorporators 
of the new. 

An entire new stock will feature the open- 
ing of business. Mr. Dye said, “In one sense 
it is the old company in business at the old 
stand, for we have been fortunate in securing 
the services of a number of men who have 
been with us for years.” 

The former company went into bankruptcy. 
Stock in the reorganized company is held not 
only by persons in Kokomo, but by men in 
various parts of the State who have faith in 
Mr. Dye, who formerly was president of the 
Indiana Retail Dealers’ Association. 





A SUCCESSFUL man is one who has tried, not 
cried; who has worked, not dodged; who has 
shouldered responsibility, not evaded it; who 
has gotten under the burden, not merely stood 
off, looking on, giving advice and philosophiz- 
ing on the situation. 
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Aids to Orderly 


Self-Control in 


the Lumber Industry 


(Continued from front page) 


2. (Partly new) A broad national forest policy declaration. 
3. (New) A “Timber Conservation Board” proposed to be 
established by presidential appointment, and to act under 
Government auspices, as a fact-finding publicity and 
educational agency ; and the 
4. (New) Development of a “National Code of Practices 
for the Marketing of Lumber and Timber Products,” 
to be participated in preferably by the several branches 
of the lumber industry. 
5. (Present-expanded) Basic economic investigations of 
fundamental trends in the lumber business. 
1. SURVEYS OF LUMBER SUPPLY DEMAND AND 
CONSUMPTION 
Organization 
The board of directors of the National Lumber Manufac- 
turers’ Association consists of sixty men selected as follows: 


Forty nominated by, and representing the respective reg- 
ional associations including the regional association 
presidents. 

Twenty elected at large including past presidents of the 
National association. 


The National board thus constituted, represents not only the 
several regional associations, but also includes direct repre- 
sentatives of the twenty-five largest lumber manufacturing 
companies, or groups of companies in the United States includ- 
ing both softwoods and hardwoods. It is the most representative 
group of lumber manufacturers ever officially assembled. Its 
members operate or control lumber manufacturing plants suff- 
cient not only to lead, but largely to determine the policies and 
performance of the American lumber manufacturing industry. 

It is, therefore, proposed that the Board of Directors thus 
constituted act as a lumber survey committee, meeting pe- 
riodically for the following purposes: 


First, to study all available information showing the 
relation between lumber production and consumption. 

Second, to make, and to report to each regional 
association, a finding-of-fact respecting the present 
and prospective conditions of lumber supply and 
demand. 


It is proposed that the board of directors meet regularly each 
quarter, during the first ten days of February, May, August 
and November, respectively, or at such other more convenient 
times as may have been determined. Such meetings ordinarily 
should cover sufficient time to permit a thorough and frank 
consideration of the statistical reports on the lumber movement 
and the results of surveys of lumber demand and consumption. 
Preliminary Reports 

As an aid to the sound determination of facts by the lumber 
survey committee it is proposed that the association shall fur- 
nish to each member thereof, and to each regional association, 
perhaps a week in advance of each quarterly meeting, a digest 
of available current information showing lumber movement or 
having a useful bearing upon the accurate determination of cur- 
rent and prospective conditions of lumber supply and demand. 
Details of plans of economic investigation, survey and analysis, 
proposed to be undertaken by the National association. are 
shown in Exhibit B. 

Advisory Committee 

In addition to the aid of the association officers and staff, the 
board of directors, acting as a survey committee should have 
the advisory assistance of the National standing committees on: 
Trade Promotion 
Publicity 
Statistics and Accounting 
Economic Research. 


Pen 


It is therefore suggested that an informal advisory commit- 
tee of eight with the president of the association ex-officio as 
its chairman, be designated to be composed of the chairman and 
vice-chairman, respectively, of the four standing committees 
above mentioned; and that this advisory committee ordinarily 
meet a day in advance of the proposed quarterly meeting of 
the board of directors. 

Supply and Demand Publications 

The form and content of the weekly Lumber Trade Bar- 
ometer; the four-weekly Graphic Supplement, and the quar- 
terly digest have been already authorized and approved, and 
need no further comment. They will be continued and the fur- 
ther co-operation of the regional associations secured as prompt- 
ly as possible along lines outlined in Exhibit A. 


In addition it is proposed that there be published for the use 
of lumber manufacturers, and subject to such other distribu- 
tion, if any, as the board of directors may authorize, a Monthly 
Analysis of Lumber Demand and Consumption Factors; also a 
Quarterly Report on the current surveys outlined in Exhibit B. 
We believe that it will probably be found advantageous to print 
and distribute the Monthly Analysis of Demand Factors; but 
to limit the distribution of the proposed Quarterly Report to 
the members of the board of directors and the regional associa- 
tions, until the board, acting as the survey committee, shall 
have made a finding of facts, which in turn shall be promptly 
distributed among interested lumber manufacturers. 


2. FOREST POLICY DECLARATION 


As an aid to the establishment within the lumber industry of 
the means of intelligent and orderly self-regulation, we propose 
an affirmative declaration by the lumber industry of a “Forest 
Policy,’ which will establish for the lumber industry a place of 
leadership in the— 


“formulation and execution of public policies affecting the own- 
ership, care, and management of public forests, and of private 
timber lands.” 


A proposed statement submitted in a separate document de- 
clares among other things for the— 


“development of a workable plan for stabilizing the lumber in- 
dustry in order to conserve the remaining supply of virgin tim- 
ber from the rapid and unprofitable exploitation to which it is 
now subjected, as necessary to remove the deadening influence 
which the present situation imposes upon the spread of con- 
structive forest practices.” 


It further asserts that the situation— 


“demands the early establishment in the lumber industry of the 
orderly means of self-control.” 


The declaration at this time by the lumber industry of an 
affirmative forest policy is both wise and timely. 


3. TIMBER CONSERVATION BOARD 


On Dec. 6, 1928, the recommendation was made to the board 
of directors that consideration be given— 


“to the probable benefits and advantages of a comprehensive in- 
vestigation under public auspices, through what might be called 
a ‘Timber Conservation Board’ of the economic status of the 
nation’s timber resources and their utilization, with view to 
making public reports and recommendations of practical ways 
and means of eliminating overproduction and consequent waste 
of timber resources, and promoting the conservation and re- 
placement of the forests. 


* * * “Such a public economic investigation of forest conser- 
vation, the wastes of overproduction and the need for broader 
public interest in the protection and replacement of the forests, 
should, if intelligently conducted, be a help to any plan or pur- 
pose of securing conservation stabilization and the effective con- 
trol of production. It may also be helpful in securing the more 
willing and more ready co-operation of the several States in re- 
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lieving standing timber properties of the curse of pyramiding 
annual property taxes, one of the greatest single causes of ex- 
cessive and wasteful cutting of timber.” 


A “Timber Conservation Board” is proposed solely as a 
fact-finding and public educational agency, acting under public 
commission and composed of representatives not only of the 
lumber and wood-using industries, but of the public and the 
Government. It should include outstanding men. Whenever 
an affirmative program for the remedy of uneconomic condi- 
tions in the lumber industry is determined upon, the program 
of a “Timber Conservation Board,” thus constituted, wiil go 
far toward securing for it the public interest and the public 
confidence without which, in the long run, no program of in- 
dustrial stabilization may be expected to succeed. 

It is proposed therefore that the executive committee be re- 
quested, in advance if possible of the next directors’ meeting, or 
as soon as practicable, to give this matter careful considerution 
with view to a@ recommendation at that time of affirmative ac- 
tion by the board of directors with the concurrence of the sev- 
eral regional associations. 


4. CODE OF MARKETING PRACTICE 


In a report to the board of directors, on’ Dec. 6, 1928, 
the secretary-manager made the following recommendation with 
respect to self-regulation in the lumber industry: 


“Whether stabilization and conservation in the lumber indus- 
try can be legally accomplished under existing law is an im- 
portant matter upon which opinions differ. My own belief is 
that a great deal more in this direction can be accomplished 
under existing law than most lumbermen have been led to 
believe. Consideration, for instance, should be given to the 
stabilization possible through trade agreements made under the 


auspices and with the approval of the Federal Trade Com- 
mission. 

“When the Federal Government through a properly consti- 
tuted agency with authority to secure enforcement of its decrees 
undertakes to enforce a trade agreement under which the price 
schedules of individual competitors are publicly posted and any 
deviations therefrom are treated as an unfair trade practice sub- 
ject to injunction; when an industry is encouraged to agree that 
the selling of ungrade-marked hickory handles is an unfair 
method of competition and the powers of the Government are 
made available for the enforcement of grade-marking; and 
when industries are encouraged to establish by public agree- 
ment standards of trade practice, binding and enforceable by 
public authority against all persons subscribing thereto, it is not 
too much to say that the United States Government is, today, 
encouraging industries to enter into agreements for purposes of 
stabilization, encouragement of fair competition, and the elim- 
ination of the wastes of unrestrained competition, which, a few 
years ago, if disclosed to the Department of Justice, would have 
been regarded as grounds for immediate prosecution.” 


Many leading American industries have taken advantage of 
the facilities and encouragement offered by the Federal Trade 
Commission, to establish codes of practice in the marketing and 
distribution of their products. Most recent among these, is 
the petroleum industry, which, under date of July 25, has 
prepared a “National Code of Practices for Marketing Refined 
Petroleum Products,” consisting of twenty rules of trade prac- 
tice adopted by the petroleum industry in public conferences, 
under the auspices of the Federal Trade Commission, and offi- 
cially approved by the commission as a competent declaration 
of recognized rules of fair trade and fair competition, for the 
guidance of producers, distributers and consumers alike, rein- 
forced by the statutory authority and moral support of an 
agency of the United States Government. 

Other leading industries have done likewise. The proba- 
bilities of good from such an undertaking in my judgment, 
far outweigh the possibilities of harm. A national code of 
trade practices thus initiated should go far toward enabling 
the lumber industry to establish measures of self-control and 
self-regulation necessary to the avoidance of waste; the stabili- 
zation of industry and employment, and the elimmation of un- 
fair competition in the distribution of lumber. It is, therefore, 
proposed that the executive committee be requested, in advance 
of the next annual convention, to make suitable investigation 
of the possibilities of benefit from such action with view to the 
recommendation of affirmative national action by the lumber 


industry at that time, with the concurrence of the regional asso- 
ciations. 


5. FUNDAMENTAL ECONOMIC INVESTIGATIONS 


On April 25, 1929, proposal was submitted to the board of 
directors that, as promptly as facilities therefor may be pro- 
vided, certain fundamental economic investigations be under- 
taken. The following is quoted from the report of the secre- 
tary-manager at that time: 


“With the aid of dependable facts and competent leadership, 
I know of no reason why the lumber industry can not maintain 
always a position as one of the greatest American industries. 
But without facts to guide it, there can be no wise leadership. 
My suggestion therefore is that consideration as promptly as 
possible be given to a systematic plan of economic surveys and 
research, more fundamental and more extensive than the in- 
dustry, or any part of it, has heretofore attempted. I believe 
it should be a concerted program, participated in by the national 
and regional associations and the wood-using industries, and 
for some purposes by the United States Government.” 

* * * “In the automobile industry the greatest progress has 
been made by institutions which have deliberately sought the 
facts by which they could visualize the prospects of their in- 
dustry for many years ahead. The Studebaker Corporation with 
the background of a great business built on horse-drawn ve- 
hicles, saw with the advent of the automobile the prospect of 
the inevitable decline of a major part of its oldest and most 
time-honored business. It saw which way the tide was running 
and ran with it, not against it. As a result it is today one of 
the few great motor companies which have successfully weath- 
ered the storm of the ‘New Competition.’ 

“The General Motors Corporation, probably the world’s great- 
est industrial enterprise, with the aid of intensive economic 
investigations, has already planned its production schedules 
fifteen years ahead. The Ford Motor Co. is known to have its 
schedules of production and distribution of both motor cars and 
aircraft, visualized ahead for a quarter of a century. Ford, a 
few years ago when he produced over half of the automobile 
output, tried to stick to his old-fashioned model, to force his 
own preferences upon a buying public which did not care to 
submit to dictation, and to go against the current in the auto- 
mobile world. All he did was to lose—perhaps only temporarily 
—his dominant position in the motor world. 

“The lumber industry is, I believe, confronted with a parallel 
prospect. There are many lumbermen who still believe that a 
way can be found, and should be found, to compel the American 
people to buy lumber and use lumber, made and sold the way it 
was made and sold twenty-five years ago. Mr. Ford had the 
same idea with his old Model T. 

“The lumber industry can not itself determine and control 
these economic changes and currents. It can influence them only 
in part. What it can determine and can control, if it will, is 
the extent to which and the manner in which it will conform 
itself to these changing conditions. The first step to that end is 
the ascertainment of economic facts. I am not speaking of 
those facts, important as they are, which show day by day, week 
by week, or month by month, the changing current relations of 
lumber supply and demand, production and consumption, new 
business and stocks. I am speaking of those facts which, if 
accurately developed, properly understood, and intelligently fol- 
lowed, will determine the fundamental long-time status of our 
industry. It is not wise merely to fight the ripples or the waves 
on the surface of the sea and ignore the tides. We should first 
know which way the tide is running.” 


This proposal is renewed, and opportunity will be given to 
the board of directors, in the event of its concurrence, to make 
suitable provision for such activity in the authorizations for the 


year 1930 which will be submitted at the next meeting of the 
board. 


Statistics Will Guide in Formulating Policies 

Following his address proper, which appears in part on the front page 
and above, Mr. Compton elaborated upon his proposals and explained 
them more in detail. 

Under the title, Exhibit A—National Barometer, with Supplements, 
Mr. Compton said that the barometer in its present form substan- 
tially covers the production, movement and sale of lumber at pri- 
mary points. The current relationship each week of shipments and 
orders to production is based on about 400,000,000 feet, which repre- 
sents an annual cut of over half the total in the United States. The 
comparative relationship based on identical mills operating during the 
last two years represents over a third of the total cut, and beginning 
in 1930 will include over one-half the cut. There is available in addi- 
tion, he said, a comparison of actual present production to “Normal Pro- 
duction” and to the last three years average cut for some mills. Data 
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on gross stocks and unfilled orders are incomplete for some producing 
groups, and will remain so until the mill blotter forms furnished to the 
subscribing associations are in more general use. There is now, he said, 
available information to guide the industry in balancing its production 
with the demand. The National Barometer does not tell the whole story 
because it is based on past performance, but as future lumber demand 
is partly a matter of opinion based largely on past experience and cur- 
rent and prospective conditions, including weather, purchasing power, 
style changes, substitute aggression, etc., it is possible to estimate future 
demand from past experience. 

The ideal toward which the National is working is to make its 
statistics a guide by which individual manufacturers can plan their 
production and sales. To reach this ideal it is necessary to have the 
fundamental, basic facts of seasonal variation, both in supply and de- 
mand. He therefore proposed that the National in conjunction with 
the regional associations make a fundamental study of seasonal influ- 
ences in the Jumber industry. 

Under Exhibit B— Survey of Lumber Demand and Consumption, 
Mr. Compton said the objective-of a survey of lumber demand and con- 
sumption is to determine periodically and as accurately and reliably as 
possible the probable demand for lumber during an indicated immediate 
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future period, that is, the next quarter or six months. He then classi- 
fied the uses of lumber in the United States as follows: Building uses 
(not including consumption by railroads, Government, and export) 52 
percent; boxes and crating, 12 percent; railroads (including building, 
car, bridge, and track material), 9 percent; exports, 8 percent; furni- 
ture and fixtures, 4 percent; automobile bodies, 3 percent; fabricating 
uses, 9 percent; Government, 3 percent; or construction in all forms 
(including fabricated lumber products), 62 percent; industrial uses 30 
percent; and exports, 8 percent. 


Foreseeing Probable Future Demand for Lumber 


Mr. Compton then reviewed the current information available regard- 
ing the direct demand for lumber, the purchasing power of important 
lumber and wood-using interests, the volume and extent of industrial 
and commercial activity, financial, monetary and credit conditions and 
general economic conditions. He then classified the current factors 
affecting lumber demand and consumption under 50 heads and proposed 
that the data obtainable under these heads and such others as may from 
time to time be added, be compiled monthly and classified and analyzed 
from the standpoint of their bearing not upon general business condi- 
tions, but upon demand for lumber. The National Lumber Trade 
Barometer, he said, is primarily a showing of current lumber supply 
and demand conditions. The purpose of the analysis of the various 
items, is to provide, so far as possible, a similar analysis indicative of 
probable prospective demand for lumber. The National barometer also 
shows comparison of the current week or month with the previous week 
or month and with the corresponding period of the last calendar year. 
Similarly it is proposed that the monthly analysis of demand factors 
will in each case show the current month in comparison with the pre- 
vious month and with the corresponding month of the last calendar 
year. It will also show wherever practicable each item cumulatively 
for the current year to date in comparison with the cumulative figures 
covering the same period of the preceding calendar year. 


He proposed that supplementary direct information on lumber de- 
mand be secured through surveys and questionnaires from retail lumber 
dealers through their associations, from farms through farm bureaus, 
from the railroads, for boxes and crating through the National Asso- 
ciation of Wooden Box Manufacturers and for export through the 
Bureau of Foreign and Domestic Commerce. Another way of securing 
supplementary market data, he said, would be through the field offices 
of the National association, supplemented by such facilities as may be 
made available by the regional associations. As a check on other sur- 
veys he proposed sample’ surveys periodically. Also a possible source, 
he said, is to select a group of retail line-yards, as well as key men in 
selected counties throughout the country. Additional information could 


be procured also through Government agencies. As a part of the 1929 
program of the National association a co-operative arrangement has 
been entered into with the Forest Service for the making of a com- 
prehensive survey of the consumption by lumber and wood-using indus- 
tries classified by species, volume and industry separately. The division 
of domestic commerce of the United States Department of Commerce, 
is equipped and interested to undertake a census of lumber distribution 
for the preceding calendar year, beginning immediately after Jan. 1, 1930, 
and in continuing such census annually thereafter, subject to periodic 
progress reports from time to time as substantial returns are secured. 
The Lumber Division of the Department of Commerce is also equipped 
and interested to conduct through the division of domestic commerce a 
survey of selected industries which will show year by year the extent 
to which other materials have been substituted for lumber or lumber 
substituted for other materials. The Department of Commerce main- 
tains nearly 60 districts and co-operative field offices in various parts 
of the United States that are available for carrying out undertakings 
authorized by the Bureau of Foreign and Domestic Commerce. Addi- 
tional information, he said, could no doubt be secured through ex- 
changes of current reports with other associations, such as the Asso- 
ciated General Contractors of America, National Association of Real 
Estate Boards, American Railway Association, Bureau of Railway 
Economics, National Automobile Chamber of Commerce, and National 
Association of Furniture Manufacturers. 


Much Information Available for Analysis 


Finally Mr. Compton said: “Information on prospective lumber de- 
mand and consumption from sources now available is most complete 
with respect to urban and speculative building, and use by the railroads, 
and in automobiles. It is least complete with respect to farm and small 
town building, miscellaneous industrial and fabricating uses, boxes and 
crating and exports. No more likely means are available for supple- 
menting this deficient information than those herein outlined. Much 
reliance evidently must be placed upon the opinions of retail lumber 
dealers. It is clear, however, that many retail dealers are disinclined 
to furnish information which may, in their judgment, encourage either 
an increase in lumber prices or additional local competition. 

“The recent effort of a number of National field men to secure by 
personal appointment statistical information from retail dealers indi- 
cates that little is to be expected from this source, except by the careful 
selection of retailers who, having a sufficient understanding of the mu- 
tually beneficial purposes and probable effects of these lumber supply 
and demand surveys and appreciative of the advantages of better stabili- 
zation in the lumber business, manifest a willingness to contribute to 
the information necessary to bring about such a condition. 

“It has been correctly pointed out that the lumber industry is not 
solely dependent upon the retailers and large lumber consumers for the 
supply of this information. The practical alternative, however, to the 
general plan as outlined herein is that the lumber industry, itself, assume 
the task of securing regularly in each locality and in detail, the informa- 
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tion from which a dependable index of prospective lumber demand and 
consumption may be prepared.” 

Mr. Compton said that the practical objections to such an undertaking 
are that it necessitates a field and clerical staff of several hundred per- 
sons involving an annual expenditure in excess of half a million dollars. 
The bulk of the information, which in any case could be secured 
through such an extensive field staff, is already available in some form 
from other sources and needs only to be abstracted, compiled, and ana- 
lyzed, a project involving comparatively small expense. He said also 
that it is clearly unwise for the lumber industry to undertake at large. 
expense a nation-wide, exclusive field organization and a correspond- 
ingly elaborate program of special surveys and economic analyses with- 
out first having made more complete use, than has heretofore been made 
of the facilities and information already available at more moderate 
expense. In connection with his proposals, Mr. Compton estimated the 
expenditures involved. 
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Loncview, WasH., Aug. 10.—This week has __ ber, lengths, etc., be included in each car of should be, he said, a staff man assigned to bui 
been, indeed, a busy one not only for the lum- lumber shipped. This plan will be put into light frame construction as soon as suitable is 1 
bermen of the city, but other citizens as well, effect as early as possible. arrangements can be made. Educational pro- tive 
due to the various business meetings of the The work of the trade extension committee motion work with retailers, engineers, archi- arc 
lumbermen, and the annual Rolleo—a carnival was enthusiastically approved, and authority tects, technical schools and groups of specify- in 
of logging sports—which brought in a host of _ was given it to complete plans by which a sur- ing buyers will receive special attention, one thi 
visitors. vey could be carried out, and reports made man devoting much time to this work. The su 
Longview—the 6-year-old city of 15,000 peo- monthly, covering the various factors affecting promotion of treated wood for purposes where 
ple—had the distinction this week of being the the present and prospective lumber demand and __it should be used can now be carried on ag- by 
consumption. gressively by the treated wood bureau through to 
President E. L. Carpenter called the meet- co-operative arrangements with the American ins 
ing to order after which Secretary-Manager Wood Preservers’ Association. The wooden tet 
Wilson Compton presented the financial report. box bureau, he said, is doing good work in nit 
Mr. Compton then submitted recommendations representing the joint interests entrusted to its re 
as to future activities of the body, which were attention. jo 
to be discussed and acted upon later on in the co 
session. [Note: The chief part of Mr. Comp- Laboratory Research Work th 
ton’s report, in full, is printed on the front He said that laboratory research has been pe 
page and pages 53-55 of this issue—Epitor.] and now is in progress in five different re- st 
F search institutions, and beginning July 1 of f¢ 
Trade Extension Manager’s Report the present year all such research is being ir 
W. F. Shaw, trade extension manager, then conducted for the association on a job basis, it 
presented his quarterly report. thus giving maximum results at minimum cost. it 
In his report, Mr. Shaw dealt largely with Projects completed which have yielded specific fi 
: ae : : ; new and usable results are the following: f 
the measure of success experienced in putting . 
into effect the plan approved at the -annual 1. Strength, rigidity and economy in frame ; 

meeting in April of the Trade Extension Com- construction. 
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Washington, D. C.; 
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President 


place for a series of important meetings of the 
lumber industry. 

Directors of the National Lumber Manu- 
facturers’ Association held their mid-summer 
conference; the West Coast Lumbermen’s As- 
sociation had a business meeting; an executive 
meeting was held by the trade extension com- 
mittee of the National body; the joint molding 
committee of the western manufacturers met 
with representatives of the eastern, northern 
and southern molding manufacturers; a dele- 
gation of thirty-two visiting retailers of the 
Northwestern Lumbermen’s Association was 
entertained; a banquet was given at which the 
chairman of the Federal Trade Commission 
addressed the diners; and an informal ball was 
held. 

Besides attending these meetings the visitors 
viewed the lumber manufacturing plants of 
the Long-Bell Lumber Co.; also the recently 
completed plants of the Weyerhaeuser Tim- 
ber Co. Lumbermen were much interested in 
this latest type lumber manufactory of the 
Weyerhaeuser firm, and the head mill where 
the large single band merely cants the huge 
logs, getting them ready for the two secondary 
double-cutting band saws which finish reduc- 
ing them to rough sizes, was a spot that held 
much attraction for them. 


DIRECTORS OF NATIONAL 
CONVENE 


Loncview, WasH., Aug. 10.—The mid-sum- 
mer meeting of directors of the National Lum- 
ber Manufacturers’ Association was held here 
Thursday in the Longview Public Library, at 
which time the directors unanimously approved 
the proposed declaration of policy of the asso- 
ciation with reference to the Federal forestry 
program, which was submitted by the commit- 
tee appointed for that purpose. Approval was 
also given to the National certified shipment 
plan, which requires that a car card showing 
grade, number of pieces of each kind of lum- 





mittee. In addition, he proposed other steps 
that may be undertaken with the greatest 
promise of immediate benefit to the industry. 
The aim of the modified plan, he said, was to 
make more effective use of man power, econo- 
mize operation, and concentrate on projects in 
proportion to their importance and to the funds 
available. No doubt further progress will be 
made in this direction. 

Since May 1, he said, the service has been con- 
solidated in New Orleans with the co-opera- 
tion of the Southern Pine Association to do 
work heretofore done from Dallas and -At- 
lanta; in San Francisco work is now done that 
formerly was conducted from Portland. Con- 
solidated offices in Minneapolis with the North- 
ern Pine Association, in Memphis with the 
Hardwood Manufacturers’ Institute, and in 
Kansas City with the Inter-Insurance Ex- 
change have been approved. The western office 
under the management of A. C. Horner, with 
headquarters in San Francisco, is responsible 
to the trade extension manager for direction 
of the National promotion work in States 
west of the Rocky Mountains; a man from 
headquarters has been transferred to work 
with H. S. Crosby in the Pittsburgh area; 
C. E. Close has replaced Mr. Shaw in charge 
of the Chicago office, and in New York, F. H. 
Alcott has succeeded Arthur T. Upson, who 
became assistant trade extension manager. 

Consultant service is available in Boston 
from the office of the Wooden Box Bureau, 
and at present there are sixteen men doing 
work from offices in New York, Pittsburgh, 
Chicago, Minneapolis, Memphis, Kansas City, 
Indianapolis, New Orleans, and San Francisco. 
In the trade extension department at head+ 
quarters, exclusive of four men in the adver- 
tising and publicity department, nine men are 
performing both field service and headquar- 
ters work, with but three additional men en- 
tirely on headquarters work. 

Five functional assignments for full-time 
work among groups using almost half of the 
lumber cut have been made as follows: Auto- 
mobile body industry with some attention 
given to the radio industry; railroads, heavy 
outdoor framing, with particular attention to 
oil derricks and walking beams; millwork and 
farbricated uses, and agricultural uses. In 
addition, one man has been assigned for part- 
time work with the mining industry. There 


2. Heat transmission tests. 
3. Wood derrick construction. 


Projects still under way but upon which 
preliminary results of value have been obtained 
are: 


4, Investigation of fire retardant treatments. 
5. Moisture proofing treatments. 
6. Moisture content determination appara- 


7. Relative paintability of different woods. 
8. Wood refrigerator investigation. 


9. Air infiltration tests through frame side 
wall. 


10. Investigation of methods of termite pro- 
tection. 


esides the continuation of these projects 
and publicity, as well as the handling of sales 
there is urgent need for research in bridge 
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floor load distribution and aircraft construc- 
tion. 

Mr. Shaw reviewed the work of advertising 
leads and the distribution of publications and 
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bulletins. Referring to the architectural and 
building code activities, he said that the aim 
is not only to make it easy to achieve attrac- 
tive and pleasing effects with wood, but to 
arouse that urge inherent in everyone to live 
in a well-built environment of comfort. In 
this connection he referred to publications is- 
sued to promote the use of wood. 

Building code activities are carried on now 
by a staff of six men, each carefully assigned 
to cover a definite geographical area and be- 
ing constantly on the alert to protect the in- 
terests of lumber. The services of this tech- 
nically trained staff, he said, are available on 
request and without cost to any city. Their 
job is to take care of lumber markets. In 
connection with the building code work he said 
that a subtle method of merchandising com- 
peting material is through the medium of high 
stresses for steel and concrete and low stresses 
for lumber. Lack of concord in the lumber 
industry on the fundamental subject of work- 
ing stresses imposes a handicap on the build- 
ing code staff and he urged that the industry 
find some way to adjust these differences be- 
fore it is too late. Though a way was pro- 
vided, regional differences are not yet wholly 
reconciled. 


Results of Retail Survey 


Referring to the retail survey, he said the 
situation presents a problem and an opportu- 
nity. Except in Illinois, representatives found 
only a small amount of marked lumber on 
hand. To have real significance for the indus- 
try the same yards should be visited four 
months later for the purpose of determining 
the extent to which marked lumber has re- 
placed unmarked lumber; thus affording a real 
opportunity for comparisons which will make 
a convincing demonstration that the National 
field work and advertising supported by re- 
gional association activity are actually proving 
beneficial to the consumer, the distributer and 
the manufacturer. 

He referred to the progress that had been 
made in the use of the tally cards in lumber 
shipments and told of improved forms for re- 
porting the work of the extension committee 
to subscribers. He said that the good will and 
co-operation of Hoo-Hoo are helping in the 
work and that through Mr. Trieschmann TX 
has worked with the building industry group 
represented by the home modernizing bureau. 
He referred also to the nature of the work of 
the National committee on wood utilization 
and referred to its newly published handbook, 
“Wood Construction,” which he said is the 
best yet published for supplying to architects, 
engineers and builders complete and practical 
information on the use of wood in construc- 
tion. He expressed also his appreciation of 
the continued support of a loyal trade press. 
He spoke of submitting on request to the mill- 
work groups a tentative co-operative program 
involving expenditures of $300,000 a year, and 
another co-operative plan with the commercial 
furniture manufacturers involving advertising, 
publicity, and field promotion work in behalf 
of wooden office equipment, approximating 
$161,000 annually. 

Trade promotion work, he said, abounds in 
opportunities for united effort on behalf of 
lumber. Perhaps an outstanding example of 
immediate need of concerted effort is in con- 
nection with the proposed Federal building pro- 
gram. 

In looking ahead, he said, there are many 
markets for lumber which will develop with 
rapidly changing conditions in commercial and 


industrial lines. It is not too early to direct 
attention to the fact that the development of 
the Mississippi River and its tributaries offers 
a tremendous opportunity to the lumber in- 
dustry in the way of cultivating markets for 
wharves, piers, piling, barges, transfer sheds 
and the like. “The development of aircraft is 
in its infancy; television will be here tomor- 
row; subways will pierce hidden depths in 
metropolitan areas; overhead traffic lanes will 
span our cities. Markets for billions of feet 
of lumber are in the making.” Lumber man- 
ufacturers, he said, and distributers, must pre- 


Authorize Statistical Survey—Move Made Toward Market Code 


profit. When this is done merchandising wor- 
ries will largely disappear.” 

Mr. Shaw’s report made such an impres- 
sion on his hearers that he was given a vocifer- 
ous ovation and great applause at its conclu- 
s10D- Results of National Advertising 

F. O. Perkins, vice president of the J. Wal- 
ter Thompson Co., which agency is conducting 
the association’s advertising campaign gave a 
brief review of the objects accomplished by 
the National advertising in the last year, and 
outlined the 1930 projected advertising, which, 
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this, all these pleas for better quality of man- 
ufacture and refinement in lumber, coupled 
with plans for grade-marking and other forms 
of guaranty, are not merely whims or pro- 
posals to annoy lumber manufacturers and 
cause them inconvenience. They are necessary 
means of keeping lumber in use. The public 
cares little about your costs so long as alter- 
nate materials are to be had. The problem is 
to make lumber structures and articles so at- 
tractive as to prices, serviceability, appear- 
ance, and safety, that the consumer will pre- 
fer them at a price which will leave you a 





also lay stress upon the desirability of grade- 
marked lumber. The advertising will, at the 
same time, cover the specific desirable quali- 
ties of wood for specific uses. Ads will stress 
the proved durability of wood, citing compe- 
tent authoritative instances. Insulation value, 
as shown in scientific reports covering use- 
tests; strength, beauty, and, in fact, every 
sales point that wood possesses will be devel- 
oped in the advertising and each claim made 
for it will be supported by the written word 
of institutions, or men, whose authority on 
the specific subject would not be questioned. 
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Treated Wood Service Bureau 


W. T. Murray, Rochelle, La., reported for 
the Treated Wood Service Bureau, which is 
a joint activity of the National Lumber Man- 
ufacturers’ Association and the American Wood 
Preservers’ Association. He told of the edu- 
cational efforts made to acquaint specifying en- 
gineers and agents with the qualities of treated 
wood; why creosote was more desirable for 
some purposes than the zinc chloride, while in 
other instances the latter treatment was pre- 
ferred. He told of the success in combating 
the use of substitute material for purposes 
where untreated wood was unsuited, but where 
treated wood was greatly superior, by putting 
the facts about properly treated wood before 
the specifying agents. Mr. Murray said the 
output of treated lumber has doubled in the 
last five years, and that an experiment is be- 
ing conducted to determine whether it is prac- 
ticable for retail dealers to stock such lumber 
regularly. 

John W. Blodgett, of Grand Rapids, Mich., 
reporting for the National Committee on Wood 
Utilization, spoke of the close working ar- 
rangement with the Department of Commerce 
which is fostering better utilization. Mr. Blod- 
gett told of the cordial reception given the 
authoritative “Wood Construction Manual,” re- 
cently issued under the auspices of this com- 
mittee, by the architects and specifying engi- 
neers. Already 1,800 copies have been sold at 
$6 a copy, and architects hail it as the “first 
reliable and comprehensive handbook on wood 
construction.” The committee is now at work 
preparing a handbook for carpenters. 

E, L. Carpenter told how he had interested 
the president of a bank in finishing six of its 
rooms with softwood—a different species in 
each room. 


Endorse Certified Shipment Plan 


The directors, by unanimous vote, endorsed 
the National Certified Shipment Plan, which, 
briefly, requires placing in each carload of 
lumber a tally card, or shipment certificate, giv- 
ing a grade and piece tally of the car con- 
tents. These tally cards, or certificates, will 
be worked out with the regional associations 
to attain uniformity so far as possible, using 
as a model the car card which has been en- 
dorsed by several regional associations as well 
as the National-American Wholesale Lumber 
Association. The thought of the directors is to 
get this car card into use as early as humanly 
possible. 

The recommendation of Secretary-Manager 
Compton that a survey be made, and analysis 
furnished monthly, of the various factors af- 
fecting the present and prospective lumber de- 
mand and consumption, on motion of R. B. 
White, of Kansas City, was referred to the 
trade extension committee for evolving a plan 
which is to be presented to the board of di- 
rectors at the next meeting. This committee 
will be assisted by an informal advisory com- 
mittee made up of the chairman and vice chair- 
man of each of the four standing committees, 
while the president of the association will act 
as the ex-officio chairman of this advisory 
committee. 

Mr. Compton’s recommendation that a na- 
tional forest policy declaration be made, was 
acted on. The report of the committee mak- 
ing a recommendation as to policy, was given 
by Chairman George S. Long, of Tacoma, and 
unanimously adopted. 


Proposed Forestry Program 


The proposed forestry program for the Na- 
tional Lumber Manufacturers’ Association, re- 
ferred to by Wilson Compton in his report, 
urges the need for pressure upon Congress to 
build up Federal appropriations under the 
Clarke-McNary Law to match those of certain 
States and private co-operators; urges that the 
study of forest taxation and forest insurance 
be carried on to completion with all possible 
vigor; and that special emphasis should be 
placed on the importance of initiating and push- 
ing to completian the whole program as con- 


templated by Congress under the McSweeney- 
cNary Law. 

The tentative program includes the “develop- 
ment of a workable plan for stabilizing the 
lumber industry on the Pacific coast in order 
to conserve the remaining supply of virgin 
timber from the rapid and unprofitable exploita- 
tion to which it is now subjected, and to remove 
the deadening influence which the present sit- 
uation imposes upon the spread of improved 
forest practices in other parts of the country.” 

On the subject of expansion of public forest 
ownership the program declares: “What is 
needed is a nation-wide, comprehensive pro- 
gram for public forest acquisition, co-ordinat- 
ing clearly the Federal and State responsibili- 
ties and defining the classes of land and the 
particular areas accordingly to be acquired.” 

The subject of commercial forestry is treated 
in the program as follows: 

Lumber manufacturers should stand ready 
to extend their practice of commercial forestry 
as far and as fast as dependably ascertained 
economic facts and prospects will warrant. 
The National Lumber Manufacturers’ Associa- 
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tion, through its board of directors, therefore, 
urges upon each timber land owner, who has 
not already done so, that he make or cause to 
be made a thorough economic study and care- 
ful analysis of the forest growing possibilities 
of his land holdings and that, in his future 
program of land use, management or disposal 
he be guided by the facts thus developed and 
by sound affirmative conclusions properly 
drawn therefrom. To aid in such studies the 
association offers the facilities of its forestry 
and other departments. It will put interested 
forest land owners in touch with persons or 
agencies available and believed to be most 
competent to conduct such studies. It urges 
the regional associations severally to join it 
in so doing. 


Action of Conservation Board Postponed 


Action on the recommendation made by the 
secretary-manager for the formation of a 
“Timber Conservation Board” which, under 
public auspices, would make an investigation 
of the economic status of the nation’s timber 
resources and their utilization, was postponed 
until the next regular meeting of the board. 
The executive committee was instructed to give 
the matter study with a view to making a rec- 
ommendation for affirmative action by the board 
of directors at the next meeting. 

Considerable discussion was given to Mr. 
Compton’s recommendation that a national code 
of marketing practices be established for the 
industry which would meet the sanction of the 
Federal Trade Commission along the lines of 
a similar code prepared by the petroleum in- 
dustry. The matter was, however, finally re- 
ferred to the executive committee to make in- 
vestigation and report on the probable benefits 
of such a code, if adopted, keeping in mind 
that the “Federal Government is today en- 


—————— 


couraging industries to enter into agreements 
for purposes of stabilization, encouragement 
of fair competition, and the elimination of the 
wastes of unrestrained competition, which, a 
few years ago, if disclosed to the Department 
of Justice, would have been regarded as 
grounds for immediate prosecution.” 

Judge William S. Bennet, of the Edward 
Hines Lumber Co., Chicago, presented some 
Federal tax information relating to the tax 
rate of individuals as compared with the tax 
rate of corporations, and asked that the lum- 
bermen urge their congressmen to get these 
rates on a parity. At the present time indi- 
viduals and partnerships are paying 5 percent 
while a corporation is paying 12 percent. Mr, 
Bennet spoke of the work of Frank Wisner, 
of Laurel, Miss., during the last few years to 
effect this tax revision, and acknowledged his 
indebtedness to Mr. Wisner for some of the 
figures submitted. 


Associations Represented 


A list of the directors present, and the as- 
sociations represented, follows: 

California White & Sugar Pine Manufactur- 
ers’ Association—R. E. Danaher, Detroit, 
Mich.; H. D. Mortensen, San Francisco, Calif.; 
B. F. Scott, San Francisco, Calif. 


Hardwood Manufacturers’ Institute—M. W. 
Stark, Columbus, Ohio; W. E. DeLaney, 
Columbia, Miss. 

Northern Pine Manufacturers’ Association 
-——H. C. Hornby, Cloquet, Minn.; S. L. Coy, 
Cloquet, Minn. 

Southern Pine Association—O. O. Axley, 
Warren, Ark.; R. B. White, Kansas City, Mo.; 
W. T. Murray, Rochelle, La. 

West Coast Lumbermen’s Association—A. 
C. Dixon, Eugene, Ore.; C. D. Johnson, Port- 
land, Ore.; J. D. Tennant, Longview, Wash.; 
Clyde Walton, Everett, Wash.; M. C. Woodard, 
Silverton, Ore.; F. R. Titcomb, Tacoma, 
Wash. 

Western Pine Manufacturers’ Association— 
W. S. Rosenberry, Gibbs, Idaho; J. P. Hen- 
nessey, Minneapolis, Minn.; W. C. Geddes, 
Winchester, Idaho. 

Western Forestry & Conservation Associa- 
tion—E. T. Allen, Portland, Ore. 

Directors at Large—G. W. Dulany, jr., 
Chicago; W. S. Bennet, Chicago; E. G. Griggs, 
Tacoma, Wash.; E. L. Carpenter, Minneapolis, 
Minn.; J. M. White, Weed, Calif.; W. 
Leuthold, Deer Park, Wash.; R. A. Long, 
Kansas City, Mo.; F. E. Weyerhaeuser, St. 
Paul, Minn.; H. B. Hewes, Jeanerette, La. 

Northern Hemlock & Hardwood Manufac- 


turers’ Association—O. T. Swan, Oshkosh, 
Wis. 
Southern Cypress Manufacturers’ Associa- 


tion—J. R. Black, Jacksonville, Fla. 
TX EXECUTIVE COMMITTEE 
MEETING 


On Aug. 9 an executive session was held 
by the trade extension committee, at which 
R. B. White, of Kansas City, Mo., presided. 

Manager W. F. Shaw made a progress re- 
port and F. O. Perkins told of the advertis- 
ing and publicity plans for the coming year. 
There was considerable discussion of ways and 
means to secure an accurate survey of present 
lumber consumption and probable future de- 
mand, while research work and preservation of 
lumber came in for attention. 

Kenneth Smith, secretary of the Lumber- 
men’s Club of Los Angeles, appeared before 
the committee to urge that intensive work be 
undertaken in his section to promote the use 
of grade-marked and trade-marked lumber. 
His speech is so pertinent to the subject of 
trade extension it is to be reprinted and mailed 
out to all members of the TX committee, and 
others. 

Planning for Prosperity 


Mr. Smith’s main theme was making the 
trade extension work of the National associa- 
tion effective through better salesmanship. He 
said the retail lumbermen need to be shown 
how they can handle and sell lumber at a 
profit. He suggested that the National asso- 
ciation through research and _ investigation 
learn the best form of local organization 

(Continued on page 81) 
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West Coast Association Adopts Car Card Plan 


Report of Committee on Proposed Forestry C onservation Program Approved—Importance 


of More Effective Methods in Merchandising Stressed by Speakers 


Loncview, WasH., Aug. 10.—The West 
Coast Lumbermen’s Association, in a well at- 
tended session here Wednesday, adopted for 
the use of its members a loading certificate, or 
car card, which gives the grade and piece tally 
of the contents of the car which is placed in 
each car of lumber shipped. The meeting also 
approved the report of the forestry commit- 
tee and board of trustees covering a forestry 
conservation program for the United States. 
Many directors of the National association, 
here to attend their mid-summer meeting, were 
present at the West Coast meeting. 


Secretary-manager W. B. Greeley was the 
first speaker. With charts he indicated the 
position of the fir industry today as regards 
production, shipments and orders during the 
first six months of 1929. 


W. T. Murray, Rochelle, La., chairman of 
the grading rules committee of the Southern 
Pine Association, told of the developments and 
results of grade-marking in the southern pine 
field. He said in part: 


At our semiannual meeting in 1916 we went 
on record as favoring the branding of lumber 
to identify it. The subject has come up at 
nearly every meeting we have held since that 
time. We have spent $100,000 in experiment- 
ing to find some mechanical method of grade- 
marking lumber. This problem is a difficult 
one, inasmuch as to be successful such a ma- 
chine must be suitable for every mill. How- 
ever, we are still marking by hand, which 
we find practical. More than 70 percent of the 
Southern Pine Association members are now 
grade-marking their lumber. 

We will not fulfill our responsibility to the 
lumber-buying public until we grade our lum- 
ber properly, make it suitable for the purpose 
intended, and brand it so it can be identified. 
I warn you to get ready to provide lumber 
with a specified moisture content. This de- 





mand is coming to you, whether you will it 
or not, and must be met. 


Mr. Murray said that about 25 percent of 
southern pine lumber is now grade-marked. 
He says it costs about 7 cents a thousand to 
grade-mark lumber and stamp it. After grade- 
marking had been instituted at the plant of the 
Tremont Lumber Co., Rochelle, La. (Mr. 
Murray’s company), it was found that its 
claims declined 80 percent. Mr. Murray also 
told of the plan adopted by forty-three St. 
Louis, Mo., yards to furnish lumber consum- 
ers with grade-marked southern pine. 


Hemlock-Hardwood Use of Car Card 


O. T. Swan, secretary-manager of the North- 
ern Hemlock & Hardwood Manufacturers’ As- 
sociation, told of the car cards which are used 
by members of that association. Since Jan. 1 
of the present year all but four members of 
the association have put a car card into each 
car of lumber shipped. Only those members 
which use the association inspection service are 
licensed to use the card. The car card does 
not disclose the name of the mill which shipped 
the lumber. It shows instead a serial num- 
ber, and the shipper can only be identified by 
referring the serial number to the association 
office. It also contains a detachable slip which 
binds the shipper to submit to an official in- 
spection if for any reason the buyer of the 
lumber is dissatisfied with the lumber and un- 
convinced that it is of the grade designated 
on the car card. 


Mr. Swan said that good results were al- 
ready obtained by use of this card. He said 
it enabled buyers to get the grade of lumber 
specified on their orders, stabilized the price, 
enabled mills to get business which formerly 
did not come to them, and improved the grad- 


ing practices of the mills. Mr. Swan said the 
entire hardwood industry would be using this 
car card within the next sixty days. 

Judge William S. Bennet, of Chicago, who 
is associated with the Edward Hines Lumber 
Co., was the first speaker of the afternoon ses- 
sion. He spoke in favor of the use of car 
cards and grade-marking, because of the pro- 
tection they give the customer. He urged the 
importance of the wholesale lumber dealer, who 
serves the small mills that do not have their 
own sales organizations, and who at times takes 
surplus items from the larger mills. He also 
pointed out that the National-American Whole- 
sale Lumber Association had approved the car 
card or licensed certificate which is in use by 
the Northern Hemlock & Hardwood Manu- 
facturers’ Association. Mr. Bennet illustrated 
his talk with a photostat which pointedly de- 
picted the advantages of the plan. 


West Coasters to Use Car Card 


Secretary-Manager Greeley proposed adop- 
tion of a car card by the West Coast Lumber- 
men’s Association, which motion was unani- 
mously adopted. This car card certifies the 
grade of the lumber shipped; shows the num- 
ber of pieces, size, length, species, surfacing 
and manufacture and the footage of the ship- 
ment, and will be put in use as soon as it 
can be issued. 


Discuss Selective Logging 


David P. Mason, forest engineer of Port- 
land, Ore., with the use of charts and graphs 
spoke on selective logging as applicable to 
conditions in the Douglas fir region. The 
speaker stated that there are two kinds of se- 
lective logging, first, selective logging as prac- 
ticed by the forestry department, and, second, 
selective logging for economic reasons, which 
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he explained means briefly the policy of taking 
out only the trees that will make money for 
the logger and manufacturer when cut into 
lumber. 

The charts he used were developed from ac- 
tual studies made in several logging operations. 
In a study of a body of timber it was deter- 
mined that the recovery value of the trees 
ranged from $8 to $1,600 an acre. Some of 
the area contained trees that, if cut and manu- 
factured into lumber, would not pay the cost 
involved. He urged that the better and more 
profitable method would be to take only such 
trees as would yield a profit when cut into lum- 
ber at the mill, and said that by taking out 
only 45 percent of the timber in the tract de- 
scribed im the study, three times as much profit 
could be made, although it would shorten the 
life of the operation. Mr. Mason’s figures 
were incomplete because they were based on 
the cost of getting out the timber and milling 
it, without taking into account the cost of 
building the main line logging railroad, and 
other costs which must necessarily enter in to 
such a computation. 


Recommendation for Forest Conservation 


George S. Long, chairman of the forestry com- 
mittee of the West Coast Lumbermen’s Asso- 
ciation, submitted a recommendation of that 
committee for a forest conservation program 
for the United States, which was adopted by 
the meeting. 


Modern Lumber Merchandising 


M. W. Stark, of Columbus, Ohio, a director 
of the National Lumber Manufacturers’ Asso- 
ciation, spoke on the subject of modern lumber 
merchandising, the highlights of his talk fol- 
lowing : 

We must get the customer’s viewpoint and 
cater to it. Architects must be furnished 
specific information about our woods and what 
they can expect from them. They are now 
afraid to specify lumber because they do not 
know enough about it. The National Lumber 
Manufacturers’ Association in the past has 
been doing a lot of good in teaching architects 
and has helped a lot, but we need a lot more 
of this work. In architectural colleges com- 
plete courses are offered on nearly every com- 
peting material, but few of them teach any- 
thing about lumber. It isn’t their fault; it 
is ours. This must be remedied. We should 
have ten times more technical research than 
we are conducting, and the knowledge we 
have gained we must pass on to our cus- 
tomers and see that they pass it further on 
to their customers. The customers’ needs 
must be studied to see that they get the right 
lumber for their uses. 

Lumber must be sold on its merits. Let’s 
determine by research what its many merits 
are and present them in a convincing way to 
lumber users and to the architects and engi- 
neers who specify the material to be used 
for such purposes. We must recognize our 
responsibility to the ultimate consumer. We 
must sell him what he needs to serve his 
purpose satisfactorily. If he needs dry lum- 
ber, we must furnish it. If he needs a speci- 
fied moisture content, it must be supplied. 

Ninety-nine percent of our lumber problem 
is merchandising. Lumber has no good-will 
value. It should have, and it will have when 
we learn ourselves and teach ultimate con- 
sumers the specific value of a specific wood 
for a specific need. 


The speaker closed by saying: “We are 
moving in the right direction. All we need to 
do is to gather more speed and get to our des- 
tination quickly.” 

O. O. Axley, Warren, Ark., president of the 
Southern Pine Association, told of recent de- 
velopments in southern pine merchandising. He 
said, in part: “Yellow pine merchandising is 
getting to be a specialty business. No longer 
do our customers want random lengths of lum- 
ber. They want specified widths and lengths, 
grade-marked and trade-marked, because they 
recognize the merchandising value of such lum- 
ber.” He said that 35 percent of the lumber 
manufactured in his mill is now wrapped in 
paper and that stepping is being cut to exact 
length. Window and door casings are put up 
in sets and wrapped. The ends of these 
wrapped packages are marked to show the ex- 


act contents. In closing Mr. Axley said: “We 
must take into account what the public wants. 
It wants lumber that it can merchandise. You 
are coming to this rapidly. You will have 
to furnish these exact sizes to meet the wishes 
of your trade, so prepare yourselves to do it 
quickly and gracefully.” 


NOTES PROGRESS GF COAST 
INDUSTRY 


H. C. Berckes, secretary-manager of the 
Southern Pine Association, who attended the 
sessions of the West Coast Lumbermen’s As- 
sociation, made the following comment: 

It is very pleasing to note the enthusiasm 
and interest of the West Coast lumbermen in 
grade-marking, in moisture content, car cards, 
statistics and merchandising. 

One can close his eyes during discussions 
and imagine himself in a southern pine meet- 
ing ten years ago when we were in the same 
relative position of development as the West 
Coast industry is today. 

It is evident that the West Coast lumbermen 
will put these problems behind them in much 
shorter time than did the southern pine people 
who had so much pioneering work to do. 

Selective logging has a hold on West Coast 
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minds, and this subject was one to which 
southern pine men could and should have 
given profitable attention fourteen years ago. 

I was last in Longview five years ago when 
the mill was started and the town just build- 
ing. The growth has been most astounding. 


THE BANQUET 


On Wednesday night a dinner was given the 
visiting members of the Northwestern Lum- 
bermen’s Association, and the directors and 
official staff of the National Lumber Manu- 
facturers’ Association by the West Coast Lum- 
bermen’s Association. More than two hun- 
dred representatives of the three associations 
gathered in the St. Helens Inn, here, with J. 
D. Tennant acting as toastmaster. 

The first speaker was R. A. Long, chair- 
man of the board of the Long-Bell Lumber 
Co. Mr. Long welcomed the visitors to Long- 
view and said it was a great compliment to 
the 6-year-old city to have these important 
lumbermen of the nation gathered here for 
their meetings. He sketched the history of 
Longview, and expressed gratification at its 
rapid growth to a city of 15,000 people in the 
short space of six years. 

Lloyd Spencer, of Seattle, famed as an after- 
dinner speaker, brought roars of laughter from 
the diners, with several clever stories. 

Wilson Compton, secretary-manager of the 
National Lumber Manufacturers’ Association, 
then presented to the West Coast Lumbermen’s 
Association a replica of the famous Dolly Mad- 
ison stand made from a southern pine timber 
which had served as a roof support in the 
White House at Washington for 112 years. 
Toastmaster Tennant, in the name of the West 





Coast Lumbermen’s Association, thanked Mr. 


Compton, as the representative of the National, 
for the gift. 


Trade Commission Chairman Talks 


W. E. Humphrey, chairman of the Federal 
Trade Commission, was the next speaker. He 
took for his subject, “Co-operation of the 
Government with Industry.” Judge Humphrey 
sketched the development of the trade prac- 
tice conference method of permitting the vari- 
ous units of an industry to work out their 
common problems. A member of the Federal 
Trade Commission presides over such confer- 
ences and the various units of the industry work 
out a code of ethics which applies to all. When 
this code has been approved violators of it 
are served with a “cease and desist” order by 
the Federal Trade Commission. If they persist 
in their violation court action will then be 
instituted by the Federal Trade Commission. 

More than fifty-five of these conferences 
have been held in the last few years; one of 
the latest to use this method of making uni- 
form trade practices was the oil industry. 

In closing the speaker said: “I want to 
leave this one thought with you. The Fed- 
eral Trade Commission wants to co-operate 
with honest business. Business ethics are 
greatly improving in this country. The major- 
ity of business men have found that honesty 
is not only the best policy, but it pays the 
best dividends. From the standpoint of busi- 
ness ethics, today is the best day that ever 
dawned, but tomorrow will be even better than 
today.” 

Moving pictures were shown of the vari- 
ous stages of procuring and shipping the mast 
timbers being used in rebuilding the U. S. 
frigate Constitution. 


HOST TO VISITING RETAILERS 


Loncview, WasH., Aug. 10.—Longview on 
Wednesday entertained a party of thirty-two 
retailers, members of the Northwestern Lum- 
bermen’s Association. Visits to the mills were 
made and that evening they were guests at 
the banquet given by the West Coast Lumber- 
men’s Association. 

Since leaving Minneapolis the party has spent 
three days in Yellowstone National Park, one 
day at Spokane, and a day in Portland where 
they were entertained by being given a trip up 
the Columbia River Highway. After leaving 
Longview they went to Tacoma and Seattle. 
At the latter city the party will divide; about 
half will go on to Alaska, while the remainder 
will return home, stopping off at Lake Louise 
and Banff. Members of the party were: 

Mr. and Mrs. George W. Steiner and Janet, 
Sauk Centre, Minn.; E. E. Westerman, Mont- 
gomery, Minn.; Howard Rathbun, Omaha, 
Neb.; L. W. Minninger, Minneapolis; E. E. 
Collins, Mrs. Collins and Mildred S. Collins, 
Muscatine, Iowa; Mr. and Mrs. L. P. Larson 
and Harriet M. Larson, Atwater, Minn.; Mr. 
and Mrs. W. N. Chard, Willman, Minn.; Mr. 
and Mrs. E, A. Milligan, Jefferson, Iowa; 
James Carlson, Badger, S. D.; Mr. and Mrs. 
L. L. Schaaf, Pierre, S. D.; A. K. Grube, St. 
Paul; Gust E. Olson, St. Paul; Mr. and Mrs. 
W. F. Siemers, Avoca, Iowa; Mr. and Mrs. 
H. Seiffert, Avoca, Iowa; Mr. and Mrs. E. W. 
Heyer, Marion and Winn Heyer, Sumner, 
Iowa; Don Critchfield, Seattle; John O’Kane, 
Seattle; Howard B. Upton, Minneapolis, and 
Peter E. Erickson, Minneapolis. 


ROLLEO AT LONGVIEW 


Loncview, Wasu., Aug. 10.—The Longview 
Rolleo closed here today after two days de- 
voted to log rolling, log turning and other 
sports indulged in by the logging fraternity, 
ever since logging history began. 

Interesting programs and competitive events 
drew loggers from many sections of the North- 
west, some camps entirely closing down so 
loggers would be enabled to attend the gath- 
ering. The town was full of visitors. 

The celebration began at 1 o'clock Friday 
afternoon with a juvenile parade to the Rolleo 
arena on the short of Lake Sacajawea. The 


(Continued on page 81) 
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Hardwood 


Many Items Scarce; Demand Better 


PirrspurcH, Pa., Aug. 12.—Trade in the 
hardwoods showed more activity last week, 
with pronounced scarcities reported in many 
items of both Appalachian and _ southern 
species. Prices of oak and maple flooring are 
being well maintained, and some dealers be- 
lieve that prices of oak flooring will be still 
higher, as the demand for it is generally 
stronger during the fall months. Dealers in 
the West Virginia woods report an increased 
demand for soft, yellow poplar, particularly 
in the higher grades. This demand is mostly 
from the furniture industry. Mills report 
considerable stocks of common and better red 
oak on hand, with little increase in demand. 
This item has been selling at a comparatively 
low price. These dealers report that the de- 
mand for hard maple has decreased slightly, 
and that dry stocks are now available at many 
mills. There is still a good demand for bass- 
wood in the better grades, but there have been 
no increases in prices. 


Small Mills Are Active 


WarreN, ArK., Aug. 10.—There has been 
a slight increase in orders placed with the 
larger hardwood mills this week, but demand 
does not cover the entire list, running largely 
to oak flooring red and sap gum trim, with a 
fair number of orders for furniture stock. 
There appears to be a wide difference in 
asking prices for gum trim, and better in- 
formed manufacturers contend that some of 
their competitors do not know the actual cost 
of getting it out. Small hardwood mills con- 
tinue active, producing about as much stock 
as they can. Prices for rough dry stock are 
not in keeping with the cost of production, 
and small mills hope that improved demand 
will bring better prices. 

This week the Crossett Lumber Co. notified 
its salesmen that it has completed plans whereby 
it will convert its No. 1 pine mill into a hard- 
wood mill. Its No. 2 mill, which is equipped 
with a double band and gang, will continue to 
manufacture strictly pine. The Crossett Lum- 
ber Co. will have two hardwood mills and one 
pine mill. It plans to have installed and oper- 
ating by Oct. 1 another oak flooring unit. The 
company recently acquired a large tract of 
hardwood which supplements a fine stand al- 
ready owned, and it has hardwood intermingled 
with its pine. 


Yards Adding to Stocks 


Burrato, N. Y., Aug. 13.—The hardwood 
demand has been picking up in the last week 
or two, and most woods have been moving in 
fair shape. Trade is better than it usually is 
at the midsummer season, and is expected to 
be better still before the end of the month, 
owing to the probability of more purchases 
by automobile coneerns. Most of the yards 
have been adding to their stocks during the 
last month. 

The record of contemplated building work 
for July, 1929, showed more general confi- 
dence, according to the Buffalo Construction 
News. The new State lien law, which goes 
into effect on Oct. 1, has already had the effect 
of improving conditions in the building trades. 
“It has scared a number of contractors into 
bankruptcy,” says one lumberman, who adds 
that “they will no longer be able to juggle 
money from one account to another in order 
to carry on their operations.” 

The annual gymkhana of the Buffalo Auto- 
mobile Club will be held at the clubhouse in 
Clarence on Aug. 21. C. Walter Betts is 
chairman of the committee in charge of the 


Orders Show Increase 


games. The gymkhana will be - followed by 
dinner at the clubhouse. 

Visitors to the lumber trade last week in- 
cluded A. C. Farris, of the Farris Hardwood 
Lumber Co., Nashville, Tenn. and C. E. 
French, of the Reese-Sheriff Lumber Co., Wil- 
liamsport, Pa. 

Millard S. Burns, who recently retired from 
the lumber business as a member of Palburn 
(Inc.), has returned from a trip to the Pacific 
coast and is now spending a vacation in Can- 
ada. 

Clark W. Hurd, of Hurd Bros., is one of 
the two judges of cattle at the Erie County 
Fair, which will open at Hamburg on Aug. 20. 
The exhibits will be the largest ever held. 

Charles N. Perrin, of Blakeslee, Perrin & 
Darling, is spending a week’s vacation at Pick- 
erel River, Ont. 

Marcus A. Abbott, sales manager of the At- 
lantic Lumber Co., is on a week’s business 
trip to Chicago and Grand Rapids. 

H. B. Gorsline, of the National Lumber 
Co., is taking a ten days’ vacation trip to Mont- 
real and the Saguenay. 

Orson E. Yeager, president of the Yeager 
Lumber Co., has returned from Vermont, 
where he visited his grandson, who is in camp 
there. 

R. E. Fairchild, treasurer of Mixer & Co., 
leaves this week for a vacation at Muskoka. 


Importing Panama Hardwoods 


Battrmore, Mp., Aug. 12.—Certain Central 
American woods are being introduced here on 
a large scale, both for veneer making pur- 
poses and for use as cabinet and furniture ma- 
terial, flooring, sash and doors, paneling and 
interior finish. The corporation engaged in this 
enterprise is the Deep Bay Lumber Co., oper- 
ating under a Delaware charter, which has 
taken offices in the Maryland Trust Building. 
The corporation has an authorized capital of 
3,000 shares of preferred stock of a par value 
of $100, and 30,000 shares of no par common. 
Not long ago it brought in a large shipment 
of what is known as Santa Maria timber, in 
co-operation with the Williamson Veneer Co., 
which operates a large plant at Highlandtown, 
in the eastern section of the city. This wood 
has somewhat the color and the bands of ma- 
hogany, with the grain of fine oak. C. L. Peck, 
president of the company, states that sash and 
door manufacturers are greatly pleased with 
its possibilities. Various other species are to 
be brought in from Panama, where the Deep 
Bay Co. controls 30.000 acres or more of tim- 
ber. The trees, although rather isolated, are 
of great height and girth, and the trunks run 
up sixty feet or more without a branch. 


Overtime Operations Necessary 


Macon, Ga., Aug. 12—Hardwood mills are 
still booking liberal orders from furniture fac- 
tories, radio plants and automobile body con- 
cerns. Planing mills are running overtime, and 
sawmills are putting in full time. Night 
operation of planing mills has not been usual 
here in recent years. The mills have rush 
orders and these are being filled quickly. 
August heat hasn’t slowed up mill operations 
but has slowed up logging a little. However, 
there is an ample supply of logs to run for 
several months. There is a steady movement 
to the eastern markets and also to the sea- 
board for export, the latter business being of 
considerable volume. Manufacturers say that 
prices are holding up satisfactorily. Condi- 
tions generally are showing improvement, and 
the outlook is encouraging for an even better 
business this fall. 


For Current Market Prices on Hardwoods See Pages 88 to 90 


Shipments Show Increase 


Wausau, Wis., Aug. 12.—There has been 
little change in the trade conditions through- 
out the Wausau territory and the upper Wis- 
consin River valley production points during 
the last fortnight. The demand for maple 
flooring continues good. Most hardwood prod- 
ucts have been moving briskly, and shipments, 
particularly of automobile stocks and some 
grades of birch for the furniture markets, are 
increasing slightly. Prices remain practically 
unchanged. There have been slight advances in 
some of the better grades of hardwood, how- 
ever. 

Harvest throughout this section is well un- 
der way, and inquiries received at local retail 
yards for farm building material indicate a 
brisk fall movement. 


Trade Only Fairly Active 


CINCINNATI, Onto, Aug. 12.—Hardwood 
demand was only fairly active last week, but 
several Indiana factories made inquiries for 
rather large lots of oak, and Appalachian oak 
is coming in for a liberal share of orders, 
sales of white being larger than those of red. 
Almost no orders for chestnut are coming 
from furniture factories. Some oak is being 
bought by the flooring trade, but purchases 
are not what they were expected to be. There 
is also a fair movement for export, mostly 
through Gulf and Southeast ports. Prices of 
flooring oak are somewhat better, and export 
prices are unchanged. Orders from the auto- 
motive industry are slow in materializing, but 
reports indicate that factories are preparing to 
resume production. Prices on automotive lum- 
ber will be firm. 

Pine and other soitwoods are rather slow. 

Several wholesalers here have had inquiries 
this week from Winston Bros., of Minneapolis; 
the Ohio Construction Co. and from Reno 
Runck, all of whom have contracts for work 
with the Cincinnati Union Terminal Co. The 
Winston company wants 50,000 to 60,000 
lineal feet of all-heart hardwood piling. A 
number of dealers in oak piling are in corre- 
spondence with southern connections in regard 
to the inquiries. 


Trade a Little More Active 


LoutsviLtLe, Ky., Aug. 12.—The hardwood 
market is a trifle more active than it has been. 
Demand is coming chiefly from the furniture 
industry, and is largely for inch lumber. 
Radio business continues active. The move- 
ment to the planers and interior trim plants 
is slow. Flooring has not been active. Some 
houses report slightly better automotive orders, 
but principally for wormy oak or low grades 
of red and white. Some releases are being 
received on old orders from automotive con- 
sumers, but not much new business is re- 
ported. Poplar, oak, quartered and plain sap 
gum, walnut down to No. 2, wormy oak, a 
little hard maple and cypress have been re- 
ported in recent sales. Soft maple, magnolia 
and elm are not active and chestnut is not 
selling well, while ash remains dull. 

Prices of inch stocks at Louisville remain 
about as follows: Poplar, FAS, southern, 
$85; Appalachian, $95; saps and_ selects, 
$65@70; No. 1, $48@55; No. 2 A, $36@40; 
No. 2 B, $26@27. Walnut, FAS, $240@250; 
selects, $165@170; No. 1, $95@100; No. 2, 
$40. Plain sap gum, FAS, $58; No. 1, 
$42@43; quartered sap, FAS, $61; No. 1, $45, 
plain red gum, FAS, $98; No. 1, $50; quar- 
tered red, FAS, $100; No. 1, $52. Cotton 
wood, $51, $35 and $32. -Ash, $75, $50 and 
$30. Southern red oak, $68, $52 and 42, white, 
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$86, $54 and $44. Appalachian plain red oak, 
$85 and $55; plain white, $96 and $58; quar- 
tered white, $135 and $75; quartered red, $110 
and $60. 

Drouth in the tobacco producing sections of 
the State means that a 19 percent larger acre- 
age is likely to produce one of the shortest 
crops in several years. The crop ripened early 
and cutting is now under way. Stocks of the 
manufacturers are low, and higher prices are 
expected. Good tobacco will bring fancy prices 
next winter. The dry weather should result 
in a light leaf of good cigarette grade, that 
brings the best price. 


Better Demand Absorbs Output 


Mempuis, TENN., Aug. 13.—There is a good 
demand from the furniture trade for southern 
hardwoods, while there is a better demand from 
automobile body plants. Prices are holding 
firm, after the slight advance during the last 
ten days on all items but oak. Demand for oak 
has been very poor, as flooring manufacturers 
are not buying in large quantities. Demand 
for other species, particularly gum, has been 
exceptionally good. Foreign buyers have been 
out of the market now for several weeks, and 
shipments are beginning to decline. It is felt 
that a better demand will begin shortly after 
the first of September, when vacation time 
abroad is over. The best demand is from the 
furniture, sash and door and interior trim 
manufacturers. The furniture manufacturers 
are enjoying a nice business for the first time 
in many months. The body plants are begin- 
ning to get back to work, and larger buying 
is being done by this group, though there is 
room for improvement. The box and crate 


Utah Dealers 


Ocpen Canyon, UTAH, Aug. 10.—The 
fourth annual summer outing of the Utah 
Lumber Dealers’ Asso- 
ciation was held here 
today, the attendance 
being one of the largest 
of the four similar 
gatherings so far held. 
Shortly after 10 a. m. 
the holiday makers be- 
gan to arrive in the 
Canyon and to. say 
“howdy” to each other, 
The big barbecue, 
which brought a lot of 
praise to that genial 
and hard-working soul, 
F,. “Mickey” Earle as 
chairman of the com- 
mittee, was staged in 
Kirkendahl Grove and 
was done full justice 
to by the crowd. 

Mrs. Earle, wife of 
the barbecue chief, and 
Henry Gwilliam were 
in charge of the enter- 
tainment at “Treasure 
Island,” the home of R. 
E. Bristol Ogden ce- 
ment operator and Mrs. 
Bristol. Here the lum- 
bermen and their ladies 
and those representing 
the allied industries 
indulged in singing and 











manufacturers are taking a nice volume of 
the low grades. 

Weather conditions have been ideal for 
heavy production, which is around 90 percent 
of normal, sales amounting to near the same 
figure. Southern operators are not running ex- 
tra time. 

R. F. New, in charge of export sales for the 
Chicago Mill & Lumber Corporation, is spend- 
ing a short vacation in ‘Memphis, visiting his 
old friends. 

Douglas F. Huer, in charge of export sales 
for the Gayoso Lumber Co., who has been 
spending the last two months in Europe, is ex- 
pected home on Aug. 26. He reports the out- 
look for business promising. 


Industrials Are Buying More 


Boston, Mass., Aug. 13.—The hardwood 
market is distinctly active for the summer sea- 
son. Prices are firm and distributors here are 
predicting that quotations will advance on au- 
tomobile body and furniture lumber, such as 
gum, maple, birch, wormy oak, thick ash, elm 
and magnolia. Gum is already firmer, and 
4/4 common sap is selling freely at an ad- 
vance of $1, the present Boston quotation be- 
ing $51. Common red gum in 4/, 5/ and 6/ 
and especially 8/4 is bringing better prices, due 
to the strong demand from radio cabinet manu- 
facturers. Wholesalers say that 8/4 quartered 
sap gum has been pretty well bought up, and 
that there is very little dry stock to be had 
now, especially in the FAS grade. The furni- 
ture and radio cabinet manufacturers are us- 
ing this item in fairly large amounts for ta- 
ble legs, posts etc. 

The furniture people are in a better frame 


Enjoy Outing 


trout and chicken dinners. Frank T. Gardner 
was chairman of the dinner committee. 








music or card playing r7—Earl V. Smith, Earl V. Smith Lumber Co., Salt Lake City; and 
etc, save those that Hyrum Wheelwright, Wheelright Lumber Co., Ogden, and wife. 2.— 
went to Patio and El F. “Mickey” Earle, Utah-Idaho Cement Co., Ogden, chairman of bar- 
Monte Springs and in- becue, and Mrs. Bristol, of Ogden. 3.—(Left to right) “Cully” Cul- 
dulged in the swim- bertson, the Earl V. Smith Lumber Co., Salt Lake City; “Colley” 
ming and water sports Stayner, Stayner & Daly, Salt Lake City; “Jimmie” Fulkerson, Ander- 


provided by 


Frank son & Sons’ Lumber Co., Logan. 4.—(Left to right) Oscar A. Spear, 


Simmons and George manager, Smoot Lumber Co., Provo; W. I. Stoddard, Stoddard Lum- 
Ward. The grand ball ber Co., Baker, Ore.; “Bob” Anderson, president, Anderson & Sons 
in the evening was held Lumber Co., Ogden, and R. S. Cross, Cross Lumber Co., Salt Lake. 
at the famous Her- 5.—(Left to right) H. Romeyn, Merrill Co., Salt Lake; Mrs. Todd; 
mitage Hotel, a rustic Mrs. Romeyn, and R. W. Todd, manager Lumbermen’s Bureau, Salt 


building known for its 


Lake City 


of mind than for several years, and some of 
them are now buying rather freely. The auto- 
mobile body plants are expected to begin ex- 
tensive buying within the next few weeks. 
The automobile body people are now buying 
considerable 4/4 oak, which is being used for 
some purposes where thick elm and maple 
were formerly used. 

Wholesalers state that the decrease in the 
number of small mill units is an important 
factor in the present situation, as well as the 
very large increase in southern consumption. 

Hardwood flooring is still rather slow, and 
current business is of the hand-to-mouth sort. 
Retailers are resisting the present prices. The 
first erade of plain white oak flooring is quoted 
$91.50@92, second grade is $83.50 and third 
grade is $70. Some small mills will take a 
little less, but the large people will not shade. 
The first grade of maple floorine from south- 
ern mills is offered at $95, and Michigan stock 
is $98. First grade birch flooring from Can- 
ada is $83.50, and some Michigan mills are now 
asking as much as $88.50. 

Although Maine is at present the greatest 
hardwood novelty manufacturing State in the 
Union, according to a survey recently com- 
pleted there, its hardwood resources are still 
practically untouched. It is conservatively es- 
timated that Maine has available within eco- 
nomic haul of present transportation facilities 
10,000,000,000 feet of hardwood, largely white 
and yellow birch, rock maple and beech. The 
amount annually cut is about 175,000,000 feet, 


and the anuual growth, estimated at 1 percent, 
is 100,000,000 feet. 


Sees Clearing Mexico Situation 


Beaumont, Tex., Aug. 13.—J. J. Hamersly, 
manager of the hardwood department of the 
Keith Lumber Co., has returned from Mon- 
terey, Mexico, and reports business conditions 
in that district very much improved. Said he: 

It seems that the settlement of the religious 
question has served as a great tonic to all 
classes. As long as this cloud hung in the 
horizon everybody expected outbreaks from 
time to time, outbreaks that would tie up 
transportation and paralyze business. Appar- 
ently this fear has been removed for all time 
and industries are getting back to normal. 
In fact all industries in Monterey are running 
to capacity. 

If conditions remain as they are it is prob- 
able that a great deal of material will be 
shipped into Mexico from the States, but right 
now it is a question about what course tariff 
on both sides of the border will take. We 
have our own tariff committee at work revis- 
ing the schedules and Mexico will not be slow 
about making her own rearrangements. While 
it is not generally known, there are many in- 
dustries in Mexico which depend altogether 
upon the United States for raw material. As 
an example of how the tariff works there was 
a time when a great many bags were shipped 
from the United States to Mexico, but none 
go across the border now. 


eaesaneaaeaasaeanaaaas 


Buys Million Feet of Lumber 


Sureveport, La., Aug. 12.—At the offices of 
the newly organized Peavy-Welsh Lumber Co. 
here, confirmation has been given a news re- 
port from Savannah, Ga., that the company 
has bought more than one million feet of 
standing timber for a consideration of a half 
million dollars from the Merchants National 
Bank and Virginia Trust Co., of Richmond, 
Va. This is one of a number of timber tracts 
the company is acquiring. As soon as the deals 
for timber are concluded, the company will 
erect a sawmill in Georgia. The first big 
tract was purchased some months ago. A. J. 
Peavy is head of the company, and John S. 
Welsh is secretary-treasurer. 


Harvarp Economic Society’s weekly index of 
wholesale commodity prices has declined to 
99.2 for the week ended Aug. 7, 1929, from 
99.9 for the week ended July 31, 1929. 
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Suggest Minor Changes in Hardwood Rules 


Plans are in the making for the thirty- 
second annual convention of the National Hard- 
wood Lumber Association, to be held Sept. 19 
and 20, in Chicago, and Secretary F. F. Fish 
and his assistants are scouting around for a 
number of worthwhile speakers. Among the 
features of the tentative program will be an 
address by Floyd A. Allen, assistant to the 
president of the General Motors Corporation. 
He will talk on “Trends and Policies in Mod- 
ern Business.” Mr. Allen has gained an envi- 
able reputation as a speaker on economic and 
industrial subjects, and he is expected to have 
considerable to say with reference to the pres- 
ent exigencies of conditions affecting the hard- 
wood industry, which should make it worth 
while for every member to attend the con- 
vention. 

In accordance with its constitution and by- 
laws, which provide for the notification of the 
membership by the inspection rules committee 
at least 30 days prior to the annual meeting, 
this committee, under the chairmanship of 
George C. Ehemann, has made the following 
report and recommendations for presentation 
at the annual meeting: 


It was concluded by your inspection rules 
committee that no radical changes in the rules 
would be recommended this year. While a 
few of the suggestions submitted to your 
committee by merbers were of that nature, 
it is felt that none of those which met the 
approval of your committee and included in 
these recommendations revresent more than 
clarification or slight modification of the pres- 
ent rules. It will be noted also that most of 
these recommendations concern rules for spe- 
cial grades and that very few of the recom- 
mendations involve standard grades. 

It is the opinion of your committee, how- 
ever, that further study should be given to 
the subject of simplifying the present stand- 
ard grades under principles which may be 
acceptable to all elements of the hardwood 
industry. Your committee feels that the prin- 
ciples of determining all grades on a cutting 
basis and the number of cuttings on a surface 
measure basis, offer the best foundation on 
which to build simple rules for a consistently 
graduated classification of the mill run prod- 
uct. Your committee submits the thought 
that these principles may be adopted and yet 
carried out in detail in such a way as to 
eliminate the objections offered to rules pre- 
viously proposed, and that it would be bene- 
ficial to future inspection rules committees 
to have the consensus of opinion of the mem- 
bers in the convention on this thought. 

The following changes are recommended for 
action at this convention; page references are 
to page numbers of the present, 1929, edition 
of the Rules Book. 


Page 14, Paragraph 26. Add the following: 

“Will admit one %” or two %” average 
diameter cavities, showing on one side only 
of a cutting, but not more than one such 
defect shall be admitted to each 12 units 
(144 square inches) of cutting. This applies 
to one side only of Sound Cutting and to the 
reverse side of Clear Face Cutting.” 


Page 14, Paragraph 30A. Change to read 
as follows: 


“When located away from edges and ends 
where they cannot be admitted as _ the 
equivalent to wane defects, the following 
Shall be considered as one defect: 

“Four pin worm holes or their equiva- 
lent one defect. 

“Three spot worm holes or their equiva- 
lent = one defect. 

“Two %” diameter knots or their equiva- 
lent = one defect. 

“Not more than two standard defects of 
this character can be admitted to the piece; 
each additional pin worm hole or spot worm 
hole or 5” knot shall be considered one 
additional standard defect.” 


Page 29. Cherry. Change second paragraph 
to read: 


“Gum spots or streaks extending over 
more than one-sixth in the aggregate of 


either face of Firsts and Seconds, and over 
more than one-sixth in the aggregate of the 
face side of Selects, and over more than 
one-sixth in the aggregate of the face side 
of the required percentage of cutting in No. 
1 Common, shall not be admitted.” 


Page 32. Mexican and African Mahogany. 


Change fourth paragraph to read: 

“One inch of bright sapwood in the aggre- 
gate shall not be considered a defect in the 
grade of Firsts and Seconds; each additional 
inch in the aggregate shall be considered 
one standard defect. Bright sapwood is no 
defect in Selects and below.” 


Page 49. Surfaced lumber “Hit or Miss.” 


Add to paragraph the following: 
wer . except that the same allowances for 
chipped and torn grain as specified in the 
rules for lumber dressed two sides shall 
apply.” 


Page 51. No. 2 Common Clear Cutting. 


Add to the present paragraph the following: 
“Sound stain and bird pecks when ad- 
mitted in the cuttings of the No. 1 Common 
grade of the respective woods, shall also be 
admitted in the cut- 
tings of this grade 
on the same basis.” 


Page 54. Furniture 
Squares, Common 
Grade. Change last 


clause to read: 
x +» except that 





FLOYD A. ALLEN, 
Detroit, Mich.; 
Who Will Talk to 
Hardwood Lumbermen 





knots will not be ad- 
mitted on three cor- 
ners.” 


Page 54. Furniture, 
Flat Stock, Selects 
Grade. Change to read: 

“Clear two edges 
and two ends and to 
have one clear face, the reverse side to be 
sound except that wane or its equivalent in 
other defects will be admitted not to ex- 
ceed one-fourth the thickness. and one-third 

the width of the piece on 25 percent of the 
pieces.” 


Page 64. 
Grade. 


“The face side will admit pin and spot 
worm holes, sound bird pecks, small sound 
knots not exceeding %” in diameter and 
other sound defects which do not exceed in 
extent or damage the defects described, ex- 
cept that knots will not be admitted on the 
corners of the face side. The reverse side 
to be sound except that wane or its equiva- 
lent in other defects will be admitted not 
to exceed one-fourth the thickness and one- 
half the width of the piece on 25 percent of 
the pieces. 


Page 54. Kiln Dried Lumber. 
tire rules to read: 





Furniture Flat Stock, Common 
Change first paragraph to read: 


Change en- 


(Vote by Paragraphs) 


1. “Unless otherwise specified shipments of 
kiln dried lumber will be subject to measure- 
ment and grading under standard rules of 
inspection applied before kiln drying. If in- 
spected to determine grade after kiln drying, 
the following rule will apply: 


Note. Only one of the two following 
paragraphs may be adopted. The first one 
makes the maximum allowance for scant 
thickness in kiln dried lumber ¥” in lumber 
specified 1%” thick or less, and %” in lum- 
ber specified 2” thick or thicker, and applies 
to both plain and quartered woods. This is 
in accordance with the official interpretation 
of the existing rule. 

The second, or alternate, paragraph gives 
the same effect on plain saw lumber but 
inasmuch as the air dried rules for quarter 
sawn lumber allow one edge of 10 percent 


of the pieces to be scant or standard thick- 
nesses, the effect of the alternate paragraph 
is to allow in addition the tolerance for 
scant thicknesses resulting from kiln dry- 
ing and permits a maximum scantness in 
one edge of 10 percent of quartered woods 
of %” in lumber specified 1%” thick or less, 
and %” in lumber specified 2” thick or 
thicker. 

Your committee desires to have members 
in convention determine which of these 
paragraphs shall be adopted for the inspec- 
tion of kiln dried lumber. 


“Kiln Dried Rule” 


2. “Checks and warp shall not be con- 
sidered defects. Rough kiln dried lumber 
specified %” to 1%” thick may be 7” scant 
of the nominal thickness; 2” and thicker may 
be %” scant. In other respects standard rules 
of inspection will apply. 


“Alternate Paragraph for ‘Kiln Dried Rule’ 


2A. “Checks and warp shall not be con- 
sidered defects. Rough kiln dried lumber may 
be scant of the thickness required under the 
air dried rules as follows: %” to 1%” may be 
ds” scant; 2” and thicker may be %” scant. 
In other respects standard rules of inspection 
will apply.” 


Kiln Dried Lumber—Air Dried Bules 


3. When in the order kiln dried 
lumber will be subject to inspection made 
after kiln drying under the standard rules of 
inspection governing air dried lumber, but in 
such cases the allowance for scant thickness 
as defined in the “Kiln Dried Rule” will apply. 


Page 55. Panel and Wide No. 1. 
Omit third paragraph with reference to 
splits. 


INSPECTION RULES COMMITTEE—Geo. 
Ehemann, Chairman; O. M. Krebs, George 
McSweyn, Lee Robinson, J. C. Anderson, 
R. Williams, D. H. Wertz, S. L. Calfee, F. 
Stonebraker, A. E. Edgcomb, H. B. Wilgus, 

. E. McLean, A. C. Wells, L. S. Clark, H. A. 

Hoover, J. W. Bailey, Harry C. Fowler, Frank 

Heidler, Chas. N. Perrin, John P. Waters, R. 

E. Hollowell. 


> ao 


Lumber Cut of Arizona 


Prescort, Ariz., Aug. 10.—The total cut of 
lumber in Arizona during 1928 was 158,047,000 
feet, as compared with 169,000,000 feet during 
the preceding year. The industry is in good 
condition, according to reports received by the 
Forest Service, and prospects are favorable 
for an increase of production during the cur- 
rent year. The value of the lumber produc- 
tion in the State last year was a little more 
than $3,000,000. It was shipped to 29 States 
and even to Canada. 








Illinois Group to Picnic 


SALEM, Itt., Aug. 15.—Announcement has 
been made of the community picnic. of the 
eighth and ninth districts of the Illinois Lum- 
ber & Material Dealers’ Association, which 
will take place at Salem on Wednesday, Aug. 
21, at the Salem Country Club. Lumbermen, 
and traveling salesmen in allied lines, with 
their wives and children are expected to spend 
a most enjoyable day. Recreation will in- 
clude golf, boating, bathing, horse-shoes, cards, 
croquet, and dancing, and ‘there will be no 
extra charge for the use of greens, boats or 
beach. 

A special feature of the occasion will be 
the dinner, which will be served in the club 
house at noon. C. A. Potter, of Salem, chair- 
man of the committee on arrangements, urges 
all those who plan to attend to make dinner 
reservations early, as only those making reser- 
vations can be accommodated. 

“As THEY FALL FROM THE MILL” is a Brit- 
ish term meaning unassorted, or including all 
grades down to a certain line. 
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National Production, Shipments and Orders 


Wasuincton, D. C., Aug. 12.—Following is the National Lumber Manufacturers’ Association report for the week ended Aug. 3, 1929, and 
for twelve weeks ended that date, covering mills whose statistics for both 1929 and 1928 are available, and percentage comparisons with statis- 
tics of identical mills for the corresponding periods of 1928: 





ONE WEEK 
Softwoods: No. of Percent Percent Percent 
Mills Production of 1928 Shipments of 1928 Orders of 1928 
Southern Pine Association..........ccceeeeee 145 64,396,000 94 61,446,000 80 62,118,000 88 
West Coast Lumbermen’s Association........ 100 113,105,000 98 123,191,000 105 113,977,000 91 
Western Pine Manufacturers’ Association.... 35 38,232,000 106 35,619,000 96 32,707,000 91 
California White & Sugar Pine Mfrs.’ Assn.. 18 22,559,000 97 17,436,000 79 15,246,000 91 
Northern Pine Manufacturers’ Association.... 9 10,977,000 91 10,764,000 96 7,748,000 82 
Northern Hemlock & Hardwood Mfrs.’ Assn... 20 3,354,000 147 2,399,000 89 2,221,000 97 
North Carolina Pine Association............. 39 5,859,000 93 5,984,000 83 5,515,000 70 
California Redwood Association.............. 13 7,577,000 102 9,766,000 144 7,336,000 115 
Tn Sr. ocanesn cee véaeeewes oeese 379 266,059,000 98 266,605,000 95 ~~ 246,868,000 90 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 184 40,560,000 126 34,741,000 96 36,588,000 109 
Northern Hemlock & Hardwood Mfrs.’ Assn... 20 4,240,000 92 3,867,000 93 4,114,000 120 
Total hardwoods ............seecceceees 204 44,800,000 122 38,608,000 96 40,702,000 110 
cn ck cavieed cheese chehes ul ncas 563 310,859,000 101 305,213,000 95 287,570,000 92 
TWELVE WEEKS 
Softwoods: 
Southern Pine Association...........eeeees>: 1,562 703,575,000 93 695,564,000 86 654,811,000 84 
West Coast Lumbermen’s Association........ 1,082 1,185,659,000 99 1,293,318 92 1,218,597,000 91 
Western Pine Manufacturers’ Association.... 412 437,669,000 105 399,452,000 94 388,108,000 97 
California White & Sugar Pine Mfrs.’ Assn.. 303 406,496,000 100 315,411,000 93 312,023,000 87 
Northern Pine Manufacturers’ Association.... 108 124,637,000 95 116,090,000 93 97,339,000 85 
Northern Hemlock & Hardwood Mfrs.’ Assn... 375 48,962,000 76 49,989,000 89 38,419,000 80 
North Carolina Pine Association.............- 446 72,962,000 89 70,538,000 86 58,919,000 76 
California Redwood Association...........++. 166 89,302,000 105 94,972,000 109 94,415,000 110 
Total softwoodS ........esceecceccecees 1,454 3,069, 262,000 98 "8,035,334,000 91 “2,862,631,000 89 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 2,298 421,194,000 106 439,513,000 106 431,943,000 105 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 375 96,042,000 122 75,601,000 86 68,862,000 81 
Total hardwoods .......sececececccees +. 2,673 517,236,000 109 515,114,000 102 ~ 500,805,000 101 
i Sec cccncacraaedcsekebhedteenes 6,752 3,586,498 99 3,550,448,000...... 93 3,363,436,000 91 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Aug. 12.—Following is a statement for five associations of the footage of 
gross stocks on hand Aug. 3, and the percentage relationship of the unfilled orders to stocks: 


Association— 


es et ee, to cccteect asec eb eee en 


West Coast Lumbermen’s Association............ 


Western Pine Manufacturers’ Association........ : 
Northern Pine Manufacturers’ Association........ 
Hardwood Manufacturers’ Institute.............. 


Orders of 
No. of Gross Unfilled Stocks— 
Mills Stocks Orders Percent 

118 687,187,000 167,937,000 24 
140 1,067,930,000 513,542,000 48 
37 887,112,000 129,480,000 15 
9 339,300,000 55,061,000 16 
165 812,605,000 230,936,000 28 





West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 


SEATTLE, WASH., Aug. 14.—The West Coast 
Lumbermen’s Association reports 214 mills—all 
those reporting production, shipments and or- 


ders—during the week ended Aug. 10 gave 
these figures: 

Production .191,844,000 

Shipments. .160,427,000 16.38 under production 
Orders......157,427,000 17.95 under production 


A group of 281 mills, whose production re- 


ports of 1929 to date are complete, reported 

as follows: 

Average weekly operating capacity. 279,726,000 

Average weekly cut for thirty-two weeks— 
DE esis erenedvestderecesoeacasbwns 201,639,000 
De pbpntvivciccktoeekesear noma 198,911,000 


Actual cut week ended Aug. 10, 1929.216,187,000 


A group of 210 mills, whose production for 
the week ended Aug. 10 was 190,662,000 feet, 
reported distribution as follows: 


Unfilled 


Shipments Orders Orders 





ae 70,008,000 65,990,000 188,422,000 

Domestic 
cargo ... 46,713,000 48,367,000 260,795,000 
Export 30,871,000 30,422,000 227,084,000 
BE sees 12,224,000 ee sexacenes 
159,816,000 157,003,000 676,301,000 


A group of 112 mills, whose reports of 
production, shipments and orders are complete 
for 1928 and 1929 to date, reported as follows: 


Week Aver. 32 Aver. 32 
ended Aug. weeks Aug. weeksAug. 
10, 1929 10, 1929 11,1928 


Production ..117,444,000 109,649,000 113,712,000 
Shipments ..100,845,000 114,376,000 122,129,000 
Orders ...... 95,885,000 113,448,000 122,326,000 





Western Pine Summary 


PorTLAND, Ore., Aug. 10.—The Western 
Pine Manufacturers’ Association summarizes 
as follows reports for the week ended Aug. 3 
from 37 member mills: 


Per- 
cent 
Percent Ship- 





Production— Carst Feet of cut ments 
Average* 37,333,000 eee eviews 
Actual 39,129,000 

Shipments 
COs sctes 1,372 35,672,000 
Local deliv. . 778,000 
Total 

shipm’ts. 36,450,000 93.15 

Orders— 

Booked 
(car) 1,269 32,994,000 
EMOGRE veces 778,000 
Total orders 33,772,000 86.31 92.65 


On hand end 
week ...4,980 129,480,000 


Bookings for the week by thirty-seven iden- 
tical mills were 92.11 percent of those for 
the previous week, showing an increase of 
1,219,000 feet. 

tCar basis is 26,000 feet. 

*Of 3-year average weekly production for 
current month. Inland Empire production 
is so seasonable that during winter months 
actual production amounts to less than 60 
percent of yearly average while during peak 
summer months the production increases to 
well over 100 percent of this average. 


Comparative reports from thirty-five identi- 
cal mills showed: 


3-year 

weekly 

Figures average 
for week for Aug. 
NN eras saenn 38,232,000 36,881,000 
ES ER re 35,619,000 36,020,000 
SE ota cur cue we aean 32,707,000 32,622,000 





California Redwood 


San Francisco, Cauir., Aug. 10.—The fol- 
lowing information is summarized from the 
reports of 13 mills to the California Redwood 
Association for the week ended Aug. 3: 


— Redwood ‘White- 
Percent of wood 








Feet production Feet 
Production ..... 7,577,000 100 1,792,000 
Shipments .. 9,766,000 129 1,412,000 
Orders— 
Received ..... 7,336,000 97 1,561,000 
Ce. RE 60cs50 37,351,000 ee 6,724,000 
Detailed Distribution of Redwood 
Shipments Orders 
Northern California* . 4,041,000 3,148,000 
Southern California* ..... 2,485,000 1,160,000 
po A ere 20,000 = ccvcce 
ee 1,776,000 1,300,000 
PE kisaweveeueeosaees 1,444,000 1,728,000 
9,766,000 7,336,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


+Washington, Oregon, Nevada and Arizona. 
TAll other States and Canada. 


Hemlock and Hardwood 


OsHkosH, Wis., Aug. 12.—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the week 





ended Aug. 3: Percent 
of Ca- 
Hardwoods— Total Per Unit* pacity 
Capacity, 60 units*.12,732,000 210,000 100 
Actual production.. 7,730,000 129,000 60 
Shipmentsft ....... 8,494,000 142,000 66 
Orders receivedt... 7,357,000 123,000 57 
Orders on hand....56,247,000 937,000 ne 
Hemlock— 
Capacity, 81 units*.16,976,000 210,000 100 
Actual production.. 6,283,000 78,000 37 
Shipmentsf ........ 4,888,000 60,000 29 
Orders received? .. 3,679,000 45,000 21 
Orders on hand....18,346,000 226,000 


*Daily 10-hour productive capacity of 35,000 
feet is considered one unit. The production 


is based on mill log scale, and lumber cut 
overruns this by 20 percent. 

+Lumber fabricated at mill and used in con- 
struction work is included in total orders and 
shipments. 
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California Pine Statistics 


San Francisco, Cauir., Aug. 10.—The’ fol- 
lowing is a summary of June production and 
shipments, and July 1 inventories and unfilled 
orders, as prepared by the California White 
& Sugar Pine Manufacturers’ Association: 


June Reports for 25 Mills 


Production Shipments 














Calif. white pine....... 101,128,636 83,587,327 
Sugar pine........+++. 26,862,513 8,820,227 
Mixed pines ........-. 1,003,000 309,000 
Total pines........-+- 128,994,149 92,716,554 
WAS. GP. scviaa codes 10,296,876 3,813,527 
Red (Douglas) fir...... 2,843,255 5,183,455 
All other woods....... 1,951,541 6,845,414 
Unsegregated .....2+.2 cevccecs 8,178,023 
Total other woods... 15,091,672 24,020,419 
Grand totals .......- 144,085,821 116,736,973 
July 1 Inventories and Unfilled Orders 
Unfilled 
Inventories Orders 
No. 2 shop and better— 
Calif. white pine..... 92,638,509 21,280,407 
a” 54,229,683 8,828,098 
No. 3 shop, mixed pine. 21,495,453 13,034,155 
No. 3 and better shop, 
white an@ SUMAF PING. ccvccese v80sce08 
Total UPPEFS. ...ccces 168,363,645 43,142,660 
Commons— 
Calif. white and 
sugar pine ........ 315,965,458 124,612,138 
All other woods..... 71,547,759 28,137,690 
Total lowers.........387,513,217 152,749,828 
Grand Totals........ 555,876,862 195,892,488 
Box shook and cut stock 22,146,687 20,397,571 


Comparative Reports on 22 Operations 

The following comparative statistics from 22 
operations for June, 1928, and June, 1929, rep- 
resent 64 percent of the total pine industry: 


Percent 
1928 1929 Decrease 

JUNE PRODUCTION— 
Pine only ..... 129,347,761 124,292,532 4.0 


All species in- 
cluding pine. .145,043,040 137,597,904 
JUNE SHIPMENTS— 


Pine only .<.:; 96,885,426 89,094,981 8.1 
All species in- 


cluding pine..119,302,888 112,041,699 6.1 


INVENTORIES JULY 1— 
No. 3 shop and 


9 
~ 


or 


mOStOP cccukiee 144,866,429 164,418,771 *13.4 
All species & 
grades ..539,183,588 539,712,163 *0.09 


UNFILLED ORDERS JULY 1— 
No. 3 shop & 


ae 50,344,551 42,060,248 16.5 
All species & 

grades . «216,910,642 183,937,190 15.3 
*Increase. 





California Pines 


San Francisco, Cautr., Aug. 10.—Following 
is the latest report of the California White & 
Sugar Pine Manufacturers’ Association, based 
on statistics for twenty-six mills: Percent 


Percent of same 
of pro- Period 


Feet duction of 1928 
Por week ended Aug. 3: 
4. eee 36,399,000 — 
WORE pees evens 28,973,000 79 
a, re ee 29,186,000 80 one 
Stocks July 20..... 636,717,000 es 96.4 
For 31 weeks ended Aug. 3: 
Production ........ 795,954,000 soe 103.2 
Shipments .........8$29,868,000 104 101.6 
SME: Sb ceGccnceans 844,541,000 106 99.4 





North Carolina Pine 


_ NorFoLk, Va., Aug. 12.—The North Caro- 
lina Pine Association makes the following 
analysis of figures from eighty-six mills for 


the week ended Aug. 3: Per 
Percent Percent cent 
Aver.* Actual Ship- 


Production— Feet Output Output ments 
Average* .12,708,000 ace we —_ 
Actual . 9,167,000 72 ee 

Shipments ..10,036,000 79 109 ee 

Orderst . 9,358,000 74 102 94 
Unfilled 


Orders ..60,524,000 ron — esda 
tAs compared with preceding week there is 
a decrease in orders of 4 percent, four less 
mills reporting. 
*“Average” is of production for the last 
three years. 





Southern Pine Barometer 


New Orzeans, La., Aug. 12.—For the week 
ended Aug. 3, Saturday, 158 mills of total 
capacity of 18434 units (a unit representing 
output of 1,500,000 to 2,000,000 feet between 
Nov. 1, 1925, and Oct. 31, 1928), report as fol- 
lows to the Southern Pine Association: 

Percent Percent 


3-year Actual 
Feet Av. Prod. Output 


78,304,731 


Production— Carst 


Aver. 3 yrs.. 


pee .... 70,136,666 89.57 esata 
Shipments* 3,172 66,612,000 85.07 94.97 
Orders— 
Received* ... 3,168 66,528,000 84.96 94.85 
On hand end 
weekt .... 9,799 205,779,000 


*Orders were 99.87 percent of shipments, 


7Basis of car loadings is June average, 
21,000 feet. 


tOrders on hand at above 158 mills showed 
a decrease of 0.04 percent, or 84,000 feet, 
during the week. 





Carolina Pine Costs 


NorFoik, Va., Aug. 12.—The North Carolina 
Pine Association reports that in June the 
total cost of rough lumber, exclusive of stump- 
age, was $19.33 for mills doing their own log- 
ging, the range for these being from $15.62 to 
$23.07; $27.50 for mills purchasing logs, and 
that the average for all mills was $19.45—the 
statement being based on 16 reports from 13 
members representing 18 mills. Average cost 
of logs for mills doing their own logging, 
exclusive of stumpage, was $8.51, made up of 
$6.34 for logging expense and $2.17 for log 
transportation; total cost of manufacturing for 
these mills was $5.88, made up of $3.76 for 
sawmill, 50 cents for dry kilns and $1.62 for 
yarding and shipping; total overhead averaged 
$3.90, made up of $1.27 for insurance and 
taxes, 95 cents for depreciation, and $1.68 for 
general overhead, and selling expense amounted 
to $1.04. 





Second Quarter Statistics 


Wasuincton, D. C., Aug. 12.—The statis- 
tical department, National Lumber Manufac- 
turers’ Association, in its report for the second 
quarter of 1929, published as a supplement to 
the National Lumber Trade Barometer, shows 
estimated rail shipments of lumber to have 
been 8,074,208,000 board feet, as against ship- 
ments of 7,613,262,000 board feet for the 
same period in 1928. The number of car- 
loads of lumber (estimated from _ total 
forest products loadings) was 404,809 for 
the quarterly period ending June 30, and 381,667 
for the same period in 1928. Domestic water 
shipments for the quarter were slightly under 
those of 1928, being 904,788,000 board feet in 
1929, as against 977,197,000 board feet in 1928. 
Foreign shipments for the second quarter 
showed an increase—449,898,000 board feet for 
1929, and 422,895,000 board feet in 1928. 

Shipments of softwoods, based on 7,223 
weekly mill reports during the second quar- 
ter, were 4,751,114,000 board feet, and the cut 
was 4,649,051,000 feet. The softwood orders 
were 4,572,083,000 board feet. In hardwoods, 
based on 3,345 weekly mill reports, the cut was 
649,580,000 board feet; the shipments 651,776,- 
poe board feet, and the orders 623,420,000 board 
eet. 

Reports from 459 softwood mills as of date 
July 1, 1929, show: Gross stocks, 3,618,474,000 
board feet; unfilled orders, 1,155,261,000, and 
unsold stocks, 2,463,213,000. i 

Lumber and sawn timber exports for the 
second quarter were 704,384,000 board feet, as 
against 709,332,000 board feet during the cor- 
responding period in 1928. Imports of lumber 
and sawn cabinet woods were 392,981,000 board 
feet for 1929, and 374,981,000 board feet in 
1928. 

The retail sales of lumber (two Federal Re- 





Dependable Protection at 
low cost coupled with a 
long record of successful 
and satisfactory service 
makes the Lumber Un- 
derwriters a very desir- 
able exchange for Lum- 
bermen. 


OO ————— SC 


* LUMBER ° 
UNDERWRITERS 


.B.BANKS 6& CO., Mars. 


LITTLE ROCK . ARKANSAS 
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Fix Your Credit Loss | 
in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
| nothing can increase it. 

The cost of Credit Insurance is small 


ee 





compared to the security afforded. 
Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 


OF NEW YORK | 


511 Locust St. 220 So. State St. 537 Mer. Exch. Bldg, | 
St. Louis, Mo. Chicago, Ill. San Francisco, Cal. 


























SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; Hints toLum- 
ber Dealers; Wood 
Measure; Speed of 
Circular Saws; Care of 
Saws; Cord Wood 
Tables; Felling Trees; 
Growthof Trees; Land 
Measure; Wages, 
Rent, Board, Interest, 
Stave and Heading 
Bolts, etc. 


Standard Book throughout the United States 
and Canada, 


sent Fon. ©50 Cents 
S. E. FISHER, P. 0. Box 197 


ROCHESTER, N. Y. 
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National 
Forest Timber 
FOR SALE 


Sealed bids will be received by the District For- 
ester, U. S. Appraiser’s Stores Building, Milwaukee, 
Wisconsin, up to and including November 4, 1929. for 
all the merchantable dead timber, standing or down, and 
all the live timber marked or designated for cutting 
on an area embracing 62,587 acres within Ts. 59, 60 
and 61 N., Rs. 8 and 9 W., 4th P. M., Block One, 
Kawishiwi Working Circle, Superior National Forest, 
Minnesota, estimated to be 37,420,000 feet, board meas- 
ure, of sawtimber and 212.150 cords of pulpwood of 
jack pine, 3,740,000 feet, board measure, of sawtimber 
and 54,800 cords of pulpwood of spruce, 180.000 feet, 
board measure, of sawtimber, and 4.350 cords of pulp- 
wood of balsam, 920.000 feet, board measure, of white 
pine sawtimber, 320,000 feet, board measure, of Norway 
pine sawtimber, 28,120 cords of aspen pulpwood and 
8,930 cords of birch bolts, more or less; and an unesti- 
mated amount of cedar posts and poles and jack pine, 
cedar, birch and tamarack railway ties. to be purchased 
and removed at the option of the purchaser. Unless such 
amounts are changed by the District Forester, a mini- 
mum of 9,000,000 feet, b. m., of sawtimber and 75.000 
cords of pulpwood, or an equivalent volume of all forms 
of material, and a maximum of 13,500,000 feet, b. m., 
of sawtimber and 97,500 cords of pulpwood, or an equiva- 
lent volume of all forms of material. may be cut dur- 
ing each 3-year period of the sale contract. No bid of 
less than $5.00 per M. feet b. m. for white pine, $4.50 
per M feet b. m. for Norway pine, $2.25 per M feet 
b. m. for jack pine and balsam. $3.75 per M feet b. m. 
for spruce, and $1.00 per M feet b. m. for aspen and 
birch sawtimber, and $1.90 per single cord for spruce 
pulpwood, $1.00 per single cord for balsam and jack 
pine pulpwood, 25c¢ per single cord for aspen pulpwood, 
and 25c per single cord for birch bolts, 10¢ each for 
hewed railway ties, lc per linear foot for cedar poles 
and 20e per hundred linear feet for cedar posts, will 
be considered. $5,000 must be deposited with each 
bid, to be applied on the purchase price, refunded, or 
retained in part as liquidated damages, according to 
the conditions of sale. The right to reject any and all 
bids is reserved, including bids the acceptance of which 
would result in the manufacture of the timber outside 
of the United States. 


Before bids are submitted, full information concern- 
ing the timber, the conditions of sale, the submission 
of bids, and the opportunities to bid for additional 
timber upon the completi-n of the cutting of that now 
offered, should be obtained from the Forest Supervisor, 
Ely, Minnesota, or the District Forester, Milwaukee, 
Wisconsin. 











Every House Bill You Sell 


Should 
Be 
Backed 
By 
This 
Policy 











Insures 
Materials and Construction 


This is one way to win the confidence of 
your customers and guarantee them full 
value for their money. Dealers in all parts 
of the country are giving this Protection 
Policy to every customer. It'll pay you 
well to doit inthefuture, Investigate now! . 


aaa ae ae ee eo = 

AMERICAN LUMBERMAN, 

431 South Dearborn St., CHICAGO, ILL. 
Send us on approval sample ‘Specification 

Protection Policy.” Within 5 days we agree 


to remit 50c to cover cost of this sample or 
return same to you, 


SOZ ZOVAGON rHrez 
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serve Districts—Minneapolis and Kansas City; 
average number of yards reporting, 675) were 
61,760,000 board feet for the second quarter 
1929, and 59,012,000 board feet for the same 
period 1928. 


Wholesale sales of sash, doors and millwork 
(Eastern, Central and Western; average number 
of firms reporting, 55) were $7,870,000 in the 
second quarter 1929, and $8,213,000 for the 
same period in 1928. 


What she Associations Are 
Planning and Doing 


ae. West Side Hardwood Club, Pine Bluff, 
rk, 


Aug. 23—North Carolina Pine Association, Battery 
eg Hotel, Asheville, N. C. Midsummer meet- 
ng. 


Aug. 29-30—Carolina Retail Lumber Dealers’ Asso- 
ciation, Wrightsville Beach, N Summer 
meeting 


Sept. 13-14—Virginia Lumber & Building Supply 
Dealers’ Association, The Cavalier, Virginia 
Beach, Va. Vacation convention. 


Sept. 19-20—National Hardwood Lumber Associa- 
tion, Congress Hotel, Chicago. Annual. 


Oct. 3—Empire State Forest Products Association, 
Albany, N. Y. Annual, 


Activities of Michigan Dealers 


Lansinc, Micu., Aug. 12.—From the offices 
here of the Michigan Retail Lumber Dealers’ 
Association have been mailed notices advising 
the members that amendments to the Michigan 
lien law will become effective Aug. 27, and 
recommendation is made that prior to that date 
all lumbermen mail to their contractor cus- 
tomers a notice of the change in law so that 
the latter will be fully advised and in turn 
may inform property owners for whom they 
build that the notice of furnishing material is 
compulsory. 

The association attorney, Frank Day Smith, 
is preparing a booklet of information covering 
the new law, to be mailed to the members 
prior to the time the law becomes effective. 


Carolina Dealers’ Program Ready 


CotumBiaA, S. C., Aug. 12.—The annual con- 
vention of the Carolina Retail Lumber Deal- 
ers’ Association will be held Thursday and 
Friday, Aug. 29 and 30 at Wrightsville Beach, 
seacoast resort of Wilmington, N. C. About 
three hundred members and their families 
will attend. 

Victor W. Wheeler, executive secretary, has 
given out the final program plans. The con- 
vention will open with the invocation by the 
Rev. Frank D. Dean, rector of St. Andrews 
Episcopal Church of Wilmington. Address of 
welcome will be made by Walter H. Blair, 
mayor of Wilmington, and the response will be 
made by W. T. Spencer of Gastonia, N. C. 
Following the report of J. M. Atwater, presi- 
dent of the association, and Secretary Wheeler, 
new members, guests and others will be intro- 
duced. Among the addresses will be: 

“The Lumber Dealers’ Responsibility to His 
Community,” by J. U. Gunter, of Jonesboro, 
N. C.; “Getting Your Money’s Worth Out of 
Your Association,” by V. P. Loftis, secretary 
of the Carolinas branch, Associated General 
Contractors of America; “Is the Average 
Lumber Dealer Giving Too Much or Too Little 
Service?” by R. G. Wray, of Reidsville; “Has 
a Dealer for Any Reason the Right to Invade 
Another Territory with Lower Prices Than He 
Gets in His Own Territory?” by R. G. Henry 
of Hickory, N. C.; “The Retailer’s Obligation 
to the Wholesaler,” by J. C. Kendall of Flor- 
ence, S. C.; “The Wholesaler’s View of His 
Service to the Retailer,” by R. J. Smith of 


Charlotte, N. C., and “Honor in Business,” by 
E. S. W. Dameron of Burlington, N. C. 


Thursday afternoon’s program will be a 
closed session, featuring an address by R. S. 
Query, of Charlotte, on “What Margin of 
Profit Should the Average Retailer Add to 


the Raw Cost of His Goods to Make a Fair 
Profit?—and What is a Fair Profit?” 

The final session will be held Friday, at 
which time various matters of business will 
be transacted and several other addresses made. 
Among the speeches will be: 

“How Can the Enormous Monetary Loss to 
the Retailer Due to Over Credit Extension be 
Curtailed or, Eliminated?” by L. F. Ross, of 
Asheboro, N. C.; “Ways and Means of Financ- 
ing Home Building,” by George W. West, of 
Atlanta, Ga.; an address by F. C. Niblock, of 
Concord, N. C.; “Sixteen Years of Retailing 
in Twenty Minutes,” by Herbert A. Lynch, of 
Wilmington; “The Value of Local and District 
Groups,” by E. V. Harris, of Tarboro, N. C.; 
“The Utilization of Waste Lumber,” by C. 
Grant Isaacs, of Charlotte. 


Vacation Convention of Virginians 


RoaNoKE, Va., Aug. 12.—The Virginia 
Lumber & Building Supply Dealers’ Associa- 
tion announces that its vacation convention will 
be held Sept. 13 and 14 at The Cavalier, at 
Virginia Beach, Va. In addition to the out- 
ing plans, the dealers are requested to bring 
up for discussion at the business session sub- 
jects that will help them to decide the correct 
methods of doing business. Secretary H. 
Harris Mitchell requests that those intending 
to go make their reservations now. 


LUMBER CLUBS 


Evansville Club to Meet 


EvansvIiLte,.Inp., Aug. 12.—Carl G. Wolflin, 
of the Wolflin West Side Lumber Co., and 
secretary-treasurer of the Evansville Lumber- 
men’s Club, says the first fall meeting of the 
club will be held here Sept. 9 and he will ar- 
range an interesting program for that eve- 
ning. Mr. Wolflin will try to have some 
speaker of note at most of the monthly meet- 
ings of the club during the fall and winter 
months. Francis Davis, of the St. Louis Sash 
& Door Co., who makes his headquarters in 
Evansville, is chairman of the membership 
committee, and reports that he has a number 
of prospects for membership. 


Doings of Wisconsin Retailers 

Deravan, Wis., Aug. 12.—Martin White, 
consulting architect for the Wilbur Lumber 
Co., Wisconsin line yard operators, with 
home office at West Allis, was the principal 
speaker at the meeting of the Southeastern 
Wisconsin Lumbermen’s Club, Aug. 6, in 
Delavan. He offered himself as a target for 
questions, and had many shot at him. 
Among them were many pertaining to foun- 
dations, bridging and joists. He explained 
the State building code, and demonstrated 
technical construction matters. He was fol- 
lowed by Secretary Don S. Montgomery, of 
the Wisconsin Retail Lumbermen’s Associa- 
tion, who spoke of general conditions in the 
industry. 

















Barasoo, Wis., Aug. 12.—The District of 
Portage Lumbermen’s Club will have a din- 
ner meeting at the Warren Hotel, Baraboo, 
Aug. 20, with President B. F. Springer and 
Secretary Don S. Montgomery, of the Wis- 
consin Retail Lumbermen’s Association, as 
invited guests of honor and principal speak- 
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ers, according to an announcement sent out 
by Secretary J. D. Taylor. 


GrEEN Bay, Wis., Aug. 13.—Many diversions 
and trips have been planned to=take place 
during the joint outing and get-together 
meeting of the Menominee River Building 
Material Dealers’ Association and the North- 
eastern Wisconsin Lumbermen’s Associa- 
tion, scheduled for Aug. 24 and 25, at Alpine 
Resort, Egg Harbor, in the heart of the 
scenic beauties of the Door County Penin- 
sula. Arrangements to accommodate the 
membership- of the two associations have 
been made by President Enos Colburn and 
Secretary J. M. Crevcoure, of the North- 
eastern group, both of Green Bay. “Besides 
boating, fishing and golfing, there will be 
trips to the tip of the rocky peninsula and 
to the picturesque fishing villages on~both 
the Green Bay and Lake “Michigan sides. 


Columbus Club Extends Scope 


Cotumsus, Oun10, Aug. 12.—The Lumber- 
men’s Club of Columbus, formerly the Whole- 
sale Lumbermen’s Club of Columbus, will 
soon start a very active membership campaign. 
At the last meeting of the club, which was 
held before the vacation period, the organiza- 
tion was so modified as to include all branches 
of the lumber industry. The membership was 
formerly by firms, and now it is for individuals, 
on invitation only. A _ special committee will 
be named soon by President W. E. Morgan to 
solicit members among retailers. 

The first meeting will be held Sept. 21. The 
officers are arranging for an interesting series 
of programs. One of.the features will likely 
be another extension course in lumber educa- 
tion, modeled! after the course sponsored by 
the club in the spring of 1929, which was 
highly approved by members. 


Lumbermen at Play 


Material Men to Have Boat Trip 


New York, Aug. 12.—The Building Material 
Men’s Association has decided. to.hold its 
annual excursion and outing on Tuesday, 
Aug. 20. There will be a boat trip up Long 
Island Sound, aboard the steamer Hook 
Mountain. At Glenwood, L. L., there will 
be baseball and other games, followed by an 
old-fashioned clam bake. 

Dinner will be served at 5:30 p. m., and 
the party will start home at 7:30 p. m. The 
committee in charge is made up of Edward 
P. Hanyen, chairman; James A. Floyd, 
Howard Conklin, James Leddy, George 
Creed, Frank Carpenter and J. W. Tillotson. 


Plan Two-Day Outing 


MILWAUKEE, Wis., Aug. 13.—The lumber 
dealers of northeastern Wisconsin, through 
Don S. Montgomery, secretary of the Wiscon- 
sin Retail Lumbermen’s Association, are invit- 
ing their manufacturer and wholesaler friends 
and their sales representatives to participate in 
a two-day outing at the Alpine Resort, Door 
County, Wisconsin, on Saturday and Sun- 
day, Aug. @4 and 2%. Golf, fishing, 
boating or motoring will be indulged in during 
the day, culminating with a banquet at 7 
o'clock at the Alpine. Door County is one of 
the beauty spots of the country, and as this is 
the peak of the tourists’ season in Wisconsin, 
reservations in advance are imperative. John 
F. Bertschinger, lumber dealer and proprietor 
of the Alpine Resort of “Egg Harbor, has 
charge of all reservations and other local ar- 
rangements. 
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Lake Erie Dealers Enjoy Excursion 


Toronto, Ont., Aug. 12.—The Lake Erie 
Branch of the Ontario Retail Lumber Deal- 
ers’ Association, which has been in active op- 
eration only a short time although it has been 
organized for about four years, set a record 
of aggressive co-operation on Saturday, Aug. 
10, with its excursion from Port Dover, Ont., 
to Erie, Pa., and return, on the steamer Key- 
stone. The chief purpose of the excursion was 
to provide an opportunity for the dealers and 
their wives and friends to get together in a 
social manner and enjoy a restful holiday. 

The steamer left Port Dover at 1 p. m. and 
arrived back at 9 p. m., with a stay of about 
half an hour at Erie. 

For several months the dealers have been 
holding well attended and important meetings, 
and a short, informal meeting was held on 
board the steamer on the return trip. W. J. 
Bailey, of Jarvis, Ont., presided and expressed 
pleasure at seeing so many present. J. L. 
Naylor, of Essex, Ont., president of the On- 
tario Retail Lumber Dealers’ Association, drove 
180 miles in order to attend the outing, said 


he was delighted with the progress made by 
the Lake Erie branch and congratulated them 
upon the success of the present undertaking. 
J. B. MacKenzie, of Georgetown, Ont., a for- 
mer president of the Ontario association, spoke 
of the benefits of friendly co-operation. He 
believed that social contacts had a definite 
value in a business way. K. J. Shirton, of 
Dunnville, Ont., another past president of the 
Ontario association, was also one of the speak- 
ers. Addresses were also delivered by G. B. 
Van Blaricon, Toronto, Joseph Charlton, of 
Delhi, and H. Boultbee, of Toronto, secretary- 
manager of the Ontario Retail Lumber Deal- 
ers’ Association. 

The next meeting of the district will be 
held at Delhi, Ont., on Thursday, Sept. 12. 


HOO-HOO DOINGS 


News from Hoo-Hoo Realm 


St. Louis, Mo., Aug. 12—Among the more 
than two hundred lumbermen of the Pan- 
handle who attended the annual picnic of 
the Amarillo (Tex.) Hoo-Hoo Club on Aug. 
3 was Snark of the Universe M. M. Riner. 
He complimented the Amarillo members on 
the thoroughness with which they are pre- 
paring to entertain the thirty-eighth Hoo- 
Hoo Annual on Sept. 25, 26 and 27. 

R. T. Westerfield, of the Panhandle Lum- 
ber Co., has been elected president of the 
South Plains Hoo-Hoo ‘Club, of Lubbock, 
Tex., to succeed Walter G. Alderson, of the 
Foxworth-Galbraith Lumber Co. Jack Ater 
is the newly elected vice president, and O. J. 
Felty is secretary-treasurer. 














The thirteenth annual lumbermen’s. golf . 


tournament scheduled for Sept. 13 is to be 
sponsored by the St. Louis Howe-Hoo Club. 
In former years the tournament was con- 
ducted by the St. Louis Lumbermen’s Golf 
Association. Secretary Lester W. Lease 
announces that many fine prizes are to be 
distributed. 


Arizona Kittens Initiated 


Prescott, Ariz., Aug. 12—At a meeting 
here on Aug. 10 of the Groom Creek Lodge 
of Hoo-Hoo, eight kittens were initiated, sev- 
eral of whom went wild and are still in the 
hills. The eyes of William Henry Flannery, 
James Edward Suffolk, Travis A. Williams, 
Charles Kimbrough Taylor, Charles Wallace 
DeMumund, Otto F. Orthel, Harry Ernest 
Bradford and Henry Spencer Deister were 
opened at this concatenation, with W. P. 
Underdown serving as Vicegerent Snark, Jay 
Henderson as Senior Snark, E. V. O’Malley 








Rust-Owen Lumber Co. 


DRUMMOND, WIS. 





Manufacturers of Wisconsin 


“WHITE PINE 
Hemlock and 
Hardwoods 


White Pine Pattern, Flask and 
Shop Lumber our specialty 


tember “EYTRA STANDARD”. 

















JACKSON & TINDLE, Inc. 


Mills at Pellston and Munising, Mich., and Jacksoabore, Ont. 
MICHIGAN HARDWOODS 
Good, Well Assorted Stock 
DRY PINE and HEMLOCK 
Prompt Shipments. 

Main Office, BUFFALO, N.Y. 


Sales Office: 605 Murray Bidg., Grand Rapids, Mich. 
Kindly address all inquiries care Dept. 7. 











Remember 


Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 


Sooctalize in Mixed Cars of WHITE PINE and 
WOOD Lumber, ndow ames, Mouidin flooring, 

gAss Doors, Blinds, Window 

and Box Shooks from SAGINA 


Western White Pine and She br 
Pine for direct shipment from Idaho. 
































7 1 
VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 
Manufacturers of 17 different species 
of Northern Hardwoods 
17 





Every Lumberman 








Should Have This Book 
“Tote -road and 
by sees the now 9 
TOTE-ROAD Bue. at .verse bY ™F. 
Mall d 
R] AND TRAIL ~| for delivery. is the 


most important and 
entertaining that 
has come from his 
pen. It represents 
the ripe genius of 
nearly forty years’ 
association, as boy 
and man, with the 
lumber business, It 
assembles in a sin- 
gle volume the best 
that he has written 
hitherto unpublished 
in book form, 


No book of verse 
will afford a lum- 
berman or logger 
greater joy. or serve as a more v clcome gift 
to, his friend. 

“Tote-road @md@ Trail’ has been printed 
in the manner of which it is worthy; bound 
in clota, gola stamped. and witk gilt a 
The illustrations are in full color, nthe 
series of oil paintings by woe = he 
New York artist. Sent, postpa 


American ae aay 
431 S. Dearborn St., CHICAGO, ILL. 
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Have you heard this 
story about “Acres 
of Diamonds”? 


Don Ghapal, a chap who lived 
in India, and the scion of an 
old Hindu family, was dissatis- 
fied with estate left him. So 
he went out into the world to 
find a fortune. To London, 
Paris, New York, South Amer- 
ica. ‘No fortune. Lots of dis- 
couragement. Then a message 
from India: “Diamonds discov- 
ered in your own back yard 
—acres of diamonds.” 


Last year 18,000 homes were 
equipped with Supercedar 
Closets. Know what that 
means? Not closet lining alone, 
but studding, siding, door- 
frames and doors, quarter-round, 
shelving, nails, ete. 


Acres of diamonds in your own 
lumber yard! Every home needs 
a Supercedar Closet and every 
woman wants one. 


Packed at mill in sealed boxes. 
Send for miniature sample box 
free with circular and price. 


Qo MEMPHIS } 


7 NORLDS LARGEST MANUFACTURER: 
DOF TENNESSEE AROMATIC RED CEDAR 


Y 


“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con- 
stantly increasing demand for 
it. Its one red-strand is-our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicage Denver Sen Fraacisce 





as Junior Snark, C. P. Henry as Bojum, W. 
F. Edens as Scrivenoter, J. J. McFallas as Jab- 
berwock, G. E. Engstrom as Custocatian, C. A. 





A Blow to Reforestation 


Wasuincton, D. C., Aug. 13—A recent 
ruling of the bureau of internal revenue places 
still another obstacle in the path of reforesta- 
tion. This ruling is to the effect that expendi- 
tures for planting in connection with a re- 
forestation program must be capitalized and 
cannot be deducted as current operating ex- 
penses. 


The general counsel for the bureau has made 
public Memorandum No. 6544, which follows: 

An opinion is requested as to the proper 
treatment, for income tax purposes, of ex- 
penditures made iby the M company represent- 
ing the cost of planting trees in connection 
with an extensive reforestation program upon 
which the company has recently entered. The 
taxpayer states that the “reforesting of this 
land will be of no benefit to the present genera- 
tion, as it will take from forty to fifty years 
before the timber is cut.” 

Article 251 of Regulations 74, entitled 
“charges to capital and to expenses in the 
case of timber,” provides: 

In the case of a timber property held for 
future operation by an owner having no sub- 
stantial income from the property or from 
other sources, all expenditures for administra- 
tion, protection, and other carrying charges 
prior to production on a normal basis shall be 
charged to capital account; after such a prop- 
erty is on a normal production basis such 
expenditures shall be treated as current oper- 
ating expenses. In case a taxpayer, who hag 
a substantial income from other sources, owns 
a timber property which is not yet on a nor- 
mal production basis he may charge such 
expenditures with respect to such timber 
property to capital or treat them as current 
operating expenses, but whichever system is 
Adopted must be followed until permission to 
ehange to the other system is secured from 
the Commissioner. In the case of timber 
operations all expenditures for plants, im- 
provements, and equipment shall be charged 
to capital account for purposes of deprecia- 
tion. 

The fact that the election permitted by 
Article 251 extends only to “expenditures for 
administration, protection, and other carrying 
charges” implies that as to expenditures not 
included in that category, for example, the 
cost of planting trees, there is no such right 
of election, and that such costs are to be 
treated, in accordance with their inherent na- 
ture, as capital expenditures. 

A case in point is the appeal of J. H. San- 
ford (2 B. T. A., 181), in which the board said: 

“The taxpayer has included in his deduc- 
tions items which are capital expenditures, as 
for example, amounts expended in removing 
trees and brush from land which was not 
seeded to a marketable crop in the same year 
in which it was cleared. Such expenditures 
are comparable to the expenditures incident to 
the planting of an orchard which will not 
come into bearing for six years. These ex- 
penses are preparatory for the actual opera- 
tions for profit and are not at all the same as 
the current annual operating expenses.” 

In the opinion of this office the expenditures 
made by the M company representing the cost 
of planting trees in connection with its re- 
forestation program should be capitalized and 
cannot be deducted as current operating ex- 


penses. waaaaaaaaan 


Preventing Cigarette-Caused Fires 


Wasuincton, D. C., Aug. 12.—In a statement 
today E. A. Sherman, associate forester, For- 
est Service, sounds a warning against the high 
fire hazards attributed to careless cigarette 
smokers. “Some of the progressive cigarette 
manufacturers are becoming interested in the 
problem of reducing cigarette fire losses,” he 
said. “Investigations by the Bureau of Stand- 
ards on possible methods of fire-proofing the 
tips of cigarettes are receiving the manufac- 
turers’ attention. By including cautionary 





Hayes as Arcanoper and Bunk Bean as Gur- 
don. Hawk Huey was appointed as delegate 
to the 1929 annual, and fully instructed. 


notices in cigarette packages and possibly on 
cigarettes themselves it may be possible to 
reach millions of smokers with direct warn- 
ings.” 


Wood in Navy Racing Plane 


The Mercury Racer built by patriotic Amer- 
ican sportsmen for the use of Lieut. Alford J. 
Williams, crack navy flier, in the hope of re- 
capturing several world speed records for sea- 
planes, is not, needless to say, an all-metal job. 
This plane must attain a speed of 318 miles an 
hour in order to be of use to the navy’s speed 
demon of the air. He hopes it will reach 400 
miles an hour. 

The fuselage, wings and fixed tail surfaces 
are of wooden construction. In other words, 
this special racing seaplane is mostly of wood. 

Lieut. Williams is putting the plane through 
tests near the Naval Academy, An- 
napolis. In order to take off the water he 
must attain a speed around 100 miles an hour, 
the “slow” speed of the plane. Whether he 
will attempt to let out the plane to its top 
speed in the tests is not known. He has in- 
dicated that he may not do so, satisfying him- 
self from the “feel” of the racer in the air and 
the way it handles as to its probable high 
speed. 

When it is realized that the Mercury Racer 
must land at a speed of 100 miles an hour or 
faster one obtains some idea of the skill which 
Lieut. Williams and other pilots of racing 
planes must display. He must land on the 
water as light as a feather or run the risk of 
plunging beneath the surface and wrecking the 
plane and perhaps losing his life. 


Commends Construction Handbook 


“Pencil Points” for August contains a strong 
endorsement of “Wood Construction,” recently 
published by the National Committee on Wood 
Utilization. Since this publication is most 
popular among the so-calied younger genera- 
tion in the architectural field, the comments of 
the editor will be widely read by the men who 
will have most to say in construction matters 
in the future. They are the learners of today. 

“Pencil Points” says that the National com- 
mittee “may well be proud of the results of 
its labors as shown in this book by Dudley F. 
Holtman, construction engineer for the com- 
mittee.” 

The editor adds that it is “the most complete 
and useful work ever published on the subject 
and should be in the hands of every architect 
and construction engineer.” The treatment of 
each major subject, he finds, “is most thorough 
and practical, so that every problem that is 
likely to come up in the use of wood is cov- 
ered.” 

He concludes with the statement that the 
book will be “of particular value to the speci- 
fication writer who wishes to be in command 
of the most authentic available information on 
woods and their uses.” 


Healthy Gain in Postal Receipts 


Postal receipts for the month of July in 50 
selected cities throughout the country showed a 
healthy gain over the same period of last year. 
Receipts last month in these postoffices aggre- 
gated $29,068,514.75, compared with $26,507,- 
678.74 in July, 1928, an increase of $2,560,- 
836.01, or 9.66 percent. 

Receipts in 50 industrial cities likewise 
showed an increase of 7.88 percent, or from 
$2,956,041.01 in July last year to $3,189,088.10, 
a gain of $233,047.09. 
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MADERA SUGAR PINE 


(NO. 8 OF A SERIES] 


It is quite possible to make poor lumber from 
good timber, but good lumber is not to be had from 
poor timber. 

The finest Sugar Pine grows in the Central Cali- 
fornia portion of the Sierra Nevada Mountains at 
about a 5000-foot elevation. The best stands are 
found near the world-famed Yosemite Valley, just to 
the south of which lies Madera County, rich in 
timber resources. 

The Madera Sugar Pine Company's timber hold- 
ings were blocked out by 
some of Michigan's most 


through concentrated water jets under 80 lbs. pres- 
sure, absolutely removing from all four surfaces any 
sappy substances which may have exuded from the 
freshly cut lumber, and so opening up the pores in 

the wood as to assure quick and proper drying. 
Good ventilation and proper handling are the 
secrets to the successful curing of pine lumber. At 
Madera our alleyways are broad, and the general 
plan of our yard is such that there is no stilling of the 
natural, air currents. Moreover, every pile gets good 
internal air circulation 





successful cork pine pro- 
ducers nearly fifty years 
ago when the very best 
was available, their ob- 
ject being to secure from 
the West a lumber with 
which to satisfactorily 
supplement their own de- 
pleted supply of Eastern 
Pine. 

Sugar Pine, like all 
true White Pines, is a 
five-needle pine. If of 
good quality, it is straight 
of grain, soft of texture, 
and free from pitch. 
Moreover, the extremes 
of temperature to which 
it is subjected at the alti- 
tudes at which it grows 
are such as to produce a 
wood which will stand 
any exposure. Good 
Sugar Pine has almost 
no sapwood, and, if 
properly manufactured 
and cured, will dry 
straight, and will not 
shrink, check, or warp. 





and ample sunshine. 
Deterioration in dry- 
ing is a loss from which 
no one gains, and our 
piling crews are so 
trained as to assure their 
placing the lumber and 
the crossers in such a 
way that there is no pos- 
sibility of crook develop- 
ing in drying. Moreover, 
the end of the lumber is 
shaded front and rear by 
the overlapping of the 
stickers, thus preventing 
split from too rapid 
end drying. Lumber so 
dried has added cutting 
value because every cut 
in the piece is straight 
and true, and there is no 
waste from bad ends. 
The bulk of the pine 
lumber shipped from the 
Pacific Coast is now 
dressed before loading, 
and the millwork de- 
mands made upon its 
producers are such that 
those who are progres- 








Careful operators get 
their Sugar Pine Logs 
into storage ponds with 
the minimum of delay so 
as to eliminate discolora- 
tion from stain. Madera 
Sugar Pine is never felled until the loggers are ready 
to remove it, and our freshly cut logs always produce 
lumber which is consistently creamy white in ap- 
pearance. 

The value of water curing Pine was established 
early in America’s lumber history, and our Eastern 
promoters not only arranged for prolonged pond 
storage for our Sugar Pine logs, but also for the 
rafting of our lumber from the mountains to the 
plains on the waters of the Fresno River. 

In recent years we have further perfected the 
water curing of our lumber by passing every plank 


“The best stands are found near the world-famed 
Yosemite Valley, just to the south of which lies 
Madera County, rich in timber resources.” 


sive have equipped them- 
selves in such a way as to 
be able to satisfactorily 
take care of the most ex- 
acting requirements. Bet- 
ter than fifty years of 
operating experience has taught us the value in 
keeping in the lead in mechanical things, and we 
have always prided ourselves both on the quality of 
our output and the character of our service. 

Of equal importance is the matter of uniformity 
in grading, as satisfactory trade relations cannot be 
maintained on any other basis. The Madera Sugar 
Pine Company is fortunate in having as its Superin- 
tendent a lumberman of eastern training and wide 
experience, who has gathered about him a corps of 
veteran graders the consistency of whose perform- 
ance we feel has given MADERA SUGAR PINE 
the fine reputation it everywhere enjoys. 


MADERA SUGAR PINE CO., Madera, Calif. 


Because of their general interest, especially to all users of pine lumber, this 
series of letters prepared by the Madera Sugar Pine Co., Madera, Calif., 
and sent to its entire list of distributors, is being published setially in 
the American Lumberman, and will be available to any one interested. 
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We have modern facilities 
for Kiln Drying, Resawing 
and Dressing Lumber. 
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| Order What You Need 
from Specialists in 


YELLOW PINE and 
HARDWOODS 


Lumber, Timbers, 
Ties, Piling 


WHITE PINE, FIR 


We are also Headquarters for 
Creosoted Products. 


Beaumont Lumber Co. 


BEAUMONT, TEXAS 
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News of West Coast Activities 


On Search for Missing Son 


PorTLAND, Ore., Aug. 10.—Mr. and Mrs. 
G. K. Gamble, of New York and Dubois, Pa., 
were in Portland last week on a search for 
their son, Nathaniel, who has been missing 
since March 7, when he wrote them that he 
planned to leave for New York. He was at- 
tending the University of Washington at Seat- 
tle. From here the Gambles went to Seattle, 
suspecting that the young man had perhaps 
decided to go into the lumber camps to gain 
first hand knowledge of the lumber business, 
in which his forebears have been engaged for 
a long time, Mr. Gamble being interested in 
the Westwood Lumber Co., at Wheeler, Ore., 
and also the Dubois Lumber Co. Mr. Gamble 
is a brother-in-law of John Dubois, of Dubois, 
Pa. Friends of the Gambles here think that 
perhaps the young man went to sea and is 
heading for New York. 


Starts Operation of New Plant 


PorTLAND, Ore., Aug. 10.—The Harty Man- 
ufacturing Co. has just started manufacturing 
in its modern plant at the foot of McKenna 
Avenue here. Its plant 
site covers 2% acres 
near the Willamette 
River on a Union Pa- 
cific Railroad spur, and 
the main factory build- 
ing contains 25,000 feet 
of floor space. 

In addition to mak- 





G. M. HARTY, 
Portland, Ore.; 


President Harty Manu- 
facturing Co, 





CORPORATION 
PLYWOOD OF 
RECOGNIZED QUALITY 
NDON , WISCONSIN 
» Latest Price List 


Manufacturers 


Short Leaf Pine and Hardwoods 














Loggi rd 

SSINE Raid c. Bryant 
Have you a problem to solve in 
transportation of harvesting tan par and 
for login wh a 
etc. Cloth, $4.50, postpaid. 
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ing gutter stock, mold- 
ings, and many other 
items from fir lumber, 
it will also bring in 
pine from California 
and southern Oregon, 
which will be made up 
into moldings, frame 
material, turned balusters, casing, base, and 
other products. 

The company was established in 1888 by the 
father of George M. Harty, its present presi- 
dent, and operated a factory in Chicago where 
white pine moldings, and other items needed 
by the retail yard trade were made. Sub- 
sequently the company established a plant at 
Tacoma, Wash., where, for many years, gut- 
ter stock, moldings, columns etc. were its main 
products. Some months ago Mr. Harty de- 
cided to include items made from pine in his 
output, and moved to Portland where pine can 
be advantageously shipped in for re-manufac- 
turing purposes. Though served by the Union 
Pacific Railroad, shipments can be made over 
any of the trans-continental railroads. 

In addition to the items it manufactures in 
pine and fir the company will also include 
doors and plywood, besides most standard items 
in fir uppers in one car when buyers desire 
this done. 


Pondosa Withstands Hard Usage 


PorTLANnD, Ore., Aug. 10.—In the offices of 
the Western Pine Manufacturers’ Association 
in the Yeon Building, this city, reposes a piece 
of lumber that proves the lasting qualities of 
Pondosa pine, even under most adverse con- 
ditions. It is a section of a 3x12-inch mud sill 
shipped in from the mill of the Craig Moun- 
tain Lumber Co., at Winchester, Idaho, where 
it was taken from a plank that had served as 
part of a loading dock for twenty years. Age 


-and exposure have turned the piece a silvery- 





grey, but the color change was the only one. 

W. C. Geddes, president of the Craig 
Mountain Lumber Co., who was in Portland 
this week attending the association’s semian- 
nual meeting, said that the piece was cut from 
one of the planks when alterations were made. 
The sills were found so sound that there was 
no need for replacement. These sills have 
been in mud much of the time. 


Places Repeat Order for Kilns 


Lipsy, Mont., Aug. 10.—The second repeat 
order has just been placed by the J. Neils 
Lumber Co., of this city, with the Moore Dry 
Kiln Co., of North Portland, Ore., for two 
additional Moore reversible cross circulation 
internal fan kilns, giving the company a battery 
of eight kilns of this type. These kilns will 
be used for drying pondosa pine, Idaho white 
pine and Montana larch, and because the stock 
will be piled edge to edge, flat, thereby elim- 
inating vertical flues, the Neils company’s dry- 
ing capacity will be greatly increased. 


Rockefeller Buys Redwood Tract 


[Special telegram: to AMERICAN LuMBERMAN] 


San Francisco, Cauir., Aug. 12.—It is re- 
ported here that John D. Rockefeller has 
pledged $1,000,000 toward the purchase price 
of the Bull Creek and Dyerville Flat groves 
of redwood for a State park. He has pledged 
another $1,000,000 toward the purchase of a 
pine tract inside and immediately west of Yose- 
mite National Park. It is understood that 
these are not commercial purchases. 





Scientific Soil Survey Progress 


Officials of the Department of Agriculture 
are much impressed with the importance of 
scientific soil survey, made with a view to ad- 
vising land owners what crops are likely to 
do best in given areas.. In this connection Dr. 
Henry G. Knight, chief of the bureau of chem- 
istry and soils, calls attention to the fact that 
only two other States in the Union have made 
such progress as Alabama in surveying and 
mapping their agricultural soils. Dr. Knight 
this week is participating in the ceremonies in- 
cident to the laying of the cornerstone for a 
chemical building at the Alabama Polytechnic 
Institute at Auburn. 

Dr. Knight states that Alabama is now in 
a position to make a land classification upon a 
firm scientific basis whereby crops will be 
adapted to the soil and much of the uncertainty 
will be taken from the agricultural industry 
in that State. In view of the exceptional re- 
sources of Alabama, Dr. Knight feels that the 
chemist has almost unlimited opportunity to 
develop the latent wealth of the State. These 
resources include forests, mines and farming 
areas. 


Plan Forestry Conference 


Arrangements for a State commercial for- 
estry conference are under consideration by in- 
dustries interested in West Virginia, accord- 
ing to the Chamber of Commerce of the United 
States. Manager Brookings and A. A. Dop- 
pell, of the national resources production de- 
partment, have conferred with a number of 
land owners and representatives of industries 
dependent upon forest products, and plans for 
a conference looking to the maintenance of 
the forest resources of the State, which con- 
stitute one of its principal sources of income, 
are in process of development. 

1. W. W. Wiley, director of the national 
chamber, has been taking the initiative in can- 
vassing the situation and assisting in prelimi- 
nary plans for the proposed conference. 
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The First of the Month 


Don’t wait for the new year 
To check up your books, 
To figure your balance 
And see how it looks; 
Because of the new years 
At least there are twelve 
For all of the fellows 
Who labor or delve. 


The first of the new month, 
The last of the old, 
Then figure your losses 
Or count up your gold. 
The first of the new month 
Take stock and take heart, 
And find what’s the matter 
And make a new start. 


Don’t wait for December 
When August is here; 
The new year is distant, 
The new month is near. 
If some way is better 
To buy or to sell, 
The first of the new month 
Will do very well. 


Between Trains 


Des Moines, Iowa.—The Iowa Funeral 
Directors Association still sticks to the an- 
nual banquet idea, and we don’t know but 
that it should. Annual banquets have done so 
much for the funeral directors, that we sort 
of hate to see the funeral directors untrue to 
annual banquets. We enjoyed both the Ne- 
braska and the Iowa meetings, for funeral 
directors are rather merry chaps, as they are 
in a position to be, a much better position than 
the rest of us are. Yes, the undertaker is far 
from being lachrymose or lugubrious, or af- 
flicted with hypochondriasis in any form. 

We asked one of the funeral directors if he 
knew a certain fellow in his town. He said, 
“Sure. I’m one of his best friends. I buried his 
mother-in-law.” 


MANSFIELD, On10o.—Shakespeare, who also 
wrote some very good stuff, said that there 
was nothing in a name, but consider the case 
of Mr. Nail and Mr. Kegg, of this fair city, 
both of whom are in the lumber insurance 
business. We have known Mr. Nail ever since 
he was a tack and Mr. Kegg ever since he was 
whatever it is a young keg is. We missed 
both of them on this occasion, much to our 
regret. Back in 1915 Kegg ran us out of this 
town. We had to get to Perryville, and there 
was no train, but Kegg said he would be glad 
to help us move on. 

This time we were the guest of the Kiwanis 
club, and they told us they had been figuring 
on it for years. It is a thing that should be 
carefully thought over. 


We See b’ the Papers 


A lot of stock brokers are away on our 
summer vacations. 

The worst of following the ponies is that 
the ponies get the same habit. 

Is life worth living, or would it be better 
to change a tire on the pavement? 

Laugh and the world laughs with you, but 
start to fix a tire and that’s different. 

Two women are going after an endurance 
record, and it isn’t a conversation this time. 

America has one of the greatest navies in 
the world, except, of course, the rum-runners. 

Public officials do not have to pay taxes. All 
they tax of their own is their ingenuity how 
to tax us. 


The Graf Zeppelin didn’t get nearly the pub- 


licity this time, but it behaved itself, that’s 
the reason. 

It seems that Dr. Snook, a_ veterinarian, 
posed as a salesman. A lot of salesmen do 
the same thing. 


The problem of our foreign relations seems 
to be here to stay. When relations come they 
generally are. 


The Cubs paid only $5,000 for Hack Wil- 
son. Seven other clubs would gladly pay the 
Black Hand that. 

“What Are the Wild Waves Saying, Sis- 
ter?” was written years before the radio but 
it is still appropriate. 

Altoona is going to have another automo- 
bile race, showing that towns don’t learn much 
by experience, either. 

These are the days when it is so quiet and 
peaceful in the country, except for the radios, 
automobiles and things. 

An electric wire dragged through the water 
renders fish unconscious. Dragging us to the 
opera has the same effect on us. 


Automobiles seem to have reached the sat- 
uration point. We saw about twenty of them 
parked around one yesterday. 


The woman driving a car on a narrow road 
where someone has to turn out seems to have 
forgotten all about the equality of the sexes. 

One thing that we might do with our ex- 
Presidents that ,would probably please them 
as much as anything would be to leave them 
alone. 


We don’t know about wheat, but for getting 
stabilized we never knew anything to quite 
equal a farmer coming in from taking care 
of his stock. 


The late Enos Millé told us one time that 
he would rather wander around in the Rockies 
unarmed than to try to cross Michigan Ave- 
nue. That gave him a real scare. 


We were once secretary of the Michigan 
State League, and we want to say, as a bush 
league official, that the Hard Road League 
down in Illinois and Kentucky is well named. 


The Team’s in Town 


Business rather small, 
Money not so free, 
Nothing much at all 
What it ought to be; 
Price unsteady, too, 
Rather up and down, 
Things look rather blue— 
But the team’s in town. 


Honey has a streak, 
Like a woman will, 

And she’ll hardly speak 
To a fellow—still 

One can get along, 
Though a woman frown, 

Though she has you wrong, 
If the team’s in town. 


I had every kind, 
Kind of griefs and cares, 
Couldn’t get my mind 
Off of my affairs; 
Told the doctor so, 
“Why, you great big clown,” 
Doc said, “don’t you know 
That the team’s in town?” 


Maybe you’re the same, 
Think about your ills, 
But a baseball game 
Beats a thousand pills. 
Cares may come and bring 
Griefs to bear you down, 
But there’s no such thing 
When the team’s in town! 





| Try Buying Your 
| Flooring and Trim 











THIS WAY 


We find that the most 
convincing proof we can 
offer of the advantages of 
ordering Meadow River 
Hardwood Flooring, Hard- 
wood Trim, Stepping, Ris- 
ers and Poplar Bevel Sid- 
ing all in one car is a trial 
order itself. 


By actually trying one 
of our mixed cars you can 
see for yourself the fine 
quality of Meadow River 
stock, how our mixed cars 
reduce your stock invest- 
ment and freight costs and 
speed up your turnover. 
You can see that Meadow 
River mixed cars save you 
time and trouble in order- 
ing and in checking ship- 
ments. 


Other dealers are profit- 
ing. Why not you? 


—IN ONE CAR 


FLOORING— 


Red Oak Maple Beech 
White Oak Birch 


FINISH AND TRIM— 


Chestnut Birch Ash 
Oak Poplar 


MOULDINGS— 


Oak Poplar Basswood 
Chestnut Birch 


STEPPING AND RISERS— 
Oak Birch 


BEVEL SIDING— 
Poplar 








7 


LUMBER Co. 
RAINELLE, WEST VA. 


THE MEADow RIVER | 
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The Go-Getter Pup Sez— 





There’s Profits in 
Quick Turnover 


Small stocks and quick turnover are the 
modern business tormula. Seidel quick local 
lot shipments keep your investment down 
and turnover up. 


Why have your money tied up in a slow 
moving stock when we can ship you prompt- 
ly anything you need by local freight? De- 
livery to any point within 600 miles in 48 
hours. One board or a carload. 


If it’s used in building, we sell it. 
How may we serve you today? 


Senele 


LUMBER Co. 
St. Louis, Mo. 








Tidewater Red Cypress 


Our mills manufacture Genuine Tidewater 
Red Cypress. They have complete Planing 
Mill facilities enabling us to ship mixed 
cars Finish, Mouldings, etc., quickly. 


Along with our Cypress we can furnish 
SHORT LEAF PINE FINISH 


SAP GUM MAGNOLIA 
RED GUM POPLAR 
TUPELO ASH 
MAPLE OAK, ELM 


Let Us Serve You 


GULF RED CYPRESS CO. 
13th Floor Barnett National Bank Building 
JACKSONVILLE, FLA. 











Yellow Pine 


Timbers,:-Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 


























. IDAHO 
White Pine MINNESOTA 
WESTMONT 


LONG and SHORT LEAF 
ALSO) Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 














Business Changes 


ALABAMA, Goodwater—Singleton Lumber Co. 
has taken over the business of the McLeod Lum- 
ber Co, and will operate the concentration yard 
and planing mill for retail and wholesale trade. 
Tod Singleton, who has managed the plant for 
several years, will continue with the new organi- 
zation. 

Tuscaloosa—Bridgers & Tidwell, retailers, have 
been succeeded by Bridgers & Tidwell Lumber Co. 
(Ine.); no change in ownership and management. 

ARKANSAS. Gravette—G. G. Kirkpatrick suc- 
ceeded by E. M. Berry; hardware, furniture, build- 
ing supplies, lumber, paints, implements. 

CALIFORNIA. San Jose—Anderson-Barngrover 
Mfg. Co. succeeded by Food Mfg. Co, 

GEORGIA. Toccoa—Harbin Bros. Lumber Co. 
succeeded by Richardson Lumber Co. 


KENTUCKY. Covington—C. W. Carr Carving 
Co. succeeded by Covington Carving & Turning Co. 
MINNESOTA. Osakis—Merrick Lumber Co.’s 


yards purchased by Lampert Bros. Lumber Co., of 
Minneapolis. 


MISSOURI. Bourbon—J. M. Hill, lumberman of 
Croches, has bought the Highway Planing Mill at 
Bourbon and will operate with H. C. Tiner in 
charge. 

NEBRASKA. Tekamah—Grothe Lumber Co. sold 
to Rasmussen Bros. of Omaha. 

NORTH CAROLINA. Greensboro—Mixer & Co. 
moving to Atlanta, Ga, 


OHIO. Fredericktown—F. B. Zieg Mfg. Co. suc- 
ceeded by Sunglow Industries. 


OREGON. Corvallis—Corvallis Lumber Mfg. Co. 
succeeded by Corvallis Lumber Co. incorporated 
with capital of $350,000. 

Portland—Feazle Shingle Co. changing name to 
Black Bear Co. of Oregon. 

Sheridan—Sheridan Planing Mill Co. changing 
name to Sheridan Mill Co. 


TEXAS. Crystal City—Winter Garden Lumber 
Co. sold to John F. Grant, of Houston. 

Mineola—Salt City Co. sold lumber yard to Lyon- 
Gray Lumber Co. which will continue with G. B 
Sharp as local manager. 

San Perlita—Scott Lumber Co., of Raymondville, 
takes over H. D. Niday’s lumber yard and will 
add a line of hardware and builders’ supplies. 

VIRGINIA. Richmond—Bruner Lumber Co. and 
Berger Mfg. Co. have consolidated the plants under 
name of Toy & Specialty Mfg. Corporation, which 
will produce a line of toys and fabricated steel and 
nickel products, according to announcement of 
R. T. Lipscomb, of the Engineering & Security 
Service Corporation. 

WASHINGTON. Aberdeen — Greenwood Log- 
ging Co. sold the A. J. West Mill to S. M. Ander- 
son et al. 

Asotin—Ernest Young, of Clarkston, purchased 
the Farmers’ Saw Mill and will move it to George 
Creek to cut timber owned by C. T. Parsons. 

WISCONSIN. Milwaukee—Schneider-Deschamps 
Lumber Co. succeeded by William A. Schneider. 

Springbrook—Springbrook Lumber Co. sold to 
Gillett Lumber Co, 


Incorporations 


FLORIDA. Quincy—Creek Lumber Co., incorpo- 
rated; capital, $50,000. 

Vero Beach—Crosby Builders Supply Co., incor- 
porated. 

Jacksonville—De Muth Lumber Co., incorporated: 
capital, $100,000; wholesale lumber; 805 Fiorida 
National Bank Building. 

Tampa—Emerick Lumber Co, incorporated. 


ILLINOIS. Chicago—General Power Door Co. 
of Illinois, incorporated; to manufacture garage 
doors; 2626 S. Parkway. 

IOWA. Center Point—Center Point Lumber Co., 
incorporated; capital, $33,000. 

MASSACHUSETTS. Lowell—Lowell Lumber Co, 
incorporated; capital, 5,000 shares, no par value. 

MICHIGAN. Clawson—Clawson Lumber Co., in- 
corporated. 

MISSOURI. Springfield—Central Wholesale Lum- 
ber Co., incorporated; capital, $30,000. 

NEW JERSEY. North Bergen—B. M. 
working Co., incorporated. 

Bloomfield—Ogden & 
2,500 shares, no par value. 

NEW YORK. Southampton—Peconic Lumber 


Co., incorporated; capital, $20,000; Lewis Cwebel, 
Riverhead, L. I. 


Wood- 


Cadmus, incorporated; 


Arlington—Davis & Cole, incorporated; lumber. 

NORTH CAROLINA Charlotte—Edna Lumber 
Co., incorporated; capital, $30,000. 

OHIO. Dayton—Dayton Sash & Door Co., incor- 


porated; capital, $100,000; to manufacture, store 
and deal in lumber, timbers, doors, sash and all 
kinds of millwork. 

Cleveland—Zwick Barrel & Cooperage Co., incor- 
porated; capital, 100 shares no par value; to manu- 
facture and deal in barrels, casks. etc. 


OREGON. Arlington—John A. Day River Lum- 
ber Co., incorporated; capital, $25,000. 
Corvallis—Swartley March Co., 

capital, $16,000; lumber. 





incorporated; 


Portland—Manary-Davis Logging Co., 
rated; capital, $30,000. 

Portland—-Panama Cooperage Co., incorporated: 
capital, $10,000; cooperage 

St. Helens—St. Helens Sash & Door Co., 
porated; capital, $5,000; sash and door 
facturer. 

PENNSYLVANIA. Philadelphia—General Wood 
Products Co., incorporated. 

TEXAS. San Antonio — Richey Kirby Lumber 
Co, increasing capital from $40,000 to $150,000. 

WASHINGTON. Longview—Longview Panel & 
Plywood Co., incorporated; capital, $50,000. 

Seattle—Yellow Cedar Co., increasing capital to 
$385,000; cedar products. 

WISCONSIN. Brownsville—Jacobson 
Co., incorporated; capital, $15,000. 

Pepin—Pepin Stockholm Lumber Co, incorpo- 
rated; capital, $15,000. 

Milwaukee—Peterson & Hempe, 
capital, $3,000; planing mill. 

WEST VIRGINIA. Zea-——Whitewater Lumber 
Co., incorporated; capital, $5,000. 


New Ventures 


ALABAMA. Birmingham—Alabama Millwork 
Co. has begun a retail millwork and trim business, 
taking over the plant formerly operated by South- 
ern Millwork Co., owned by Will C. Grounds. 


ARKANSAS. Blevins—W. P. Riggins has started 
a sawinill. 


ILLINOIS. Hopedale—Railsback Bros. recently 
began a retail lumber business. 

MASSACHUSETTS, Lowell—Lowell Lumber Co. 
has started in business with Sydney Greenberg as 
president. 


MISSISSIPPI. Hiwannee—C. L. Gray Lumber 
Co. has started a planing mill. 


NEW YORK. New York—Bowman-Hicks Lum- 
ber Co. has begun a wholesale business at 3634 
Grand Central Terminal. 

New York—J. Jeremiah Sullivan has _ begun 
business at 5 Columbus Circle; commission lumber. 

NORTH CAROLINA. Hickory—J. W. Shuford 
has started a retail lumber business. 


OHIO. Cleveland—Weatherbest Stained Shingle 
Co. has opened a branch at 2735 Pittsburg Ave. 

OKLAHOMA, Hobart—Hobart Lumber Co. has 
begun a retail lumber business. 

Poteau—Stanley Hicks has started a saw mill. 


OREGON. Portland—V. B. Adcock and Wynn 
Selander have engaged in business as Adcock & 
Selander Hardwood Floor Co. 

ie, & Co. have started a saw- 
mill. 

TENNESSEE. Memphis—Babcock Lumber Co. 
has started a wholesale business at 583 Shrine 
Building. 

Somerville—Dixie Tie & Dimension Co. recently 
began business, 


New Mills and Equipment 


MICHIGAN. Marquette—Brunswick Lumber Co. 
will start work on construction of dimension plant 
at Dead River; also dry storage room, etc. 


MISSOURI. Kansas City—Lapsley-Baker Lum- 
ber Co. will rebuild plant damaged by fire re- 
cently; cost, $90,000. 

SOUTH CAROLINA. Landram—J. T. Green 
Lumber Co. will rebuild recently burned plant; 
cost about $15,000; two miles south of Tyon on 
the Spartanburg Highway. 


WASHINGTON. Cloverland—Ernest Young will 
establish a sawmill here. 

Olympia—Washington Veneer Co. preparing plans 
for factory building to be ready for operation 
about Jan. 1; L-shaped building, 50x350 ft., and 
100x400 ft., to be operated by central power plant. 

Olympia—Hyak Lumber Co. will erect factory 
building later in the year; a retail yard and 
storage warehouse are now under erection. 

Port Angeles—Mike Schmitt, of Port Angeles, 
will erect a cedar shake mill, with dry kiln, to 
cost about $4,500. 


Casualties 


FLORIDA. Tarpon Springs—Tarpon Lumber & 
Supply Co., loss by fire, $33,000. 

Pensacola—Harvey Lumber Co., loss 
$50,000. 

GEORGIA. Cairo—Plant of the Tyson Lumber 
Co., loss by fire. 

Georgetown—Pine Lumber Co., plant destroyed 
by fire, loss, $20,000. 

LOUISIANA. Alexandria—Hickory handle fac- 
tory of J. B. Calvert Co. (Inc.) destroyed by fire; 
loss, $21,000. 

MASSACHUSETTS. Fall River—Dexter Lumber 
Co., loss by fire. 

MISSOURI. Monett—Coleman Lumber Co., loss 
by fire. 

NEW HAMPSHIRE. Rochester—Studley Lum 
ber Co., loss by fire, $2,500. 

NORTH CAROLINA. Big Laurel—Gennett Lum- 
ber Co,, loss by fire, $10,000. 


NORTH DAKOTA. Minot—Minot yard of the 
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Piper-Howe Lumber Co. destroyed by fire with 
loss of $30,000, 
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OHIO. Toledo—Hixon-Peterson Lumber Co., loss 

fire, $75,000, 
»y OKLAHOMA. Ardmore—Plant of Fraley Toy & 
Novelty Co., loss by fire, $25,000. 

OREGON. Albany—Sawmill of Fir Lumber Co., 
loss by fire, $3,000. 

St. Helens—St. Helens Dock & Terminal Co., loss 
py fire, $20,000; saw and tie mill, dock, lumber 

d ties. 
me Helens—Swift Lumber Mill, of J. A. Irwin, 
loss by fire, $40,000. 

st. Helens—Chas, R. McCormick Lumber Co., 
loss by fire in shipyards, $50,000. 

TENNESSEE. Clarksville—Ewing & Co., mill 
plant destroyed by fire; loss, $12,000. 

TEXAS. Hempstead—South Texas Lumber Co., 
loss by fire, $6,000. 

McGregor—Wm, Cameron & ey 
Amsler & Co., loss by fire, $45,00 


(Inc.) and §. 


VIRGINIA. penlinsc Bnet nosing mill of Nettle- 
ton & Co. destroyed by fire; loss, $40,000. 

ty Snongy + ta Raymond—Larson Tie Mill, loss 
by fire, $5,0 


Selleck a deaitis States Lumber oe loss by fire 


in mill, dry kilns and dock, $100,000 
WEST VIRGINIA. Huatington—Superier Lum- 
ber Co., loss by fire. 


Trouble and Litigation 


BALTIMORE, MD., Aug. 12.—The Lafayette 
Mill & Lumber Co. has filed a petition in the 
circuit court here asking appointment of re- 
ceiver. The petition states that although the 
company is solvent and able to pay all of its 
obligations, the president, Charles H. Crom- 
well, has called a meeting of the board of 
directors at which he stated that because of 
his failing health and the unwillingness of 
the directors to have someone else take his 
place in the corporation, he deemed it advis- 
able to file a petition for appointment of re- 
ceivers. The decision was approved by the 
board and the stockholders. Judge A. §S. J. 
Owens signed an order designating Frederick 
J. Singley and J. Royall Tippett receivers. It 
is likely that the business will be reorganized. 


BALTIMORE, MD., Aug. 12.—The Bethesda 
Lumber Co. (Inc.), of Bethesda, Md., has been 
adjudged bankrupt and its affairs turned over 
to Arthur D. Millard, referee. On the same 
day and in the same court Edmund A. Murphy, 
a lumber dealer of Bethesda, also filed a peti- 
tion asking that he be declared bankrupt. 


BIRMINGHAM, ALA., Aug. 12.—The Mur- 
ray Lumber Co., retailer in the Tarrant City 
section, has been declared bankrupt, involun- 
tary petition having been filed by the Birm- 
ingham Sash & Door Co. and two other cred- 
itors. Stock on hand is to be sold and the 
closing out of the business will be handled 
promptly. 


Timber Land Sales 


WILLIAMSON, W. ‘VA., Aug. 12.—The 
Northeast Lumber Co., of Nelco, which has 
been operating a big timber tract in Millers 
Creek for the past three years, has purchased 
8,000 acres of virgin hardwood timber on 
Track Fork of Pigeon Creek, it was announced 
by O. F. Burns, president of the concern. The 
deal was closed with the Cole and Crane estate 
of Cincinnati and the Stuart Woods estate of 
Philadelphia. The new tract is forested with 
high grade poplar, white oak, black walnut, 
ash, hard maple and basswood. The timber 
will be shipped to the big bandmill at Nelco, 
two miles below Nolan, where it will be pre- 
pared for commercial use. 


BEAUMONT, TEXAS, Aug. 12.—The Eunice 
Bandmill Co. has purchased from J. L. Larson 
et al., of McGregor, Iowa, all the timber 
above 12 inches in diameter on 320 acres 
about twelve miles southeast of Oberlin, La., 
for a cash consideration of $5,500. This is 
considered an excellent tract of hardwood tim- 
ber with a mile frontage on Bayou Blue. They 
ae three years within which to remove the 

mber. 


SHREVEPORT, LA., Aug. 12.—For a con- 
sideration of $200,000 cash, the Roy O. Martin 
Lumber Co., of Alexandria, La., acquired 7,500 
acres of hardwood timber, comprising about 
35,000,000 feet, located in Natchitoches, Red 
River and Bienville parishes. The timber will 
be transported to the Alexandria mills of the 
Roy O. Martin Lumber Co. over the Louisiana 
& Arkansas Railroad. This transaction, it is 
reported, gives the company 80,000,000 feet. 
The tract just acquired was formerly owned 
by the Southern Advance Bag & Paper Co., 
at Hodge, La. The new timber, together with 
what will be bought later, will, it is estimated, 
insure operations for ten years. 





THERE WERE 30,990,304 telephones in the 
world on Jan. 1 last, of which 18,522,767, or 
approximately 60 percent of the total, were in 
the United States. 





LUMBER TRANSPORTATION 


New Joint Rates Effective 


MEMPHIS, TENN., Aug. 13.—Announcement 
is made by the Southern Hardwood Traffic 
Association that the new joint net rates on 
rough material from points on the Gulf, Mo- 
bile & Northern Railroad to Memphis and re- 
shipment on the Frisco Railroad will be effec- 
tive on Sept. 1. The new rates will apply on 
rough lumber, rough handle blanks or squares, 
staves, heading, flitches, wooden billets, 
wooden bolts and logs, carloads, according to 
the announcement. 

The new rate will be a big help to the body 
and flooring plants located in Memphis and 
will give them a new source of supply. It 
will also give a new outlet to the mills along 
a of the Gulf, Mobile & Northern Rail- 
road, 











SSSR EEE2428: 


Additional Applications for Relief 

WASHINGTON, D. C., Aug. 12.—Division 2 of 
the Interstate Commerce Commission last 
week issued in connection with Docket No. 
13449—North Carolina Pine Association et al. 
vs. Atlantic Coast Line Railroad Co. et al.— 
Supplemental Fourth Section Order No. 8843, 
bringing some 27 additional applications for 
Fourth Section relief within the original or- 
der, which was entered Dec. 8, 1923. The ad- 
ditional applications are treated precisely as 
if they had been filed prior to the issuance 
of Fourth Section Order No. 8843, granting 
the carriers certain relief with regard to rates 
on lumber and forest products to Eastern 
Trunk Line Association and New England 
territories. 


Ratings on Table Slides 


WASHINGTON, D. C., Aug. 12.—Division 5 of 
the Interstate Commerce Commission has 
handed down a decision in Docket No. 21640— 
Jefferson Wood Working Company, Inc., vs. 
Akron, Canton & Youngstown Railway Co. et 
al.—holding that the carload and less-than- 
carload ratings on table slides in the white, 
in official, southern and western classifications 
are not unreasonable, except that the sixth- 
class carload rating in southern classification 
applicable on the commodity from Louisville 
is unreasonable to the extent that it exceeds 


seventh-class. 
SSSGeeaeaeeaaea: 


Cancel Suspended Schedules 


WASHINGTON, D. C., Aug. 12.—The Interstate 
Commerce Commission has vacated its order 
of suspension, issued April 30, last, in Investi- 
gation & Suspension Docket No. 3286—Logs 
from Southern Railway System points to Gulf, 
South Atlantic and Virginia Ports, When for 
Export—the carriers having filed a tariff, now 
in effect, cancelling the suspended schedules. 

A similar order has been issued for the same 
reason in I. & S. Docket No. 3306—Transit 
Arrangements on Lumber and Related Articles 
at Granite City, Ill, and Nearby Points. 


Seeks Reparation on Piling Rates 


WASHINGTON, D. C., Aug. 13.—The Manassa 
Timber Co. has filed with the Interstate Com- 
merce Commission a complaint against the 
Alton & Eastern Railroad Co. et al., challeng- 
ing the reasonableness of rates on piling in 
carloads from points in northeast Arkansas 
and southeast Missouri to destinations in IIlli- 
nois and other States. Numerous shipments 
have been made during the last two years, on 
which complainant seeks reparation. The com- 
mission is requested to prescribe reasonable 
and just rates for the future. 


Week’s Loadings of Revenue Freight: 


Loadings of revenue freight as reported to 
the car service bureau of the American Rail- 
way Association for the week ended Aug. 3, 
1929, totaled 1,104,193, as follows: Forest prod- 
ucts, 67,534 (a decrease of 203 cars below the 
week immediately preceding); grain, 74,875 
cars; live stock, 21,603 cars; coal, 162,842 cars; 
ore, 74,060 cars; coke, 11,910 cars; merchandise, 
259,398 cars; and miscellaneous, 431,971 cars. 


| Floors That Make 
And Sell a 
| Home 


Maple and its kindred woods— 
Birch and Beech—are increasing in 
popularity every day. Why? Because 
builders know that these woods, when 
selected for flooring, make homes 
more beautiful and add selling value 
to every home. New stains have been 
perfected which make it possible for 
home owners to have colored floors 
which harmonize with their furnish- 
ings. 


both for new homes and remodeling 
jobs. If you are not already selling 
this high quality, carefully manufac- 
| tured flooring, let us suggest that you 


| offers dealers good sales possibilities, 


put some of it in stock soon so that 
you can give your customers big value 
for their money. Our flooring is truly 
the “Old Reliable” in every sense of 
the word. 

i Send us the coupon below and keep 
in touch with our offerings in big 

| value flooring. 


We also manufacture Hard 
and Softwood Lumber, 
Lath and Poles 


Company 
Receiver for William Horner 


| Grand Rapids Trust 


Plant: Newberry, Mi 


¥ Perkins polde-» Grand Rapide, Mich. 


exe ew MAIL THIS COUPON @ au 


Grand Rapids Trust Co. 
Receiver for William Horner 
i Perkins Bldg., Grand Rapids, Mich. 


latest stock list of ‘‘ Old Reliable”’ 
Hardwood Flooring. 

| I would like to receive future lists as 
they are isgued. This will not obligate 
me in any way. 


| Gentlemen: — Please send me your 


| Tk inchs oo stice Sumer nqunstnepageivedseeens 
| PRR oscieccussne signucns eemenigntudbewes 

_ ‘City....-------------- seeas-eee-ne State-....- 
a oa=p awe] se = «aS cue 
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For many years 
lumber buyers 
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Long Leaf ¥el- 
low Pine lumber 
and structural ma- 
terial. It’snature’s 
best building ma- 
terial. 


R.W. WIER 
Lumber Company 
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Distributors:— WierLong Leaf LumberQ. 
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GOLDSBORO 
N. C. PINE 


Our “ Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 


Let us prove it on your next order. 


The Aristocrat of Structural Woods 








WASHINGTON, D. C. 
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Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 
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FRANK A. FULLER, president and general 
manager of the Fuller Goodman Co., operator 
of thirty-three line yards with headquarters 
at Oshkosh, Wis., died at his home in that 
city, Aug. 10, as a re- 
sult of a stroke of par- 
alysis which he_ sus- 
tained exactly three 
weeks before, since 
which he had been con- 
fined to his bed. Mr. 
Fuller’s death removes 
one of the most able 
and successful retail 
lumbermen, an _  enter- 
prising and highly hon- 
ored citizen, and a 





THE LATE 
FRANK A. FULLER 





pioneer in the newer 
aspects of modern mer- 
chandising. He was still 
comparatively young, 
just 56, and was as 
energetic and active as 
any of the younger 
men. He had achieved 
a reputation for busi- 
ness acumen and civic 
leadership in his native 
city. Mr. Fuller was 
the organizer of his concern and within less 
than two decades it has become one of the 
largest retail lumber businesses in that region. 
Born in Oshkosh, Aug. 21, 1873, Mr. Fuller had 
lived in that city all of his life and found 
time to take a prominent part in many of its 
civic affairs. Without finishing high school 
he began his business career with the Morgan 
Co., of Oshkosh, working in several depart- 
ments before traveling for that concern in 
Wisconsin. After acting as the Wisconsin 
representative for several years he left that 
employ to organize the Central Lumber Co., 
purchasing yards already established at Wau- 
paca, Weyauwega, Dale, Wrightstown and De 
Pere, all in Wisconsin.. C. A. Goodman .and 
R. B. Goodman, both of Marinette, Wis., were 
taken into the Central Lumber Co. by Mr. 
Fuller in 1916 and the name of Fuller Good- 
man Co. was adopted. New yards were ab- 
sorbed from time to time, until the company’s 
establishments dotted the eastern part of the 
State from the suburbs of Milwaukee to upper 
Michigan. He, and also his local yard man- 
agers acting under his instructions, took 
active part in building up the Wisconsin Re- 
tail Lumbermen’s Association and its com- 
ponent district clubs. He was also a member 
of the Lumbermen’s Acceptance Corporation 
of Chicago. He was a director in the Wis- 
consin National Life Insurance Co., a director 
of the Oshkosh Chamber of Commerce and 
usually had a place on important civic or 
charities committees. At one time he was 
president of the Oshkosh Rotary Club and at 
another exalted ruler of the Oshkosh Elks’ 
Club, taking a leading part in the building of 
its new club house. He was also on the build- 
ing committee of the local Masonic lodge 
which recently erected a new temple. The 
Elks of the State at one time honored him iby 
electing him district exalted grand ruler for 
Wisconsin. Mr. Fuller was married in 1903 
to Miss Sadie Groetzinger of Chippewa Falls, 
Wis., who survives with three daughters: Mrs. 
George E. McBride, Milwaukee; Mrs. Bernard 
Motz, Madison, 2nd Miss Betsy Fuller, Osh- 
kosh. Funeral services held August 12 at his 
home were attended by lumbermen from all 
over the state, including President Benjamin 
F. Springer and Secretary Don S. Montgomery, 
on behalf of the Wisconsin Retail Lumber- 
men’s Association Rev. Joseph N. Barnett, 
rector of Trinity Episcopal Church, which Mr. 
Fuller attended, officiated, and burial was at 
Riverside Cemetery under auspices of his Ma- 
sonic lodge. 





HARRY BROWN BULLEN, of Stillwater, 
Okla., died at LaJunta, Colo., Aug. 9, 1929, 
aged 64. With several friends and a grand- 
son, Mr. Bullen had left Stillwater on Aug. 8 
to drive to a lake near Leadville, Colo. The 
party reached LaJunta early that night after 
having driven nearly five hundred miles, and 
went to bed in a hotel. About ten o’clock 
Mr. Bullen developed an attack of indiges- 
tion, to which he was subject, and died before 
an ambulance, which was summoned to take 
him to the hospital, could reach the hotel. 
Mr. Bullen was in the lumber business for 
over twenty-five years and had sold out to the 
Rounds & Porter Lumber Co. eight years ago. 
He is survived by his wife, two sons, two 
sisters and four grandchildren. Mr. Bullen 
was born May 26, 1865, at Leavenworth, Kan., 





and married at Winfield, Kan., Dec. 19, 1888 
to Miss Carrie Christie. He moved to Stil]. 
water in June, 1889, and was a member of the 
townsite board. He erected the first substan. 
tial building on the townsite. Mr. Bullen was 
actively prominent in social and civic affairs 
of Stillwater. He was a member of the city 
council in the days before the commission form 
of government was adopted, was a charter 
member of the First Presbyterian Church anda 
life member of the board of trustees, a director 
in the First National Bank, a charter member 
of the Stillwater Rotary Club, and a Mason 
a Shriner and a Knight Templar. ; 


J. V. O'BRIEN, one of the best known retail 
lumbermen in the Cleveland, Ohio, section, 
died at his home in that city on Aug. 2. Mr. 
O’Brien had been in the business in Cleveland 
for more than thirty-five years. He was born 
in Albany, N. Y., and got his first practical 
lumber experience in northern Michigan lum- 
ber camps. He was for many years secretary- 
manager of the Cleveland Board of Lumber 
Dealers, forerunner of the Cleveland Lumber 
Institute. At the time of his death Mr. 
O’Brien was secretary and general manager 
of the Reserve Lumber Co., vice president of 
the Cleveland Lumber Co., a member of the 
board of the Highland Lumber Co. and had 
an interest in the Lumbermen’s Door & Trim 
Co. Last November he was elected to the 
board of the Builders’ Exchange. “There was 
probably no one connected with the lumber 
industry who enjoyed as wide an acquaintance 
throughout the United States,” the secretary 
of the Exchange stated to the local papers. 
“He knew the business thoroughly and was 
considered one of the best versed men in 
lumber matters in the State.’ Mr. O’Brien 
was a member of the Cleveland Chamber of 
Commerce and the Town and Country Club. 
Surviving are his widow, Mrs. Nelly K. 


—_— and one daughter, Mrs. Earl A. Rosen- 
ale. 


WILLIAM J. MORRISON, authority on 
Pacific Northwest timber and a dealer in tim- 
ber lands, died at his home, 712 Schuyler 
Street, Portland, Ore., Aug. 6, leaving his 
widow, Mrs. Mabel R. Morrison, and three 
children: William F. Morrison, Mrs. Serena 
Hines and Jean Morrison. Mr. Morrison was 
born in Manistee, Mich., 52 years ago, and 
was reared there and in Menominee. He en- 
tered the timber business as a young man and 
in 1901 went to Portland and associated with 
his father, the late Finley Morrison, in the 
timber brokerage business. Since his father’s 
death in 1914 he has had offices in the Ameri- 


can bank building in Portland with R. R. 
Gardner. 


W. STREET RANSOM, of the Ransom Hard- 
wood Lumber Co., Nashville, Tenn., died at 
his home in that city on Aug. 3 after a brief 
illness. Mr. Ransom was not actively engaged 
in the business at the time of his death, 
though he was still largely interested, and 
was some years ago an important factor in 
the Nashville lumber industry. He established 
the W. S. Ransom Lumber Co. there about 
seven vears ago. He was born in Murfrees- 
boro, Tenn., Feb. 22, 1881. He entered the 
lumber business in Shelbyville, Tenn., as a 
young man, moving to Nashville seven years 
ago. Besides his widow he is survived by 
one daughter, one son, five brothers and two 
sisters. 


CHARLES SBALY, a trustee of the New 
York Lumber Trade Association and head of 
the firm of Doran, Sealy & Adams (Inc.), 
Brooklyn, N. Y., died Friday, Aug. 9, at his 
summer home in Mattituck, L. I. Mr. Sealy 
was. 65 years old and had been in ill ‘health 
for some months. He is survived by a son, 
Robert Sealy, of Westfield, N. J., and a daugh- 
ter, Mrs. Margery S. Bell. The funeral was 
held Sunday, Aug. 11, with interment in Free- 
hold, N. J. Mr. Sealy was a member of the 
Brooklyn Chamber of Commerce and the Nylta 
Club. 


FRANK PERIN HAYS, secretary-treasurer 
of the Fir Timber Investing Co. and a director 
of the Chicago Railway Equipment Co., of St. 
Louis, Mo., died Aug. 13 in Los Angeles, Calif., 
following a paralytic stroke suffered Monday, 
Aug. 12. He was 68 years old. Accompanied 
by Mrs. Hays he left St. Louis last month on 
a trip to the West Coast. The body, accom- 
panied by the widow, will arrive in St. Louis 
on Friday. Surviving children are: Forest 
Perin Hays, Francis M. Hays, Elizabeth Hays 
and Mrs. Forrest C. Donnell, Funeral arrange- 
ments had not been announced at the time of 
writing. 
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Historic Illinois Wood House 


About twelve miles north of Rockford, IIL, 
on State highway No. 2 lies one of the historic 
spots of the Rock River Valley, recently pur- 
chased by Winnebago County for a forest pre- 
serve and given its early name, Macktown. 

If any of the virgin forest trees are found 
in Macktown today, time has completely effaced 
all scars put there by the Indians or the early 
settlers as they blazed their trails through 
this forest, and the wagon road and automo- 
bile tracks have obliterated the narrow path 








] 





View of south side of house 


worn by the Indian pony. Two landmarks 
remain which were there in the days when the 
Indians pitched their tents nearby, these land- 
marks being an old stone store building, now 
fast crumbling away, and a large 2-story frame 
house which has been occupied almost contin- 
uously since it wase built. 

Historians tell us that the first white settler 
in this forest preserve was a man by the name 
of Stephen Mack, who, shortly after the war 
of 1812 gave up his studies at Dartmouth Col- 
lege to come west with his father’s family, 
landing at Detroit, Mich., where his father held 
some position under the Government. Ambi- 
tious for himself, young Mack left the family 
and learning that the Rock River Valley would 
be a good place for fur trading worked his 
way down the river until he landed at a Potta- 
watomie Indian village at Grand Detour, III. 
Here he traded with the Indians and later 
married Ho-no-ne-ga, the daughter of the chief. 
The relationship, however, was not always 
pleasant with this tribe and to save his life he 
was obliged to flee with his wife to another 
tribe farther up the river. This tribe was the 
Winnebago. 

After the Blackhawk War Mack saw that 
the Rock River Valley would soon be settled 
and land become valuable, so he secured a 








View of east end of the Mack house 


section of land, and on a high bluff overlook- 
ing the confluence of the Pecatonica and the 
Rock rivers laid out the village of Macktown. 
Lots were sold and some buildings erected, but 
the town never grew. Later some of the build- 
ings were moved to the site of a town named 
Rockfon, 

In 1839 Stephen Mack erected his house 


which stands today at Macktown and, although 
there is no record of it, he doubtless had his 
logs sawed into lumber at a sawmill which 
was opened in the neighborhood in 1838. Mack 
must have carried in his mind a picture of 
some house in the East for the West offered 
little in design or architecture at that day. 
When this house was completed it was the 
finest west of the Lakes and was surpassed by 
few houses in Chicago. It was built on a 
stone foundation, the first in the place, and it 
had black walnut floors and stair-rail which 
are still in use. The window frames were of 
such lasting material as to have withstood the 
weather all these years, and they still have 
much of the original glass in the sash. When 
the house was finished it was given a coat of 
paint, a luxury for those days. 

The Macks could afford luxuries because 
they had money due to an Indian treaty with 
the Government whereby half-breed children 
were given land or its equivalent in money. 
The Mack family consisted of eleven children, 
so about $5,000 came into their hands, a large 
sum for that time. 

Doubtless this house was furnished in good 
taste, for history tells us that Ho-no-ne-ga did 
beautiful needlework although she always wore 
her Indian garb. Whether she rocked her chil- 














The early English American black walnut 
cradle said to have rocked the first white chil- 
dren in the Rock River Valley 


dren in the early American black walnut cradle, 
here illustrated, will never be known; but the 
story handed down from the Indians is that it 
had rocked the first white children born in the 
Rock River Valley. 

For 90 years this house has stood “while the 
rain has descended and the winds blew and 
beat upon it and it fell not,” due not alone to 
the fact that it had a good foundation but be- 
cause it was built of good material and has 
been lived in almost continuously since its erec- 
tion. 
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Issues Booklet on Tree Planting 


SHreverport, La., Aug. 12.—Advices from 
DeRidder, La., state that the forestry division 
of the Long-Bell Lumber Co. has issued an 
instructive booklet on tree planting for com- 
mercial purposes in the South. It is intended 
primarily for farmers but is considered equally 
valuable to any land owners with idle or un- 
profitable acres. The manual suggests what to 
plant, how to plant and how to protect and 
manage the plantation when established. It 
contains a page of valuable data on land and 
lumber measurement. Copies, it is understood, 
may be obtained from the Long-Bell Lumber 
Co., forestry division, DeRidder, La. 





AMERICAN airplanes and amphibians shipped 
abroad during the first quarter of 1929 totaled 
$1,103,520, over twice the valuation of similar 
shipments in the 1928 period, according to the 
transportation division of the Department of 
Commerce. 
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Just Off 
the Press— 





Handbook of 


Wood 
Construction 


Principles—Practice— Details 
by DUDLEY F. HOLTMAN 


Construction Engineer, 
Nat’l Committee on Wood Utilization. 


Tuis book was prepared under 
the direction of the control com- 
mittee of the National Committee 
of Wood Utilization and is rec- 
ommended and fully endorsed by 
this body which was appointed 
by President Herbert Hoover. 


Ir is the first comprehensive and 
authoritative, yet simple and easy 
to understand, guide to good 
wood-using practice ever pub- 
lished. It is an honest-to-good- 
ness manual of design and speci- 
fication in wood construction. 
Plentiful illustrations reinforce 
and clarify text. 


Ir is a reference work that 
should be on the desk of every 
lumberman to decide all ques- 
tions affecting the use of wood 
in construction, to aid in the effi- 
cient selection and application of 
lumber and promote efficient and 
economical forms of design. 


700 Pages 
11 Complete Chapters 
500 Illustrations 
6x9" —2" thick 


$G& ° 
copy 


Postpaid 


431 South Dearborn St., 
CHICAGO 


Est. 1873 











News Notes from Ame 


Bogalusa, La. 


Aug. 12.—R. M. Volkert, California redwood 
specialist of the Great Southern Lumber Co., 
was in Memphis, Tenn., last week, acquaint- 
ing the people of that place with the merits 
of redwood. ‘Its use in Memphis and through- 
out the South is expected to avoid much of 
the damage and loss caused by termites. M. 
L. Williams, Cotton Exchange Building, is 
Memphis representative of the Great Southern 
Lumber Co. 

Victor M. Scanlon, president of the Lamar 
Lumber Co., whose home is in Hattiesburg, 
Miss., but who spends much time in Bogalusa, 
was surprised by a birthday party given in 
his honor by his wife, at the Pine Tree Inn 


recently. 
Warren, Ark. 


Aug. 12.—The volume of Arkansas pine 
business placed so far this month was close 
to expectations, though it has not been equaily 
distributed among the mills—some are enjoy- 
ing a feast while others are near a famine. 
Planing mills have kept busy on orders from 
west of the river. A fair number of inquiries 
are making the rounds. Some orders are com- 
ing through for sanded finish and cut-to-length 
wrapped trip. There has been an increase in 
sales of end matched flooring, 3 inch B&better 
flat and edge grain, 3-inch edge grain being 
in somewhat limited supply, while .4-inch flat 
grain. is t#tul. Most of -the’ end matched 
flooring sélMi-by ‘the ‘mills in this. State is put 
up 8-foot ond shorter. 

The outstanding development this week was 
the booking »f orders by one mill covering 
1,200,000 feet of flooring. This included thirty 
ears of 3-inch Bé&better edge grain, 350,000 
feet of 3-inch B&better flat grain. Prices aver- 
aged $63 on the edge grain and $39.75 on the 
flat grain, while 300,000 feet of 3-inch Bé&hbet- 
ter near edge grain brought $50.75. The 
other mills made fair sales of flooring, which 
reduced available stocks to the lowest level 
for many months. Most mills are actually 
oversold on ‘both 3- and 4-inch Bé&better flat 
grain flooring, while others have a limited 
supply of 38-inch flat grain. Stocks of 3-inch 
B&better edge grain are practically all cov- 
ered by orders, and only a fair amount of 
4-inch B&better edge grain is available. This 
applies to 4-inch No. 2 edge grain, while sev- 
eral mills are oversold on 4-inch No. 1 flat 
grain. No. 2 4-inch flooring in a good dry 
droppings grade is in rather limited supply, 
with the same item in 3-inch a little more 
plentiful. 

Stocks of %x4- and %x4-inch ceiling have 
been steadily reduced, and stocks of %-inch 
Nos. 1 and 2 are very limited, as are those 
of %-inch ceiling. Partition stocks are also at 
low ebb, and Bé&better Boston partition con- 
tinues rather scarce in standard lengths. 
Stocks of drop siding continue low, and 18- 
and 20-foot lengths are _ scarce. Bé&better 
4-inch finish stocks are far under normal, 
those of 8-inch are running low, and assort- 
ments of lengths in other widths are very 
limited. Stocks of 1x14 and wider finish are 
also lower than usual. Stocks of 5/, 6/ and 
8/4 B&better are reasonably good. In 5/4 
stocks of 4-, 6- and 8-inch are _ limited. 
10-inch is in surplus, and 12-inch is scarce. 
About half the mills have fair stocks of 4/4 
by 4-, 6- and 8-inch No. 1, while others are 
out of all except 8-inch, and 12-inch is scarce 
at all mills. Stocks of inch No. 2 are nicely 
assorted, though in 12-inch width the 18- and 
20-foot lengths are scarce. 

Several mills are declining orders for 12- 
inch No. 2 boards. Several mills have sold 
all their dry 1x4- to 12-inch No. 3, crating 
strips being scarce, while 1x12-inch is in 
larger supply, though moving freely west of 
the river. 

The large mills have fair stocks of dimen- 
sion, except 2x12-inch No. 1, which is nearly 
always scarce. The mills that recently re- 
ported a scarcity of 2x4-, 6- and 8-inch No. 2, 
now ‘have accumulated a limited amount of 
dry stock to help sell mixed car orders. 
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Small mill operators continue to produce 
about as much stock as they can, though 
present prices do not permit even a small 
margin of profit, and are piling up stock in 
hopes of a market advance later in the season 
Several small mills have started operating in 
this district within the last sixty days. 

Beneficial showers fell over a good part of 
the southeastern part of the State the last of 
this week. Cotton has suffered slightly from 
hot weather, but is making fair progress, and 
opening up earlier this year than ever before. 


Birmingham, Ala. 


Aug. 12.—Pine prices are just about hold- 
ing their own. An occasional decline in some 
items is offset by an advance in others. Good 
prices are obtained for 2x14- and 2x16-inch 
as well as 4x4- to 12x12-inch timbers, deliv- 
ered direct to job. Since there is little de- 
mand for shed stocks, most mills have cut 
all possible logs into such specials. Stocks 
suitable for export bring fair prices. Local 
consumption has been rather limited during 
the last thirty days, and yards as a rule have 
been reducing stocks in every possible man- 
ner and they are probably too low at present. 
The manufacturers are as a rule able to hold 
stock awaiting a return to normal trade con- 
ditions. “Peckerwood” mills continue opera- 
tions, selling at reduced prices, but some of 
them are cutting out, and others are closing 
down until fall. Shortleaf dimension, No. 2 
and better, small timbers, common boards 
and low grade shed stocks have declined 
most. Upper grade flooring shows signs of 
advancing; No. 1 and C is firm and Nos. 2 and 
3 are slipping back. Calls for drop siding 
and partition are limited. Air dried, sap 
stained i1x6-inch and wider B&better is in 
demand, as are also the 2-inch air dried, No. 1 
rough boards, also special widths in No. 3 
rough boards are in demand. No. 4, 6-inch 
stock for car door boards can be sold at about 
$6, mill base. 

A. Dishmand, of the Anniston Lumber & 
Manufacturing Co. and Gadsden Lumber Co., 
Gadsden, Ala., says the latter firm will not 
open for business until retail conditions are 
more favorable. The starting of too many 
yards at Gadsden has resulted in price cut- 
ting. 

Plans are being worked out for the annual 
meeting of the Alabama Retail Lumber Deal- 
ers’ Association, to be held in Montgomery. 
It is expected to be the best meeting held so 
far by the association. 

Earnest A. Probst, of the Probst Lumber 
Co., has become sales manager of the Gray- 
son Lumber Co., Birmingham. 


Macon, Ga. 


Aug. 12.—The roofer market continues 
quiet, but some orders are being accepted by 
a few mills, it is ascertained, at the prevail- 
ing prices, mostly $17.50 and $18.50: Some 
mills have been obtaining a little better than 
that from old established connections, but 
the tendency of prices is downward. Most 
of the roofer manufacturers are conserving 
what stocks they have, believing that the 
demand will improve as the season advances. 

Local wholesalers of longleaf pine say that 
there has been a fairly satisfactory move- 
ment all month, better than expected, and 
they anticipate its continuance. 


Duluth, Minn. 


Aug. 14—Business of the operators in the 
Head of the Lakes region is better than it 
usually is at this time of year. The usual 
midsummer slackening off has not been felt 
to any extent, and while car loadings of 
some mills decreased last week, those of 
other mills showed an offsetting increase. 
Mill holdings of some items are low, although 
stocks have been filled out. There is, how- 
ever, no overstocking. Consequently prices 
remain firm. Some of the operators are be- 
ginning to “go out after the business” more 
than hitherto this year. Fall buying has 


not yet begun in any volume. The crop situ- 
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ation is good in some sections, and fair in 
others, and the industrial trade is certain 
to increase along about September, so the 
outlook can hardly be termed anything but 
bright. Most of the operators agree on these 
conclusions. 

Some northern pine board items now may 
be classed among the surplus stocks, namely, 
8-, 10- and 12-inch No. 3, 1x10-inch, 16-foot 
No. 2 and 1x12-inch, 16-foot Nos 3 and 4. 
Nos. 1 and 2 boards, Nos, 1, 2 and 3 dimen- 
sion and 12-inch No. 2 and 12-inch selects 
are still in rather short supply. 

Hardwood prices are holding firm in the 
face of a rather light demand, although pro- 
duction has been increasing slightly. 

Rainfall throughout the Northwest area 
has materially reduced the forest fire hazard. 


Vancouver, B. C. 


Aug. 10.—There is a good demand from 
Japan for September-October shipment. 
Freight rates to Japan are very low, large 
squares being carried to Yokohama for $6 
to $6.50 a thousand. This cheap freight is 
an incentive to the Japanese buyers to stock 
up. China is also buying large quantities 
for future shipment. British Columbia mills 
are furnishing more to this market than in 
the past, mainly because of the slack demand 
in the domestic rail trade. All British Colum- 
bia mills are on a 5-day-a-week basis. 

As a result of a meeting of heads of the 
shingle industry held here on Aug. 8, it was 
decided that a curtailment of 50 percent 
would be in force until Jan. 1. This affects 
all the shingle mills in British Columbia, 
many of which will shut down altogether 
during this period. The weakness of all 
markets is responsible for this action. 


St. Louis, Mo. 


Aug. 12.—Inactivity marks the news culled 
from St. Louis ‘architects, contractors, 
laborers, material manufacturers, engineers 
and those interested in real estate and im- 
provements. Persons in all these lines are 
hoping for a revival of their business in 
September and October. The bond market 
usually opens up early in October and it is 
hoped there will be an easier supply of 
money so that it will stimulate activities early 
in the fall. No increase in the demand for 
southern pine is noted in the local market. 
There is a slightly better demand for south- 
ern hardwoods, as the box factory trade is 
fairly good and low grade material is scarce. 
Prices of hardwoods are fairly steady, a 
slight increase being noted. 


New York, N. Y. 


Aug. 12.—The lumber market seems sadly 
in need of “pep.” It is generally reported 
that there has been an easing off in demand 
since Aug. 1. Some lumbermen said that de- 
mand was less than it had been at any time 
this summer. However, one and all reported 
that prices were holding up well. Some said 
there had been a sagging in southern 
roofers, and others that fir prices were a 
bit off. Idaho pine prices were perhaps hold- 
ing up better than any others, because stocks 
are still broken. From all accounts, July 
business of the retailers on Long Island was 
generally satisfactory, although they, too, 
report somewhat of an easing off in recent 
days. Volume of most Long Island yards is 
ahead of last year’s. 

The ‘recent four-cornered golf match be- 
tween lumbermen of Westchester County, 
New York City, New Jersey and Long Island, 
with the Long Islanders as hosts, resulted in 
a draw. It was agreed after the smoke of 
battle had blown away that there were 
enough honors for all. George Adams, jr., 
was reported to have been the low man. 

George Adams, jr., of the George Adams 
Lumber Co., Far Rockaway, Long Island, 
said today that his firm would begin this 
week to build a new mill to replace the one 


ricas Lumber Centers 


destroyed by the recent fire at Inwood, L. IL 
Mr. Adams said the new mill would be mod- 
ern in all respects and would be 60x100 feet. 
He estimated the fire damage to buildings, 
machinery, sheds and stocks at $80,000 to 
$100,000. The fire has not interfered seri- 
ously with the company’s business, however. 

Oscar J. Brendgord, eastern representative 
of the Neils Lumber Co., is now thoroughly 
settled in his new office in the Marbridge 
Building, 47 West 34th Street. Mr. Brendgord 
looks after the distribution in the East of 
the output of the company’s mills at Libby, 
Mont., and Klickitat, Wash. 

Henry W. Burt, whose retail lumber yard 
at Floral Park, Long Island, is one of the 
most attractive in the vicinity of New York, 
is preparing to construct a new office build- 
ing that will be more convenient for cus- 
tomers and that will permit of a re-arrange- 
ment of the yard. Mr. Burt was asked about 
a report that he would establish a branch 
yard farther down the island. He said he 
had purchased a site for the new yard, but 
perhaps would not start operations there for 
another two years as he does not feel that 
business prospects warrant expansion at this 
time. 

G. E. Stoddard, district sales manager of 
the new Oregon & Stoddard Sales Co., re- 
turned recently from a trip to the West, 
made for the purpose of renewing contacts 
at several sawmill’ points. Leon Stoddard, 
formerly sales manager of the Oregon Lum- 
ber Co., is general sales manager of the new 
concern, with headquarters in Baker, Ore. 

Charles V. Bossert, of Louis Bossert & Sons, 
Brooklyn lumber dealers, is vice president 
of the new National Bank of Bayside, Long 


~ Pittsburgh, Pa. 


Aug. 12.—The midsummer business with 
some of the retailers has been exceptionally 
good, but with others very disappointing. Con- 
ditions in the bituminous coal field have re- 
turned to normal since the business was dis- 
rupted ‘by the strike of miners. The heavy 
coal demand for fall and winter, which is 
beginning to make itself felt, is expected to 
mark another step in the improvement of the 
industry. Dealers who are depending on that 
industry just now, however, are still suffer- 
ing, both in the way of collections and new 
business. Farmers throughout Pennsylvania 
and adjoining areas of Ohio and West Vir- 
ginia are harvesting good crops, and dealers 
depending on the agricultural trade should 
have a good fall business. 

Prices on all kinds of lumber are probably 
as near stationary as at any time in the last 
year. One of the outstanding features of the 
market is that dealers all demand very prompt 
shipments, indicating that stocks continue 
low. Prices on Idaho white pine, Pondosa 
pine, and the California pines have remained 
virtually unchanged in most instances the 
last week, with a fair volume of business, but 
there have been a few advances and more are 
expected. Stocks of Idaho white pine are low 
at the mills; all items of No. 1 common and 
1x12-inch No. 2 common are becoming scarce 
again. The position of southern pine remains 
unchanged. Appalachian hemlock seems to be 
in better demand, and stocks are limited. 


Minneapolis, Minn. 


Aug. 14.—In mid-August there is often 
quiet in the lumber business here, but this 
year the northern pine market is in a healthy 
condition, and there is continued activity in 
cedar lines and even a slight boom in lath 
sales. 

While the cedar trade at present, of course, 
is not comparable to that in early spring; 
enough small-lot deals are being transacted 
to keep the sellers fairly busy. The larger 


. Sizes of posts are in most demand, and some 


dealers report them in short supply. Small- 
lot orders for poles are being received occa- 
sionally, for maintenance and repair work; 
railroads taking piling and ties as well. 


cc PACIFIC COAST Co 


1" No.1 Hemlock 
Boards and Shiplap 
If you are in the market for 
better Western Hemlock 
and desire extra Snappy 
Service, we invite your 
future orders. 


PACIFIC STATES 


LUMBER CO. 
TACOMA, WASH. 













Manufacturers of 


Douglas Fir, West Coast 
Hemlock, and 
Red Cedar Products 


REPRESENTATIVES: 


S. B. Marvin, 518 Peoples Gas Blidg., 
Chicago, Ill. 
K. J. Clarkson, 833 McKnight Bldg., 
Minneapolis, Minn. 
Frank Probst,?. O. Box 1187, Fargo, N. D. 
A. J. Brown, P. O. Box 171, Denver, Colo. 
H. E. Wade, 1330 J St., Lincoln, Neb. 
Associated Lbr. Service, 815 Lemcke Bldg., 
Indianapolis, Ind. 


SITKA_SPRUCE 


We cut our own 
timber, in a modern 
Band Mill, equipped with latest 
type Kilns and High Speed Planers. 


Our Specialty is Shop | 


(Strong to Edge Grain) 


Also Spruce Finish $48 


(13/16 x 1/2” Off in Width) 


Capacity 150,000 Ft. 
8 Hours. 
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WINCHESTER BAY LUMBER CO. 


REEDSPORT, OREGON 





rian The Best There Is 


Fir Finish, Casing and Base 


In straight Inside Trim cut to lengths 
cars or Thich Finish K. D. or Green 
mixed with Inside Door Jambs cut to length 

yard stock. Moulding and Gutter. 


JOHN D. COLLINS 


pitt Lumber Co. Wik 


HIGH LNE STRUCTURAL _ GRADE 
' DOUGLAS FIR 
Lighter, Stronger Stringers. 


ERNEST DOLGE, Inc. 
TACOMA, WASH. 


HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMEPICAN LUMBERMAN, 

















431 So. Dearborn St., CHICAGO 
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The Polleys 
Lumber Co. 


Pondosa 
om, Pine 


Selects 


General Offices and Mills: 
p= a ty Ly Missoula, Mont. 


Manufacturers of 
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Guaranteed | 
ROOFS e 


A well known Chicago 
firm has a proposition for 
lumber dealers who want 
to guarantee roofs to their 
customers. 


Investigate Now! 
Address 
“H.15”, American Lumberman 
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Put 


“Come on Home” 
in your 


Home Town Library 


“Come on Home,” by Douglas 
Malloch, “the Lumberman 2” 
should be in every public library 
in America. 

Wouldn’t you like to be the one 
to put it in the library in your 
home town? (It ought to be in 
the high school library, too.) 

For $3.00 we will send you, post- 
paid, three copies—one for your- 
self, one for the library, and one 
for the high school. (Regular 
price, $1.25 a copy.) 

Can you think of as fine a thing 
to do, at so little expense?—any- 
thing so likely to delight librarian, 
teachers and pupils, and to pro- 
eae lty love of home in your home 
town 


Address the Publisher, 


American fiumberman 


431 South Dearborn Street, 


(If you prefer, and will send us the names 
and addresses with order, we will send the 
books for library and high school direct, 
with a letter from us saying they are a gift 

from you.) 























Dealers and manufacturers are looking for- 
ward to a brisk fall business. 

Sales of northern pine maintain a high 
average, most of the present buying being 
for immediate needs. Some orders are being 
received for snow fence material. Highway 
construction continues to require a consider- 
able volume of form lumber. Prices are firm, 
with no sign of a break, manufacturers and 
retailers report. 

There has been slightly more activity of 
late in the lath market in the Twin Cities. 
Few shipments are being made to the Chi- 
cago district, most of the material being con- 
sumed in Minneapolis residence construction. 
Manufacturers report that the outlook is 
much better than it has been in recent weeks. 
The demand is chiefly for balsam and north- 
ern pine, there being little call anywhere for 
jack pine. 

There seems to be no immediate prospect 
of change in a rather dull sash and door 
trade, although dealers are looking forward 
hopefully to September. 

E. C. Gabler, of the W. I. Carpenter Co., 
has returned from a tour of the Pacific 
Northwest. 


Milwaukee, Wis. 


Aug. 13.—While city construction in this 
region is held back, rural demand continues 
strong. Wisconsin farmers are now enjoying 
exceptionally favorable weather for early 
harvest. Stocks of all yards are being held 
down. Hemlock is strong, because of its 
scarcity. Maple flooring stocks continue 
short. Business in hardwoods is strongly 
competitive. White pine is fairly strong, but 
West Coast common and southern pine are 
weak. After some revival of interior trim 
business, demand is again slack. Some fur- 
niture manufacturers are in the market with 
small spot orders, but none are buying much 
in advance, and the furniture trade generally 
can be said to be decidedly quiet. 

J. E. Gerich, president and general mana- 
ger of the MacGillis & Gibbs Co., Milwaukee, 
is spending his vacation with his family at 
Jasper Park Lodge, Canada, and at Glacier 
national park. 


Denver, Colo. 


Aug. 12.—Wholesalers are receiving in- 
quiries and orders for future shipment, due 
to the promising fall building outlook for 
this section. In Colorado Springs, about 
$800,000 will be spent this fall on private con- 
struction work, and municipal work will 
amount to at least $100,000. Similar reports 
are coming in from other towns. Retailers 
have enjoyed good business this summer and 
they will need to put in new stocks. 

A plot of about four acres at Thirty-third 
Street and Brighton Boulevard, this city, to- 
gether with buildings on the property, has 
been purchased by the Hugh M. Woods Mer- 
cantile Co., for $35,000.. The building will be 
reconditioned at a cost of $6,000. The con- 
cern handles building supplies, lumber and 


Seattle, Wash. 


Aug. 10.—The Navy has purchased 3,000,- 
000 feet of 12x12-inch, 16- to 40-foot No. 1 
common fir rough from the Pacific Atlantic 
Corporation, of Tacoma, and the Wyman 
Lumber Co. here received an order for 200,- 
000 feet of B&better rough fir, kiln dried. 
The Panama Canal Zone opened bids Aug. 7 
for 4,000,000 feet of fir for Balboa. 

“The middle West shows more disposition 
to buy in advance; the factory trade is put- 
ting out inquiries for shipments any time up 
to the first of the year,” E. A. Foster, of the 
Forest Fire Association, reports a good week. 
that present prices are low enough to in- 
terest buyers in providing for future needs. 

O. Bystrom, secretary of the Washington 
Forest Fire Association reports a good week. 
No losses from fire occurred in standing pri- 
vate timber, nor in second or productive 
growth, but loggers suffered small losses. 
Federal timber lands, however, have had 
some bad fires, the worst being in Mt. Rainier 
national park. 

The newly formed M. & M. Plywood Co. of 
Kelso, has purchased a 10%-acre tract of 
land adjoining the Long-Bell Lumber Co. 





mill pond. Within the next thirty days eon. 
struction of a mill building 400 by 200 fee 
will be started, according to announcement 
of James A. Malarkey, president. Opera. 
tions of the company are expected to begin 
Jan. 1. The mill will start with a produc. 
tion of 100,000 feet of plywood daily. Part 
of this will be used in Portland by the M. ¢ 
M. Woodworking Co. plants there. The rest 
will be shipped to the East. Plans call for 
the manufacture of other products in the 


future. 
Tacoma, Wash. 


Aug. 10.—Attendance was small at the reg- 
ular meeting of the Tacoma Lumbermen’s 
Club yesterday and no new business was taken 
up. There was some discussion of the ques- 
tion of hangar construction, and of fire pro- 
tection for Tacoma harbor. The meeting ad- 
journed early, and was followed by a meeting 
of the manufacturers, at which Maj. Everett 
G. Griggs presided. 

Members of the Northwestern Lumbermen’s 
Association wound up a tour of the West in 
Tacoma yesterday, and were guests of the 
Tacoma Lumbermen’s Club. They arrived in 
special cars Thursday morning, and were met 
at the station by the Tacoma lumbermen and 
taken to the Winthrop Hotel for breakfast. 
After this they were taken through the St. 
Paul & Tacoma Lumber Co.’s mill and the 
Wheeler, Osgood Co.’s door factory. A lunch- 
eon in their honor was given at the Tacoma 
Country & Golf Club. The party broke up in 
Tacoma, some members leaving for Alaska, 
and the remainder returning to their homes 
by different routes. 

Tacoma sent a large delegation of lumber- 
men to the gathering of the industry at Long- 
view this week. Most of the manufacturers 
are still away. Keen interest was manifest- 
ed here in the announcement from the West 
Coast Lumbermen’s Association of the deci- 
sion by the members to use car cards for the 
certification of every carload of lumber 
shipped. 

One of the worst forest fires in years is 
now raging in the Rainier national forest 
south of Tacoma, every available man in the 
district being engaged in fighting the flames. 
The blaze started last week, was checked sev- 
eral times, and is now again out of control. 
One life has already been lost, and several 
thousand acres of standing timber burned 
over. Low humidity and high winds have 
added to the difficulties of the fire fighters, 
and those in charge report they have little 
hope of doing more than checking the flames 
until the weather changes. 

The Columbia Lumber Co. of Puyallup is 
erecting two large buildings for the storage 
of hardwood lumber and building materials. 

C. A. Weyerhaeuser, F. E. Weyerhaeuser 
and H. H. Irvine, of St. Paul, all directors of 
the Weyerhaeuser Timber Co., spent last 
Tuesday in Tacoma and visited the local 
headquarters of the company. They left for 
Longview Tuesday night. 


Toronto, Ont. 


Aug. 12.—John C. Croden, who has been 
in the wholesale lumber business at London, 
Ont., for some time, has formed the Croden 
Lumber Co. and secured incorporation. BE. M. 
McLean, of London, is associated with him. 

Cc. E. Hough, sales manager Seaman Kent 
Co., Toronto, and Mrs. Hough have returned 
from an extended motor tour to Winnipeg 
and Regina. 

H. R. McMillan, of the H. R. McMillan Ex- 
port Co., Vancouver, B. C., was recently in 
Toronto on business. 

P. V. Eames, of Minneapolis, treasurer of 
the Carpenter-Hixon Lumber Co., and L. G. 
Carpenter, general manager at Blind River, 
Ont., were in Toronto recently calling on the 
trade. 

Cc. G. Anderson and W. R. Campbell, of the 
Toronto sales staff of Coast Sawmills (Ltd.), 
are leaving shortly on a trip to the Pacific 
Coast. 

J. D. McCormack, of the Canadian Western 
Lumber Co., (Ltd.), Fraser Mills, B. C., was 
in Montreal recently on his way back to the 
Coast after spending several months in 
Great Britain. 

Duncan McLaren, president Union Lumber 
Co. (Ltd.), Toronto, with Mrs. McLaren and 
family are spending a holiday in Great 
Britain. 
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Shreveport, La. 


Aug. 12.—Southern pine production is 
somewhat off, shipments are lighter than 
usual, and orders are about equal to ship- 
ments. The wholesalers report improvement 
in straight car business. Transit car busi- 
ness has shown a little improvement al- 
though there is no buying of blocks of cars 
for immediate shipment. The prices offered 
for straight car loadings are not attractive 
enough to induce small mills to ship many 
ears in that way. The tendency seems to 
be toward booking orders that can be shipped 
direct to the customer. There continues a 
good volume of inquiry and a fair share of 
it is developing into orders, although there 
is room for improvement. Prices generally 
remain practically unchanged. Larger units 
are obtaining a good deal of mixed car busi- 
ness, and smaller units are taking all of it 
they can handle. Stocks of lumber are in 
good shape. 

Hardwood prices are steady and demand is 
good. 

c. C. Sheppard, general manager Louisiana 
Central Lumber Co., Clarks, La., has been 
named with five other prominent Louisiana 
business men on a committee to investigate 
needs of the State’s public schools and 
charitable institutions. 


Spokane, Wash. 


Aug. 10.—This week’s analysis of market 
conditions shows demand for all items in 
Idaho white pine quite strong, especially that 
for No. 2 common, and many mills report 
they are oversold on this item. There has 
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One of the important uses of California sugar 
pine ts for pattern making, for which purpose 
it is popular in foundries and pattern shops 
everywhere. Above are shown propeller blade 
patterns of this wood at plant of Bethlehem 
Shipbuilding Corporation, San Francisco 


been a slight increase in demand for all 
items of Pondosa pine except shop; there is 
very little demand for the shop. 

Lumbermen attending the educational con- 
ference for building material merchants held 
at Yakima this week by the Western Retail 
Lumbermen’s Association made a tour of in- 
spection of the important valley ranches and 
farms to study building conditions among 
stock farmers. G. E. Churchill, Wenatchee, 
told the lumbermen that the whole lumber 
yard is a show window for the business. C. 
W. Harrington, Wapato, discussed paint as 
a profitable side line. L. J. Smith, head of 
the agricultural engineering department of 
Washington State College, talked on the 
ideal farm bungalow. Modernization and 
remodelling were discussed by Harold E. 
Crawford, Walla Walla. Parson Simpkin 
made an inspirational address, and Ralph P. 
Edgerton discussed substitutes for wood. 

Spokane lumbermen will portray North- 
west history by means of floats in a pageant 
to be staged at the interstate fair the first 
week in September if plans suggested at 
Friday Hoo-Hoo meeting are carried out. 

George Duffy, newly elected president of 
Spokane Hoo-Hoo, made his speech of 
inauguration Friday and inducted the other 


officers: Vice President Homer Kendall, Sec- 
retary A. W. Morris, Treasurer D. C. Spoor, 
Directors F. G. Schoenberg, W. W. Wooster, 
W. C. Howe, R. M. Jones, and R. M. Bergdahl, 
and Vicegerent E. C. Wert. W. C. Howe, re- 
tiring president, spoke of the tasks before 
the organization. B. C. Varner, president of 
Dallas (Tex.) Hoo-Hoo, was a guest and en- 
tertained with some droll stories of Texans. 

Following a protest against the sale of 
timber lands by the Aberdeen (Wash.) 
Chamber of Commerce, word has been re- 
ceived from Washington, D. C., that Indian 
Agency Officials have rejected all bids on 
Indian timber in the Quinalt reservation. 

Harold S. Purdy, in charge of the Fred 
Herrick bankruptcy case, has sold to F. W. 
Mueller and John C. Palmer the St. Maries 
Lumber Co., St. Maries, Idaho The considera- 
tion is reported to be $350,000. The mill is 
a two-band plant with a capacity of 85,000 
board feet in 8 hours. 


Norfolk, Va. 


Aug. 12.—There has been a slight improve- 
ment in North Carolina pine sales. Better 
grades of rough lumber are more active and 
prices are holding firm. There are still a 
number of mills closed down because of dull 
market conditions, and others are consider- 
ing taking the same action before very long. 
Many small mills have been hampered 
greatly by labor shortage as farmers are 
using many men. 

Edge 4/4 No. 2 and better band sawn 
rough is in better demand by both domestic 
and export buyers and a number of mills 
have but very little unsold. Good circular 
stock is also moving better, and mills are 
able to get their price for quick shipment. 
Edge 4/4 No. 3 has been selling very slowly. 
No. 2 and better 4/4 band sawn stock widths, 
rough and dressed, have been moving much 
better and there is now a scarcity of 10- and 
12-inch widths. Prices are a little firmer. 
Good circular sawn finish is in larger de- 
mand. The mills do not seem to be offering 
much. No. 3 4/4° stock widths have not 
been selling. No. 2 and better 5/4 and 
thicker have been in heavier call and a 
number of mills are oversold on 5/4x10- and 
12-inch. No. 2 and better 4/4 bark strips 
rough are moving somewhat better to south- 
ern yards, but there is no demand in the 
North and East. 

Several large sales of 4/4 edge No. 1 box, 
kiln dried dressed, for water shipment have 
been made but rail orders have been light. 
There has also been a better demand for 4/4 
edge No. 1 box, air dried rough, but the price 
is nothing to brag about. Edge 4/4 No. 2 
box, dressed, has also been selling more 
readily. No. 1, 4/4 stock box, kiln dried 
rough, has been in fair demand. Box mills 
are not keen for air dried, for they want 
bright stock. No. 2, 4/4 stock box has been 
in slightly better demand. Stock box, 5/ 
and 6/4, has been moving better, but edge 
widths have been very quiet. Box bark 
strips, 4/4, are inactive, and both rough and 
dressed strips are weak. 

Planing mill men have found business 
rather quiet thus far during August. Some 
rather low prices have been offered on well 
manufactured flooring and partition. Mixed 
cars have been selling very slowly. Kiln 
dried 6-inch roofers have been moving well 
and are scarce, but the otheg widths have 
not been selling so well; some mills quote 
higher prices on 6-inch than on wider widths. 
Air dried roofers have been slow and 6-inch 
are offered at $16.50 f. o. b. cars Georgia 
main line rate, though some ask 50 cents 
more. A great number of roofer mills are 
closed down. 


Laurel, Miss. 


Aug. 12.—The southern pine market has 
continued to improve. Local mills reported 
a much greater volume of business. Several 
items showed an advance in price. Orders 
for a good many cars of 4-inch No. 2 flooring 
were placed at $20 to $21 f. o. b. mill. Most 
items of shed stock were in good demand. 
The export market also was very active, sev- 
eral orders for large blocks of prime and 
Genoa prime being placed with the local 
mills. While the sawn timber market did 
not show much improvement, demand for 
special timbers, 12x12-inch and up, 45 feet 


CI PACIFIC COAST CI 


FIR 


FINISH 
CASING 





We'll Mix 
Cars to 
Fit Your 
Requirements 





Every dealer knows that mixed car 
buying enables him to maintain more 
complete assortments of stock, a wider 
variety of items, and yet minimize his 
investment. 


Our new plant, modern manufactur- 
ing and handling facilities, enable us to 
carry large stocks of all items in old 
growth Yellow Fir. We can, therefore, 
mix cars to suit your individual needs 
and, if you desire, we can include ply- 
wood to help fill out the carload. 


Write us now about your require- 


ments and let us tell you how satis- 
factorily we can serve you. 


WASHINGTON 


VENEER 
COM PANY 


Olympia, Washington 

















Our Main Lumber Business 
Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


OSTRANDER wmsrrteé. 


TIMBER CO. 
OSTRANDER, WASH. 
“The original long timber mill.” 




















Our Specialty— SOFT TEXTURED 


California White Pine 


BEVEL SIDING MOULDINGS 
BUNGALOW SIDING 


Prompt Service. Straight or Mixed Cars. 
We KNOW our service and quality will please, 


ELLINGSON LUMBER CO. 
KLAMATH FALLS, OREGON 
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==ANNOUNCEMENT!== 


Our new and modern plant 
is now in operation. 


We Can Supply— 


P Mouldings 
I Casing 
) Base 
N Frame Material 


Turned Balusters 
E Table Legs, Etc. 


Our pine is shipped us from 
California and Southern Oregon. 


Gutter 
F Mouldings 
Columns 
I Turned Stock 


R Finish 
Casing 
Base, Etc. 
ALSO 


Doors, Plywood, Flooring, Ceiling and 
other FIR Uppers can be included. 


Harty Manufacturing Co. 


PORTLAND, OREGON 
— Woodworkers Since 1888— 














Douglas Fir 


— SALES AGENTS — 


Griswold-Geter Lumber Company 
Evergreen Lumber Company 


Long Surfaced 
Joist Small 

Long Timbers 
Dimension Plank 


Quotations furnished promptly. 


TheGriswold LumberCo. 


™ Failing Bldg. PORTLAND, ORE. 




















OUR SPECIALTIES 


5/4x4 Vertical Grain Porch Flooring 
Vertical or Mixed Grain Finish 
Vertical Grain Stepping 


MOULDINGS — Factory Stock 


All made from the finest of 


Old Growth Douglas Fir 


of soft texture, dried in strictly modern dry kilns. 


ROYALS, PERFECTIONS, XXXXX Red CedarShingles 
Mills: Raymond, Washington 


WILLAPA LUMBER co. 
Sales Office: Failing Bldg., PORTLAND, ORE. 














and up, was very active. Several orders for 
these items were placed at very good prices. 

The hardwood market is certainly on the 
upward trend. The furniture and automobile 
body manufacturers are buying large blocks 
of stock. Quotations are firm. All mills are 
running full time and shipments are keep- 
ing pace with production. 


Aberdeen-Hoquiam, Wash. 


Aug. 10.—Waterbérne shipments from Grays 
Harbor during July aggregated 104,848,115 
board feet, total for the first seven months 
of 1929 was 693,034,259 board feet. Sixty- 
eight ships called during July. The Atlantic 
seaboard, for the second time this year, took 
more than California—about five million feet 
more in July. Shipments are still below 1928 
for the same period. 

S. M. Anderson, of the Bay City Lumber 
Co., and associates have purchased the mill 
of the A. J. West Lumber Co., at Junction 
City, which was recently acquired by the 
Greenwood Logging Co. by foreclosure. The 
mill will be remodeled and renovated. A new 
re-Ssaw with a capacity of 100,000 feet daily 
will be added and the mill will have a capac- 
ity of 200,000 feet daily, fir exclusively. The 




















Hoquiam (Wash.) girls attired in. spruce veneer 
bathing suits: they float 


new company will be known as the Michigan 
Lumber Co. 

Several hundred employees of the Polson 
Lumber & Shingle Co. participated in the fifth 
annual picnic held Aug. 3 at Riverside Park. 
Brief talks were made by George L. Pauze, 
manager, C. Stuart Polson, and others. <A 
program of sports was enjoyed. 

A. R. Wuest, of the Harbor Plywood Co., 
has returned from an extensive trip through- 
out the East. While in Cincinnati Mr. Wuest 
had the misfortune to break one of his legs, 
and had to stay in a hospital. 


Portland, Ore. 


Aug. 10.—Foreign demand for fir lumber 
is active, and large quantities are leaving 
here and mills on the Columbia River, the 
bulk of business being from China, which 
until this summer had been taking less fir 
than it had been in former years. South 
America and Australia are both buying, and 
there are prospects of increasing this trade. 
Japan is the only foreign fir market that is 
not .now taking much. Rail business is 
rather quiet but coastwise and Atlantic 
coast business are of fair amount. The pine 
mills of the Inland Empire are operating 
under slow bell. 

In a kiln test on pine lumber, at the plant 
of the Owen-Oregon Lumber Co. at Medford, 
utilizing the General Dry Kiln Co.’s new oscil- 
lating deflector, kiln charges were dried on 
identical schedules with and without the de- 


flectors, and the results are said to have ex- 
ceeded even the expectations of the lumber- 
men and engineers present, not only as to 
uniformity of drying, but by the speed with 
which it was done. The results obtained at 
the Owen-Oregon plant on pine exceeded those 
obtained in the experimental drying of fir at 
the Bverett plant of the Weyerhaeuser Tim- 
ber Co. 


Kansas City, Mo. 


Aug. 13.—The lumber market is becoming 
more active and in another two weeks the 
fall demand should be getting strong. De- 
mand is satisfactory in the South and the 
East, but middle West retailers have been 
holding back. Rains throughout the Mis- 
souri Valley States in the last week have 
prevented further damage to corn, so that 
there should be a good crop this fall. The 
wheat money now is finding its way into 
the banks and farmers are beginning to find 
time to devote to improvement work. Coun- 
try yards are putting out inquiry for their 
fall needs, and the orders are expected to 
follow in good time. While the mills have 
been offering inducements to move surpluses 
of some items, in general the tone of prices 
is firmer. 


Houston, Tex. 


Aug. 12.—The increase in inquiries for the 
first two weeks of August over the first half 
of July indicates that there will be improve- 
ment in market conditions the latter part 
of this month. Then, too, reports of crop 
conditions from most sections of Texas tend 
to stimulate buying of general yard stocks. 
At present there is a softness in prices of 
certain items of yard stocks. There isa 
steady movement of railroad material and 
a good volume of export shipments to the 
Continent. Not much lumber is moving to 
the Islands. Mexican business is quiet, but 
showing signs. of improvement. 


| MANUFACTURER and DEALER | 


Bearings for Lumber Mills 


Sawmill and planing mill operators will be 
interested in a book, describing the proper 
way to cast and care for metal bearings, a 
copy of which has been received by the 
AMERICAN LUMBERMAN from the Magnolia 
Metal Co., of New York City, publisher of the 
book. Despite the many treatises on machin- 
ery and mechanical engineering which are 
now available, there has been little informa- 
tion given concerning the important question 
of bearings, and the Magnolia company in its 
introductory paragraphs asserts that it be- 
lieves this book “contains more simple prac- 
tical information along these lines than can 
be found anywhere else between two covers.” 

The book, entitled “The Magnolia Metal 
Bearing Book,” is something more than a 
manufacturer’s boost of his product—it con- 
tains much valuable information for any man 
who uses babbitt bearings in his mill ma- 
chinery. It is written in a clear, concise 
manner, and the fact that it is published by 
this company, which has specialized in anti- 
friction metal for more than forty years, 
gives the information the stamp of au- 
thority. 

Subjects discussed, under the head of 
“Hints for making lined bearings and mak- 
ing them give good_ service,” include: 
Lined bearings, cleaning the shell, anchor- 
age by tinning, anchor holes and grooves, 
mandrels, forming the mold, preheating of 
bearing parts, melting and pouring, finishing, 
oil grooves, clearance, alignment, hot 
weather and its relation to bearing mainte- 
nance, babbitt hammers, bearing pressures, 
cooling compound for hot bearings, propor- 
tions for bearings. The instructions are 
clearly illustrated. 

The Magnolia company has stated that 
readers of the AMERICAN LUMBERMAN will be 
sent a complimentary copy of this book, with- 
out charge or obligation, if they will write 
for it, giving the firm name. Requests 
should be mailed to the Magnolia Metal Co., 
Department 10, 75 West Street, New York 
City. 
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National Directors’ Meeting 


(Continued from page 58) 


and, making Southern California the field of 
experiment, show the lumbermen of that sec- 
tion how to organize along correct lines. 

Another valuable contribution that the Na- 
tional association could make, he said, was 
deliberately to set out to educate the retail 
salesmen of all the great urban centers of the 
country in the scientific selling of lumber. As 
a means of achieving this end, he suggested 
a school of salesmanship, directed by the best 
man that could be obtained for the purpose. 

He would have all the salesmen of the coun- 
try, not only retailers, but wholesalers and 
manufacturers, informed regarding the quali- 
ties of wood and instructed to use effectively 
in selling the facts about wood and its use 
developed through research. He said that the 
industry conducts schools for instructors, ad- 
vocates apprenticeship in the millwork busi- 
ness, advocates and operates cost study clubs 
and then “we hand a salesman a price list and 
turn him loose on the public.” 

Finally, he said, “I am sure none of you 
will quarrel with the soundness of the prac- 
tice of some of the greatest manufacturing 
concerns in this country of winning the deal- 
er’s support by helping him to become a better 
merchant, and when I suggest that you bring 
to retail dealers everywhere the soundest plan 
or plans of local organization that you can 
find, I am but suggesting that you render a 
very real and most badly needed service that 
will win you invaluable recognition of the 
worth of the National that will facilitate acqui- 
escence in all these other things that you wish 
them to do for you. When I suggest that you 
co-operate earnestly with the West Coast in 
working out a practical way to make segre- 
gation of grades and grade-marking more 
quickly effective, I am suggesting only that 
you concede a minor point for a time in order 
to gain the advantage of swinging your great- 
est single consuming territory into line with 
the foundation stone of your plan for pros- 
perity. When I suggest that you found a 
school of lumber salesmanship, I am sug: 
gesting a practical way to remedy the greatest 
weakness of the industry—inefficiency at the 
point of contact with the consuming public.” 


MOLDING MANUFACTURERS’ 
CONFERENCE 


Loncview, WaAsH., Aug. 10.—Complying 
with the desire of the molding committee meet- 
ing held Aug. 5, in Portland, Ore., a special 
meeting was called following the conference 
of directors of the National Lumber Manu- 
facturers’ Association. The following associa- 
tions were represented by thé members named 
below: 

Southern Pine Association—H. C. Berckes, 
W. T. Murray, O. O. Axley. 

Arkansas Soft Pine Bureau—O. O. Axley. 

Hardwood Manufacturers’ Institute—J. H. 
Townshend. 

Seuthern Cypress Manufacturers’ Associa- 
tion—J. R. Black. 

Northern Hemlock & Hardwood Manufac- 
turers’ Association—O. T. Swan. 

Northern Pine Manufacturers’ Association 
—W. A. Ellinger. 

California White & Sugar Pine Manufac- 
turers Association—B. F. Scott, E. A. Horr. 

Western Pine Manufacturers’ Association— 
S. V. Fulloway, jr., N. L. Cary, C. L. Isted. 

West Coast Lumbermen’s Association—C. J. 
Hogue, L. A. Nelson, L. Van Snyders. 

National Lumber Manufacturers’ Associa- 
tion—W. F. Shaw. 


The joint western molding manufacturers’ 
committee presented their program for uniform 
patterns and list to this group, asking the east- 
ern association representatives to present the 
program to their members requesting com- 
ments and suggestions, with the idea of hav- 
ing the National Lumber Manufacturers’ As- 


sociation call a general molding meeting at 
which the proposed plan of the western groups 
can be considered, with a view to its adop- 
tion by all associations, in which event a new 
book will be issued, based upon revised pat- 
terns of the 8,000 series, and also a revised 
“Handy Molding List,” will be made. The new 
book would also show the molding grading 
rules of the various associations and a uniform 
method of bundling. 





West Coast Association Adopts 
Car Card 


(Continued from page 60) 


opening event was a log rolling elimination 
contest, the winners of which competed on 
Saturday for the log rolling championship of 
the Northwest. Log jousting, block turning, 
racing logs across the lake, canoe tilting and 
surfboard riding contests were staged. There 
was also a log rolling contest for girls and 
one for the boys. The most spectacular con- 
test of the Rolleo was the tree topping event 
on Saturday. 

The evenings’ entertainment features were 
staged in Paul Bunyan’s Canyon. There were 
contests in, packing shingles, log bucking, chop- 
ping, fancy ax throwing, and other competi- 
tions for prizes. 

Four bands supplied music during the prog- 
ress of the celebration. 

A permanent organization has been formed 
of the Longview Rolleo Association, and an 
annual Rolleo will be held. S. M. Morris was 
elected president; K. T. Myklebust, vice presi- 
dent; A. C. Campbell, second vice president; 
G. M. Hafenbrack, secretary, and George S. 
Hays, treasurer. 

The official costume for the Rolleo was a 
red hat, a blue shirt, and overalls, and the 
city streets were colorful because of the gay 
costumes and street decorations of flags and 
bunting. 


Reorganize on Independent Basis 


SEATTLE, WASH., Aug. 10.—At a meeting 
held here recently, the Washington State For- 
estry conference was reorganized on an in- 
dependent basis. The conference for the last 
seven years has been handled by the State 
development committee of the Seattle Chamber 
of Commerce. The eighth annual conference 
is planned for next October. A faculty mem- 
ber of the college of forestry, University of 
Washington, Dean Hugo Winkenwerder, was 
elected president; J. A. Swalwell, president of 
the Dexter Horton National Bank, was chosen 
vice president; C. S. Cowan, chief fire warden 
of the Washington Forest Fire Association, 
was made secretary, and Arthur Bevan, of the 
Red Cedar Shingle Bureau, treasurer. The 
following were elected trustees: Mayor James 
G. Newbegin, Newbegin Lumber Co.; Maj. 
Everett G. Griggs, St. Paul & Tacoma Lum- 
ber Co.; C. S. Chapman, Weyerhaeuser Tim- 
ber Co., and J. T. S. Lyle, Cascade Paper Co., 
all of Tacoma; W. B. Greeley, manager of the 
West. Coast Lumbermen’s Association; Asahel 
Curtis, R. Carson, Thomas B. Hill, State Rep- 
resentative Charles W. Saunders, Mrs. Alex- 
ander F. McEwan, Mrs. Jeanne Caithness 
Greenlees, Mrs. George Adrian Smith, all of 
Seattle; and J. H. Donovan, Bellingham, and 
Mark E. Reed, of Shelton. 


WHEN ONE considers the rate at which our 
supply of wood is being diminished by forest 
fires, and the economic value of lumber to the 
entire country, even the careless smoker should 
appreciate the necessity for extinguishing his 
cigarette before discarding it. 
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Sugar Pine 
California White Pine (7 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 


— 


ALIFORNIA 


WHITE PINE 
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CLEARS 
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Our Service - furnish mixed 
will please cars of boards, 
you. dimension mould- 


ing and clears to 
the yard trade. 


Clover Valley 


YALTON, 
Lumber Co., ‘oxirornia 


Try 
us. 














Feather River Lumber Co. 


DELLEKER, CALIF. 


California Whit Pine 


Annual Production 
35,000,000 Feet. 
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Tote-Road 
and Trail 


Superbly illustrat- 
ed in colors by 
Oliver Kemp, and 
filled from cover 
to cover with 
songs of the saw 
and ax. 


$1.50 postpaid. 
AMERICAN LUMBERMAN, Publisher 


431 South Dearborn Street, CHICAGO 
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CRONWALL & COMPANY 


Incorporated 


Lumber Company Financing 





Represent owners of 


PACIFIC COAST 
TIMBERLANDS 


For Sale on Attractive Terms 





231 South La Salle Street 
Continental Illinois Bank Building 


CHICAGO 




















Collections 


If you can’t collect it let the 


people handle it for you. They are the 
people for intelligent collection service. 


Rates low for results obtained. 


No charge if no collection, unless spe- 
cial services rendered. 


Ask Department 3 to send Pamphlet 
49-C giving rates. 


Use Clancy’s Red Book Service for ac- 
curate credit ratings. 


LUMBERMEN’S CREDIT 
ASSOCIATION 


0068 So. Dearborn &t., CHICAGO 
Eestern Headquarters: 35 S. William St., NEW YORK CITY 











GILBERT NELSON & CO. 


Public Accountants 
1! SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 











Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 














W. J. O'Neil, of the O’Neil Bros. Lumber 
Co., Chicago, went to Chippewa Falls, Wis., 
on Wednesday of last week to attend the 
funeral of his uncle, Eugene O’Neil. 


C. B. Rockwell, of Alexandria, La., president 
of the,Rockwell-Powers Lumber Co., arrived 
in Chicago Wednesday to spend several days 
calling on the trade in this territory. 


L. L. Lewis, of Eugene, Ore., sales manager 
of the Booth-Kelly Lumber Co., was in Chi- 
cago several days last week and called at the 
offices of several of that company’s sales con- 
nections. 

Robert Blum, of the C. H. Foote Lumber 
Co., Cleveland, Ohio, was in Chicago Monday 
on his way to Winnipeg, Vancouver, and other 
western lumber producing centers. While here 
he called at several local lumber offices. 


F. N. Worley, of Groveton, Tex., sales 
manager of the Trinity County Lumber Co., 
was in Chicago this week to confer with R. 
C. Clark, the company’s sales agent in the 
Chicago territory. 


Harry Montgomery, of the firm of Baxter, 
Robison & Montgomery, Chicago, left Thurs- 
day morning, accompanied by his family, for 
a vacation at Charlevoix, Mich. He plans to 
be gone about three weeks. 


C. B. Cunningham, of Chicago, who has 
been manager. of the hardwood division of 
the Vanlandingham Lumber Co., announced 
Thursday noon that he is leaving that firm 
to establish the C. B. Cunningham Lumber 
Co., with offices at 612 North Michigan Ave- 
nue. He will specialize in hardwood flooring. 


J. W. Rogers, of San Francisco, vice presi- 
dent of the Lassen Lumber & Box Co., was in 
Chicago the early part of this week, calling on 
some of his friends in the trade. He had been 
to Pittsburgh, Pa., to attend the funeral of a 
brother. He made quick time on the trip east 
by use of the combination air-rail route, leav- 
ing Los Angeles Saturday morning at 8 a. m. 
and arriving in Pittsburgh Sunday night at 
midnight. 


O. C. King, who was formerly engaged in 
the lumber business with his father at Monte- 
zuma, Iowa, has been chosen as the Iowa sales 
representative of the Hilgard Lumber Co., with 
his headquarters in Belle Plaine. He is well 
acquainted with lumber dealers throughout that 
State, and comes to the Hilgard company with 
excellent recommendations. He spent three 
days last week at the company’s home office 
in Chicago, getting “lined up” on his new sit- 
uation. 


A. H. Ruth, manager of the Chicago office 
of the George W. Jones Lumber Co., accom- 
panied by Mrs. Ruth left on Monday for Park 
Falls, Wis., to attend the summer meeting of 
the Northern Wholesale Hardwood Lumber- 
men’s Association on Friday. He stopped en 
route at his company’s mill at Wabeno, Wis, 
Among other Chicago lumbermen who planned 
to attend the meeting are: G. A. Vangsness, 
of the Vangsness Lumber Co., chairman of the 
association’s trade relations committee; V. J. 
Euler, of the V. J. Euler Lumber Co., presi- 
dent of the Chicago Wholesale Lumber Asso- 
ciation; Frank F. Fish, secretary-manager of 
the National Hardwood Lumber Association; 
John Hansen, of the John Hansen Lumber Co. ; 
and Charles Gill, of the Gill Lumber Co. 


P. E. O'Neil, of the O’Neil Bros. Lumber 
Co., Chicago, returned home Friday of last 
week front the Pacific coast, where he had 
spent several weeks calling at mill connections. 
After visits at Portland, Tacoma, Aberdeen, 
and Seattle, he went to Snoqualmie Falls, 
Wash., to visit his brother, E. H. O’Neil, man- 
ager of the Snoqualmie Falfs Lumber Co., 
and cotitinuéd his tour to Everett and Van- 
couver and intermediate points. He reports 


that the fir mills in this region are fairly busy, 
and are not maintaining heavy stocks. In Spo- 
kane he visited the Long Lake Lumber Co., of 
which his firm is the representative in the Chi- 
cago territory. On his way home Mr. O’Neil 
stopped at Missoula, Mont., and reports that 
the pine mills there are quite busy but that the 
stocks are light. 


Horace E. Huey, of Indianapolis, an official 
of the Capitol Lumber Co., presided at a din- 
ner given in that city in honor of Dale “Red” 
Jackson and Forest O’Brine, the two St. Louis 
aviators who hold the world’s record for an 
endurance flight. Mr. Huey is president of the 
Indianapolis Solo Club, an organization of 
aviators who have made at least one solo flight 
in an airplane. During the dinner program he 
presented the two honored guests with the 
Perry Trophy, a cup given by one of the club 
members a few days before his death in a re- 
cent plane crash. 


This Cook Works Alone 


Sorerton, Wis., Aug. 12—If Mrs. Julia 
Charbarneau, who celebrated her eighty-fourth 
birthday last April, had to keep house for a 
mere family of ten or a dozen children she 
probably would find herself idle so much that 
time would drag heavily on her hands. 

As it is, she has been cooking and serving 
meals alone to a crew of twenty-five to thirty 
men in Camp 15 of the Menominee Bay Shore 
Lumber Co. here, which is run by her son, 
Peter Charbarneau, a logging jobber. The 
crew last winter on occasion ran as high as 
sixty men. Then she found it necessary to 
have “a little help.” The kind of help she is 














Mrs. Julia Charbarneau, cook at one of the 
Menominee Bay Shore Lumber Co.’s camps 


able to get, Mrs. Charbarneau says, is often 
so incompetent as to be a liability rather than 
an asset. She prefers to get on alone when 
the crew is down to a mere twenty-five or 
thirty men. 

Mrs, Charbarneau says she has never been 
sick in her life. She never sits down. When 
she has nothing to do she prefers to go out 
and walk in the woods. She stays alone at the 
camp at night when the crew is gone and is 
not afraid. The lumberjacks admire her for 
her grit and vitality, as well as for her cook- 
ing. 























ups 


ten 
lan 
1en 


een 
nen 
out 
the 

is 
for 
ok- 











August 17, 1929 


AMERICAN LUMBERMAN 


83 





An “Old Timer” Speaks 


The members of the Chicago Wholesale 
Lumber Association were given a “treat” at 
the regular meeting Monday noon at the Bos- 
ton Oyster House, when Col. E. E. Hooper, 
who for thirty-five years was secretary of the 
Lumbermen’s Association of Chicago and is 
now vice president of the Lumbermen’s Mutual 
Casualty Co., gave a short talk. His remarks 
were most enthusiastically received, and a few 
minutes later the members unanimously voted 
to make him an honorary member of the 
association. 

Presence of the “old warhorse of Chicago’s 
organized wholesalers” turned the first part 
of the session into an. informal reminiscence 
meeting, with words of “remember when” ex- 
changed by the honored guest and his old 
friends, several of whom are active members 
of the association. But when President V. J. 
Euler pounded the table with his gavel, which 
did not come from White House pine, the other 
men sat back to listen to what Col. Hooper 
had to say. 

He made it clear that the opportunity for 
a wholesale organization to do something 
worthwhile was never better than it is at the 
present time, and the new organization should 
have splendid results. He commended the 
policy of meeting around the luncheon table 
every week instead of maintaining an office, and 
cautioned his hearers not to attempt to do too 
much, but to attack a few of the greater 


problems which now confront the wholesaler 
of lumber, and work to promote the proper 
relations between the wholesaler, the manu- 
facturer, and the retailer. 


Travels to Learn Retailers’ Ideas 


GEORGETOWN, ONT., Aug. 12.—Sam Mac- 
Kenzie wanted to get other men’s ideas on how 
a lumber yard should be operated. His father, 
J. B. MacKenzie, is a prominent retailer here, 
and is a former president of the Ontario Re- 
tail Lumber Dealers’ Association. The son 
knew that the yard here is recognized as a 
good one, but he wanted to know if there were 
not some possible improvements to be found 
in the methods used by some of the lumber 
yards down in the States. 

So he has spent most of the summer on a 
trip through the United States and western 
Canada. His study of retail methods was not 
conducted im the manner of an official in- 
vestigator, but instead at places in which he 
was interested he took a job as a laborer in 
the yards, and then he observed the application 
of progressive methods as an employe. In this 
way he spent considerable time at various 
yards in Ohio and Illinois, and then worked 
his way on west to the Pacific coast. He will 
return home soon, and his father expects that 
the younger man will be “chock full” of pro- 
gressive new business ideas when he gets back 
on the job in the old home town. 
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Lumber Conditions the World Over 


WASHINGTON, D. C., Aug. 12.—Estimates of 
June lumber imports to Buenos Aires were 8,- 
500,000 feet of pitch pine, 6,000,000 feet of 
Douglas fir, 1,500,000 feet of hemlock, 600,000 
feet of Parana pine and 48,000 feet of spruce. 
Oak imports were particularly heavy, with 
unusually large arrivals from Adriatic coun- 
tries. Weakened prices and cheaper charter 
rates from both northern and southern Europe 
are reported to be stimulating purchases of 
competitive European species. 

Stave imports from the United States con- 
tinue in the face of prospects of the forma- 
tion of an association including 80 percent of 
the wine growers in San Juan and Mendoza, 
where the industry is experiencing a grave 
over-production crisis. 

James G. Burke, lumber trade commissioner, 
adds that no improvement has appeared in 
regard to delays affecting government bids 
for public works, and the port labor strike at 
Rosario is hindering steamer unloadings at 
both Rosario and Santa Fe. 

Approval of Douglas fir specifications by 
the principal Argentine railways is stimulat- 
ing the demand for fir, as indicated by a 25 
percent increase in total imports of Douglas 
fir during the first six months of this year as 
compared with the same period of 1928. 

The demand for American plywood is in- 
creasing, as evidenced by imports of 330 tons 
for the first six months against none a year 
ago. 

The general lumber outlook is favorable, 
despite fair stocks in Buenos Aires yards, be- 
cause demand from country districts and for 
railway construction is likely to continue. 

A radiogram from Trade Commissioner E. 
C. Squire states that the settlement of the 
timber trade strike at Melbourne, Australia, 
during the last week in June has improved 
the employment and construction situation 
there. 

The building trades in the Netherlands are 
active and ship yards well supplied with or- 
ders both for new construction and for re- 
pair, creating an active demand for lumber, 
according to a cable from Paul S. Quinn, as- 
sistant trade commissioner, The Hague. The 
demand covers both softwood and hardwood 
lumber. Domestic competition in the lumber 
trade is unusually keen. Demand for Amer- 
ican oak, southern pine logs and Douglas fir 
is firm. The box making industry is also ac- 
tice. 

Swedish lumber gales at the end of May 


reached very nearly 1,386,000,000 feet as com- 
pared with about 1,188,000,000 feet at the 
same time last year, according to the Swedish 
trade journal “Affarsvakden.” This publica- 
tion states that the English market is rather 
dull, but total orders from that country for 
Swedish lumber probably exceed the corre- 
sponding figure for last year by about 10 per- 
cent. 

France this year also has assumed in- 
creased importance for the Swedish lumber 
industry. If France during the remainder of 
the year continues to purchase at approxi- 
mately the same rate as the other countries 
her share in Swedish exports would become 
almost as large as in 1913, “a condition of 
affairs of which about a year ago nobody 
even dared to dream,” says the trade journal. 

Swedish plans for 1929 at the beginning 
contemplated a reduction of 20 percent in ex- 
ports from the approximately 2,078,000,000 
feet exported in 1928, but sales are proceeding 
at such a rate that the reduction may not 
amount to so much this year. 

From Johannesburg, Trade Commissioner 
Samuel H. Day reports that there is a 
steadily increasing interest in South Africa 
in American ideas as to dwelling house con- 
struction, both in design and materials. The 
American type suburban home is making a 
strong appeal, and architects are featuring 
building materials described in leading Amer- 
ican trade periodicals. There is a distinct 
vogue of color in interior decoration and a 
keen demand for doors and interior trim of 
Douglas fir on account of the ornate grain 
effects obtainable with this wood. 

The demand in South Africa for city flats or 
apartment houses may ease off in the near 
future, according to leading architects. This 
type of building has apparently been some- 
what overdone and speculators have gained 
possession of the most desirable building 
sites. The present trend of construction 
seems to be toward suburban residences. 

The building of theaters, large and small, 
is occuping an important place in the con- 
struction industry this year and is expected 
to continue to do so during the next two 
years, 


Building is also active at Cape Town. 


Delayed shipments of Pacific coast soft- 
woeds to South Africa caused a distinct 
shortage in the yards of the big importers 
during April. Arrivals in May, however, 
brought conditdons back toward normal and 
by the first of June several ships were dis- 
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PRODUCTS OF 
THE FOREST 














USA 
Providence Philadelphia 
Factory Factory 
Nicholson G.& H 
File Co. Barnett Co 


A thousand spectators 
hold their breath as a 
diver poises on the end 
of a springboard, prepar- 
ing to divide the water 


from a height of fifty feet. 


Springboards,gang planks and 
a hundred other “products of 
the forest,” are adding to the sum 
total of the pleasure of the work-a-day world. 





Adding to the sum total of the sawyer’s efficiency 
are Nicholson and Black Diamond Saw Files. 


At hardware and mill supply dealers 
NICHOLSON FILE CO., Providence, R.1., U.S.A. 
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There’s a Reason! 


And that reason is that Bab- 
cock Spruce Ladders combine 
strength with light weight. No 
wonder they sell! They are what every 
buyer wants. Write for the Babcock catalog. 


TheW.W. BABCOCK C0., Baru, NY. 














charging at Lourenco Marques, Durban, and 
Cape Town, which provided much needed 
stocks for winter building activities. Car- 
goes.of North European softwoods had also 
begun to arrive at Lourenco Marques. 

Advance Finnish lumber sales through June 
have been estimated at 1,584,000,000 feet as 
compared with 1,485,000,000 feet for the first 
six months last year. The trade estimates 
1929 sales will exceed 1,980,000,000 feet, with 
present prices firm and market prices fair. 

Latest cabled advices from Japan report 
lumber stocks declining and the market 
firmer. 


Purchases of Canadian Lumber 

WASHINGTON, D. C., Aug. 13.—Purchases of 
lumber at the port of Vancouver by the 
United States during June aggregated 43,- 
612,000 feet, valued at $835,309, compared 
with 55,025,000 feet in May, valued at $1,093,- 
759, according to Consul H. S. Tewell. In 
June of last year the volume was 49,775,000 
feet, valued at $932,557. 

For the first six months of this year pur- 
chases of Canadian lumber at Vancouver by 
the United States have aggregated 219,191,000 
feet, valued at $4,408,827, compared with 
204,146,000 feet, valued at $4,555,058 for the 
same period of 1928. For the first six months 
of 1927 these purchases aggregated 239,- 
756,000 feet, valued at $4,737,493. 

Vancouver shingle exports to the United 
States during June amounted to 160,392,000, 
valued at $677,859, as compared with 191,- 
299,000, valued at $798,362, in May. Total 
exports for the first six months of this year 
were 867,201,000, valued at $3,694,267, against 
892,056,000, valued at $3,098,433 for the same 
period in 1928. For the first six months of 


1927 shingle shipments totaled 839,008,000, . 


valued at $2,804,101. 


See eeataaeni 


The Outlook in Foreign Fields 


WASHINGTON, D. C., Aug. 13.—Commercial 
Attaché Cooper cables the Department of 
Commerce from London that increased con- 
struction which would be accompanied by im- 
proved demand for lumber is looked for in 
the United Kingdom. Stocks generally are 
moderate and are being held with greater 
firmness, and the financial position therefore 
gives no cause for concern. 

The demand for Douglas fir is steadily in- 
creasing in competition with pitch pine and 
recent imports through London are larger 
compared with those for the corresponding 
period last year. 

Prices are considered reasonable by the 
trade for merchantable qualities, but for 
clears rates are fully maintained. 

Demand is still disappointing for United 
States hardwoods, but slight improvement in 
trading conditions has been noticeable during 
the last few weeks.’ Available stocks are am- 
ple for present consumption and fresh sup- 
plies are arriving on a moderate scale. Prices 
are steady. 

The plywood market is strong, with more 
inquiry for birch (European) and increased 
business in Douglas fir. Prices are well main- 
tained. 

A cablegram from Trade Commissioner 
Squires announces that the timber workers’ 
strike at Sydney is declared to be finished 
owing to the complete restaffing by voluntary 
labor. 

At the end of July Finnish advance sales 
for 1929 delivery were estimated at 1,702,800,- 
000 feet, compared with 1,564,200,000 feet at 
the same time last year. Total Finnish ex- 
ports for the entire year are estimated at 
2,178,000,000 feet, against 2,270,000,000 feet 
last year. 

Exports of wood products to the United 
States during July from the Province of Brit- 
ish Columbia, continued in July to show an 
increase in logs and poles, but a decrease in 
lumber and shingles, as compared with the 
same month of 1928, according to a wire from 
Consul General Harris, Vancouver, B. C., 
made public by the Department of Commerce. 

Lumber exports during July, 1929, amounted 
to 51,935,000 feet as compared with 55,205,000 
in July, 1928. Log exports increased to 18,- 
232,000 feet from 7,942,000 feet, shingles fell 
off to 153,176,000 from 177,998,000, and poles 
increased to 2,026,998 linear feet, from 1,713,- 
978 linear feet. 

Cabled information from Japan states that 
local sales are good, with prices advancing 
slightly and stocks moderate. Arrivals and 
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fortnightly orders likewise have been mod- 
erate. 

Advance Swedish lumber sales’ through 
July 15 for 1929 delivery, as reported by 
cable, are eStimated at 1,584,000,000 feet, as 
compared with 1,336,500,000 feet for the same 


period of 1928. 
The lumber trade in Glasgow and the west- 
ern part of Scotland has been maintained on 


a steady but moderate scale, according to Con- 


sul General Chamberlain. Consumption, espe- 
cially of the cheaper class of building mate- 
rials, has been fairly good and competition 
exceedingly keen. The shipbuilding industry 
has been responsible for a steady demand for 
southern pine, Douglas fir and teak. The fur- 
niture trade continues quiet and the railway 
ear builders still have a few orders on hand, 
consquently the requirements for furniture 
woods, and for plain oak and southern pine 
for railway cars has been somewhat re- 
stricted. 

The lumber market in northern Ireland has 
continued slow and quiet, a condition which 
has prevailed during the first six months of 
this year, according to Consul General Bow- 
man, Belfast. There have been no large pur- 
chases for forward delivery, the activities in 
the shipyards remaining quiet, and with the 
strike among cabinet workers still in effect. 
The plans of the Belfast Harbor Board for the 
improvement of the docks have not been 
translated into active buying of timber and 
lumber, although developments along this 
line are expected within the next few months. 

For the first six months of 1929, as com- 
pared with the same period of 1928, exports 
from the United States of softwood lumber 
and imports of hardwood lumber and cabinet 
woods show an,.appreciable increase. While 
the exports of all lumber show a decrease of 
1 percent, the imports increased by 1 percent. 
The figures follow: 


6 Mos. 6 Mos. 


Jan.- Jan.- Percent 
June, June, increase 
1928. 1929. or 


Mfeet M feet decrease 
All lumber, and box 
shooks. (Lumber, 
sawed timber, and 


flooring.) Exports.1,704,694 1,682,157 — 1% 
6 Mos. 6 Mos. 
Imports. 681,126 691,053 + 1% 


Softwood lumber. 
(Stocks under 6”x 


os (All dimen- 3 
sions.) Exports. 975,001 1,021,015 + 5% 
Imports. 638,660 632,995 - 1% 
Hardwood lumber. 


(Including floor- 
ing, excluding 
sawed timber.) 
Exports. 247,002 233,187 — 6% 
Hardwood lumber. 
Ordinary (includ-- 
ing flooring.) 
Imports. 24,358 40,549 +66% 
Cabinet woods. 
(Sawn.) Imports. 18,108 17,509 — 3% 
Cabinet wood logs. 
Imports. 26,188 34,559 +32% 
Other logs. Imports. 96,769 99,437 + 3% 
Exports. 233,919 224,075 — 4% 


Patents Recently Issued ! 


The following patents of interest to lumbermen 
recently were issued from the United States Patent 
Office. Copies may be obtained from R. E. Burn- 
ham, patent and trade-mark attorney, Continental 
Trust Building, Washington, D. C., at 20 cents 
each. State number of patent and name of in- 
ventor when ordering: 


1,721,708. Guard for shaper heads. Carl J. Nel- 
son, Berkley, Mich. 
1,721,834. Saw vice. Daniel H. Prutton, Cleve- 


1,721,835. Log stop. George F. Schnell, Diamond 
Springs, Calif. 

1,722,303. Cutter head. Franklin L. Lane, Be- 
loit, Wis., assignor to Yates-American Machine 
Co., same place 

1,722,323. Wood preservative. Leo P. Curtin, 
Freehold, N. J., assignor to Western Union Tele- 
sraph Co., New York, N. Y. 


Making of High Grade Frames 
(Concluded from Page 45.) 


shipping. While we are furnishing what un- 
biased frame users have told us is ‘the best 
frame on the market today’ we expect to make 
a better frame, a better package, or in some 
way improve our product by this time next 
year, for we shall never be content with any- 
thing less than the best we can make.” 





dimmie Wealfterbesl says .— 
“The Wise “Dealer 


— knows his 
Stained Shingles” 


HE wise builder is also com- 

ing to know his stained 
shingles ... that every bundle 
should be 100% edge grain qual- 
ity... have parallel edges... 
stained by a. process that means 
they are going to stand the test 
of time. 


The wise builder and dealer appreciate WEATHERBEST 
Stained Shingles because the bundles are opened . . . each 
shingle properly stained with pure color pigments, linseed 
oil and preservatives ... thoroughly dried, re-inspected 
and repacked to full count. There is seventeen years’ 
experience behind the WEATHERBEST policy: “mot to 
cheapen materials or process to meet price competition.”’ 


Check your files for Portfolio of Photogravures in 
color, Sample Color Pads, and Dealer Helps. Address 
WEATHERBEST STAINED SHINGLE CO., Inc.. 1534 Main 
Street, North Tonawanda, N. Y. 


‘Plants: North Tonawanda — Cleveland — St. Paul 
‘Distributing Warehouses in Leading Centers 
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tion you must have it. Grade-marked and 
trade-marked. Shipped overnight in cases 
of emergency.* 


There’s a hum and a hustle in our five big 
mills—cutting a wide variety of stock. Wire 
us what you need to replenish your depleted 
stock. Your order will be on its way 


promptly. 


Quality and speed—the two predominant 
reasons why NATALBANY is assuming 
lumber leadership. The combination that re- 


sults in complete lumber service. 


NATALBANY lumber and NATALBANY 


service! Yours to command! 


*Mills 68, 71, 72 and 73 on the speedy Illinois Central Mainline 


For 
HOME BUILDING 
HEAVY CONSTRUCTION 
MILL WORK 

NATALBANY lumber and NATALBANY 
service! 

That means quality and speed—The 
combination you’ve been looking for—Com- 
plete lumber service. 

Lumber when you want it, in the condi- 


NATALBANY 


LUMBER COMPANY, LTD. 
"SALES OF FICE 
HAMMOND, LOUISIANA 
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This Week’s Lumber Prices 








SOUTHERN PINE 


Following are f. o. b. mill sales prices as reported from Kansas City, Mo., for the week ended Aug. 10: 








Plooring | Finish, All 10-20’ | Casing and Base | Partition | No. 2 Dimension No. 3 Dimension 
1x3” E.G.— B&Better Rough: | B&better: | 1x4”— S1S1E ; 51815 
B&Btr, 10-20’.. 65.96 | 6/4 & 8/4x4, | 4 and 6”..... 57.50 °| BEBtr ......... 428 1 eee eee 16.94 
No. 1, 6-20’.... 45.83 peered 55.00 | 8 oac50.50-. Seem * We Bvisevcsevs 36.28 — oo i if MEE cn wa'ninaneee 16.11 
No. 2, 6-20’.... 34.00 | ‘ nite aeciae 5 and 10”.... 58.50 pte 16.50 
as ai | MRbotter Surtaced: c No. 1 Dimension, 2x 4”, 10’. 25.72 27.00 | 2x10” .......... 16.25 
y ore, ze | BME giuicwaw nat 49.57 | Boards, S18 or 828 S1S1E 12’. 24.81 26.28 | 
B&Btr, 10-20 ece 40.56 | 1x6” 49 11 . - pe . on | Longleaf Timbers 
No. 1, 10-20’... 32.83 | ay eeuoe anes 39.17 | No. 1 (all 10-20’): Short- Long- | 16’. 26.57 28.95 | ., 
Jo. 2, 6-20’ 2.06 1x8” .....-... 50.92 pees 36.41 | leaf leaf | 20°. 2 2 | No. 1 Sq. E&S 
No. “, 6 20 oeee 2 . 1x5 and 10”.. 54.91 1x10” 40 40 | ox 4” 10’ 29 20 31 65 18&20 . 27.95 30.83 | S4Ss, 20’ and 
1x4” E.G.— rere 66.28 “Dnaqsomcehe ai. "jor" 92°53 99, 2x 6”, 10’. 20.98 23.38 | under: 
nar 1x12” ......... 52.33 12’. 28.53 29.67 , | 
B&Btr, 10-20’... 65.83 5/4x4, 6&8”... 64.11 : oats | “ae 12’. 21.87 22.70 | 8” > 
No 2. 6-20’ 35.00 Boxe Oe ia” ose | NO.2,(all 10 to 20%): | 16’. 29.71 30.45 . 21.87 22.7 | OREEIA TED 33.32 
“a eae ae /4x5, 10&12" 78. ee alee ii 23.37 18&20’. 33.05 30.59 16’. 28.83 86.75 | 10” ...cccsecoes 36.50 
ix4” F.G.— 5/4x10 & 12” 78.66 Re 24.94 2x 6”, 10’. 25.23 29.18 18420’. 23.88 27.46 | 12” .---.es.eeee 50.72 
B&Btr, 10-20’.. 42.26 6/4 & 8/4x4, 1x12” ss 8.21 1 25.45 28.49 sept: > 7 
No. 1, 10-20’... 35.71 ee verdns 65.50 | no 3 (all 6-20’): 16’. 26:85 28:83 | 2X 8”, 10’. 24.00 24.00 Plaster Lath 
No. 2, 10-20’... 24.14 r sis ON RT 19.00 18&20’. 29.35 29.38 12’. 24.00 24.92 | No. 1, %”, 4’... 3.86 
Ceiling a 1x10” . 19.81 | 2x 8”, 10’. 27.39 30.65 16’. 24.45 27.50 | No. 2, %”, 4’... 3.35 
git ae BP a sceces 19.76 12" 27.09 26.84 18&20’. 28.00 27.50 Byrkit Lath 
"2X4, - — . i F My e r ” , S OG BO tdewsses 15.25 
BxBtr fel... 37.68 Shiplap 18620’. 32.92 29.41 | 7*10", 10°. 24.00 26.00 
ey etait 31.03 ee geese 41.09 | No. 1 (all 10-20’): | 2x10”, 10’. 30.35 .... 12’. 23.88 26.00 Car Material 
Wk Drsevcosave 20.76 | no 9 Mc rieskes 35.12 | 19. 30.75 .... | 16’. 23.51 29.09 | (All 1x4 & 6”): 
. Yy 9)’ , , | 
Drop Siding Ee 20.56 ae Feel ee en ee ke | nS eee ee | a = ‘ie 
1x6”, 10-20’— SE soeeesess 58.3 _ 4.44 | 2x12”, 10". 33.51 |... | 2x12", 10". 25.00 27.00 | = 49 ona 20)?! 45:00 
B&Btr ......... 41.00 | No. 3— No. 3 (all 6-20’): | 12’. 34.15 34.50 | 12’, 24.32 27.00 | No 1— 
ey eee 38.54 Oe sacsiaes Se ES 19.41 16’. 35.88 44.50 16’. 26.00 32.96 10 & 20’..... 39.00 
Wk -Dkckesnenes 25.37 SE pwtsisens See SO ieicces 23.00 | 18&20’. 35.50 44.60 18&20’ 25.35 34.59 | No. 2 random.. 21.92 











ENGELMANN SPRUCE 


Prices f. o. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling: 


Inch— 4” 6” 8” | a a 
ae 6-16’.$51.00 $56.00 $56.00 $72.00 $87.00 
0. 

btr.,* 6-16’. 49.00 54.00 54.00 67.00 82.00 
No. 1, 6-16’. 50.00 654.00 58.00 

No. 2, 8-16’. 42.50 41.50 41.50 41.50 49.00 
No. 3, 8-20’. 34.00 36.50 37.50 37.50 38.50 
No. 4, 4-20’. 32.50 34.50 35.50 35.50 35.50 
5” &6/4— 4"&wadr. 4,6&8” 10” 12” 
D&btr., 6-16’..... $67.00 $69.00 $72.00 $82.00 
No. 1&btr., 6-16’. 64.00 66.00 69.00 79.00 
No. 1, 6-16..... 60.00 62.00 65.00 75.00 


For 5/&6/4 in No. 2, 4-, 8- or 12-inch, add 
$6; 6-inch, $9; 10-inch, add $8; in No. 3, all 
widths, add $6; No. 4, $4. 

§Furnished when available. 

*Contains 40 to 50 percent D&better. 

Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot, $5; for other 
lengths, including 18- and 20-foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, $1. 
Bevel siding, %-inch, odd lengths, 3- to 20- 

foot, but not over 20 percent shorter than 

10-foot: 
D&btr., 4-inch..$28.00 EB, 4-inch....... 18.00 
6-inch.. 31.00 i cee os ’ 
es te gna pine lath, 4-foot: No. 1, $7.75; No. 





RED CEDAR SHINGLES 


Seattle, Wash., Aug. 10.—Eastern prices, per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car 
prices) f. o. b. mill are as follows: 


Pirst Grades, Standard Stock 


Straight Mixed with 
cars cedar lumber 


Extra stars, 6/2....$ 2.30@. 2.45 $ 2.60@ 2.65 





Extra clears, 5/2... 2.55@ 2.80 2.75@ 2.85 
pas + 3 eee 3.70@ 3.80 3.75@ 3.90 
NE 6 i wos en 3.70@ 3.75 3.75@ 3.85 
Perfections 4.50@ 4.75 4.90 
Rare 10.00@10.50 10.50 
Dimensions, 5”, 5/2. 3.25@ 3.45 

Pirst Grades, Rite-Grade Inspected Stock 
Extra stars, 6/2....$ 2.55@ 2.65 
BUCO. GOORTE...ccccce 3.10@ 3.65 
po. aaa 3.85@ 3.90 
3. er ee 4.40@ 4.45 
Porfections ..... 4.95 


Second Grades, Standard Stock 
Common stars, 6/2..$ 1.15@ 1.25 $ 1.20@ 1.25 


Common stars, 5/2.. 1.65@ 1.75 1.65 
Common clears..... 2.05@ 2.10 2.10@ 2.25 
British Columbia Stock, Seattle Market 
po ee $ 3.40 
peo. > ear 4.00 
ere 4.80 
Perfections rea” 
CO ee 





INLAND EMPIRE PINES 


Portland, Ore., Aug. 10.—The Western Pine 
Marufacturers’ Association has prepared the 
following list of average selling prices f. o. b. 
Spokane, as shown by orders reported by 
members during week ended Wednesday, Aug. 
: Reports of prices shown on S828 _ in- 
clude sales of stock worked other than 828 
on which the prices have been reduced to an 
S2S basis by using the working charges shown 
in the Western Pine Manufacturers’ Associa- 
tion lumber price list of July 15, 1926. Prices 
of selects and random length larch and fir 
include sales of specified length stock with 
the prices reduced to the random length basis 
by using the sorting charges from the same 
list. Averages include both direct and whole- 
sale sales. Where prices shown are net to 
wholesaler they have been increased by 5 per- 
cent of the estimated mill price. RL means 
random length. AL means all lengths, re- 
gardless of whether random or _ specified 
lengths are called for. Quotations follow: 


Pondosa Pine 


Average 
Price 
1x8” No. 1 common S2S AL.......-.+2- $38.60 
1x8” No. 2 common S2S AL...........6. 25.44 
1x8” No. 3 common S28 AL.........--- 21.12 
4/4 No. 4 common S2S RW RL......... 15.21 
1x6” D Select S28 RL......ccwsccecees 42.08 
5&6/4x4"&wdr D sel S2S AL........+..- 52.28 
16” C select SIS Rhye... cccccccccscecve 58.49 
5&6/4x4"&wadr C sel S2S RL.........-. 64.27 
Oe) MCN BE ccamescvceecseeevess 36.09 
5&6/4&btr shop S2S— 
Se Ew Acin Vea cae ener elke thaws bene 36.99 
BM I accede Ue awe aa wae Rd ee ei 26.97 
OR abi hk os ch a tail en nsis ws ie oe 
Idaho White Pine 
1x8” No. 1 common S2S RL............ 46.00 
1x8” No. 2 common S28 RL...........- 34.65 
1x8” No. 3 common S2S AL........-.+-. 24.44 
4/4 No. 4 common S2S RW RL.......... 18.59 
U6" DP molest BEB rT. 00.0 ccccvccccscces 49.09 


5&6/4x4”"&wdr D sel S2S RL........... 76.00 


See” © mereet BO Wbas oc cece ccs iccesvas 80.00 
5&6/4x4"&wadr C sel S28 RL........... 93.25 
Larch and Fir 
2x6” 16’ No. 1 dimension ...........++. 20.52 
2x10” 16’ No. 1 dimension ...:......20- 20.49 
1x8” No. 3 common S2S RL............ 17.21 
4° Chtr vert. gf. GE Ris... ccccscwcvce 49.85 
6” C&btr D/S or rustic RL...........6- 33.05 





SOUTHERN PINE TIES 


New York, Aug. 12.—Following are quota- 
tions on southern pine railroad ties f. o. b. 
New York: 


All 8’ 6”— Sa Heart 
SO” 6 cobs si weaed kawle gua aa $1.35 $1.70 
SY: a:cdh adres ep wation skewed ieee 1.25 1.60 
Se» véaete eer vesed ess penkeeees 1.05 1.25 


DOUGLAS FIR 


[Special telegram to AmMericAn LuMBERMAN] 


Portland, Ore., Aug. 13.—F. 0, b. mill prices 
on actual sales of fir, Aug. 9, 10 and 12, direct 
only, reported by West Coast mills to the 
Davis Statistical Bureau, were as follows: 


Vertical Grain Flooring 


B B&btr. Cc 
SO cv weiwh aes $42.75 $43.00 $29.25 
EO eee re 40.00 beestece 
i ee 45.00 
Flat Grain Flooring 
NS nck eines ee aiarh 24.00 19.75 
BE cx Sv ieeacneee 36.25 30.50 
Mixed Grain Flooring 
Be” cus vencracet gow ones ee 17.00 
Ceiling 
SOME pics wens ate 25.25 20.50 
BO sak seta ae we 26.00 21.00 
Drop Siding, 1x6” 
Os pti oo eeate says 35.00 29.00 ee 
BE badere raises oy 35.00 20.75 + here 
Eo ae ae ee nee «Sin cae 20.00 
Finish, Kiln Dried and Surfaced 
1x6” 1x8” 1x12” 
DRO: 600065040 $46.25 $47.75 $58.50 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
a ee ae $19.50 $18.50 $17.75 $22.75 
Be DF veties er eass 13.25 13.25 14.50 15.25 
Pe Ee ke Wear ose 10.25 9.00 9.00 Bese 
Dimension 


12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 

No. 1, 2” thick— 
4”.$18.25 $18.75 $21.00 $21.25 $20.75 .... .... 
6”. 17.50 18.00 19.50 19.50 19.50 $23.00 $21.75 
8”. 18.50 19.00 20.00 20.00 19.75 23.00 23.75 
10”. 19.00 19.00 20.00 20.50 20.50 23.25 24.25 
12”. 19.75 19.50 20.75 20.75 20.25 23.50 25.75 
2x4”, 8’, $19.00; 10’, $18.75; 2x6”, 10’, $17.00 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
No. 2....$12.75 $13.00 $12.00 $12.00 $11.50 


No. 3.... 10.00 8.75 
No. 1 Common Timbers 
8x3 to 4x13” to 20’, surfaced .....sccecs $21:00 
Sus to 18E13" tO 40", TOUR. cc ccccccccecss 19.26 
5x6 to 28x12" to 40’, suriaced..... 2.0... 20.50 
Fir Lath 
Wee 2; DACRE, Gs oii sis 0 cnn ces vareinks $ 3.25 
B&better, Flat Grain Car Siding, 9 or 18’ 

NF OS ecacee eee es ed ek oe Peane rive ke nee $40.00 
NS eee en ee eee ree 40.00 





’ POPLAR BEVEL SIDING 


Louisville, Ky., Aug. 12.—Poplar siding sales 
are not especially active, but prices are firm. 
Local quotations read: 





No.1 No. 2 

FAS Select com. com. 

i... WELERT CC etre $50 $40 $30 $24 
ge . 50 $8 28 22 
GUE sivekrarere 3 36 24 18 


i 
; 
* 
if 
i 
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WEST COAST SPRUCE 


[Special telegram to American LuMmBERMAN] 





Portland, Ore., Aug. 13.—The following are 
prices for mixed carlots prevailing here today: 
Finish— Factory stock— 

[an sa6eees $65.00 4 . -$34.00@35.00 

1x4—10” 55.00 5/4 ... 35.00@36.00 
Bevel siding— 6/4 ... 36.00@40.00 

-+. 37.00@40.00 


%x4” 4.0 
%x6”", Flat gr. oT. 00 


i?” . ae 4.00 
Vert. gr. 31.00 Green box 18.00@19.00 


WEST COAST LOGS 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Aug. 13.—Log market quo- 
tations: 

Fir, yellow: No. 1, $22@23; No. 2, $17@18; 
No. 3, $12@13; peelers, $28@35. 

Fir, red: Ungraded, $14@16.50. 

Cedar: $16@17. 

Hemlock: Ungraded, $9@1 

— No. ’ $26@32; No, 2, $20@24; No. 
3, $13. 


Everett, Wash., Aug. 13.—Log quotations: 
Fir: No. 1, $26; No. 2, $19; No. 3, $13. 
Cedar: Rafts of shingle logs only, $21; lum- 

ber logs, $365. 
Hemlock: No. 2, $12@14; No. 3, $12@13. 
Spruce, No. 1, $24; No. 2 No. 2, $18; No. 3, $12. 


Vancouver, B. C., > aap. > ~ Aug. 10.—Latest log mar- 
ket quotations are as follows. 

Fir: No. 1, $22; No. 2, $16; No. 3, $11 

Cedar, shingle booms, $26; 320 and $11; 
lumber logs, $28 and $21. 

Hemlock: $12. 


NORTHERN PINE 


Duluth, Minn.,, Aug. 12.—Following are 
prices on northern white pine f. o. b. Duluth: 











Common Rough Boards and Fencing— 
10&12ft. 14 ft. 16 ft 
ee err $49.00 49.00 $53.00 
Ix 5 or 6” 51.00 51.00 63.00 
rae “ee veuu 55.00 55.00 53.00 
Be x esmnde 61.00 58.00 57.00 
Se” vectdées 83.00 81.00 $1.00 
ee: Ee eer 38.00 38.00 43.00 
1x 5 or 6” 39.00 39.00 42.00 
OS oi Rae 41.00 40.00 89.00 
ee -saeekan 43.00 41.00 39.00 
Dea. saxe0a 53.00 49.00 48.00 
re Se Se ccnanes 28.00 28.00 29.00 
1x 5 or 6” 30.50 30.50 32.00 
a wae a ate 33.00 33.00 33.00 
Bene” need een 34.00 33.00 33.00 
Sa”) Saexcwen 36.00 35.00 35.00 


For all white pine (Pinus Stirobus) Nos. 1 
and 2, add $1; for S1S or S2S add $1. For 
resawing add $1. S4S, add $1.50. Flooring, 
4- and 6-inch, add $1.50 to price of fencing. 
Ceiling, %- and %-inch, same price as floor- 
ing. Drop siding, add 66 cents; partition, add 
$1; well tubing D&M and beveled, add $2, to 
price of flooring. 

No. 4, mixed, 6-foot and longer, 4-inch, $26; 
6-inch, 328; 8-inch, $29; 10-inch, $29; 12-inch, 
$30; 1x4-inch and ‘wider, $28.00. 

Mo. 1 Piece p=. s1s1E— 


12’ 14’ 16’ 18&20’ 
2x 4” $35 50 $33.50 $32.50 $33.50 $35.50 
2x 6” -- 83.50 33.50 32.50 32.50 34.50 
2x 8” -- 35.50 35.50 33.50 33.50 85.50 
2x10” ... 37.50 38.50 38.50 $8.50 39.50 
2x12” ... 38.50 39.50 39.50 39.50 40.50 

No. 2 piece stuff, $3 less than No. 1. For 
rough, geteet $1. For D&M, add $1.50. 
Siding 4- and 6-inch, 4- to 20-foot— 

Canadian 

B&btr. Cc D E Cé&btr. 
 wspens $41.00 $35.00 $25.00 $15.00 $32.00 
eo * sesees 45.00 40.00 30.00 18.00 34.00 





WISCONSIN HEMLOCK 


The following are f. o. b. mill prices: 
No. 1 Hemlock Boards, s18S— 
8’ 10,12&14’ 16° 


BS cbcccccccesseecs $28.00 $29.00 $30.00 
SS eee 31.50 32.50 34.00 
PM ssseeeceoenecene 82.50 33.50 35.00 
BEE «eb neeeserecesess 35.00 36.00 37.50 
BGM  ccccesercocvencs 36.00 37.00 38.50 


For merchantable 81S deduct $2 from price 
of No. 1; for No. 2, deduct $4. 
For shiplap or flooring, add 60 cents to 


prices on No. 1 boards. 

Cratin  oteet, 81 or 2s, 6” and wider, 6’ and 
longer, . 2, $28; No. 3, $23. 
No. 1 Hemlock Dimension, _— 16 
2x 4” ...$82.00 933. 00 ose. 00 $31.00 $33.00 
2x 6” ... 30.00 00 100 $1.00 32.50 
2x 8” ... 81.00 32:00 37.00 31.00 32.50 
2x10” ... 31.00 34.00 35.00 35.00 34.00 
2x12” ... 31.00 385.00 385.00 385.00 865.00 


For No. 2 dimension, deduct $3 from price 
of No. 1. 





WESTERN RED CEDAR 


Seattle, Wash., Aug. 10.— Prices for red 
cedar siding in mixed cars, new bundling, 8- 
to 18-foot, f. 0. b. mill: 


Bevel Siding, 44-inch 


Cl ear ea “_B” 

a uccaeeaeiee $30.00 $27.00 $20.00 

SO ees Se 31.00 26.00 23.00 

 ddasca cuca 35.00 32.00 23.00 
Clear Bungalow Rae 

%-inch %-inch 

ON SE oe eee ee aes $47.00 $39.00 

RE eee Rien chee eo ong ee 56.00 43.00 

PE sstttcckheshinveanans 65.00 aaaie 
Clear Finish, 8- to 16’ 

$2 or 4S Rough 

8 = a Leer er $ 75.00 $ 71.00 

BREE ap haak nn aioe dna ee 80.00 76.00 

I in a bis sc acai iw ota 90.00 86.00 

Bee OS PE soca ncexenaek'en 105.00 101.00 


Clear Ceiling or wees, One Side V or B 


SBS GME Sinem, 20 OS BF ccc cccccceoves $45.00 
Discount on Moldings 

Made from 1x3” and under...........ee-: 50% 

Made from other sigeS.......cccccccccvee 40% 


For 50,000 feet or more, additional dis- 
count 


ee 


Clear Batten, S48, 4- to 16’ 


100 lin. ft. 
Din tna chapee eek eee aneames cies eee -30 
ere eee ae ee -40 
De “Mu bktekw abba ens Kw ea eabeen me mmad -50 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the week ended July 27: 


Flooring 

1x3” 1x4” 
ay grain—B&better ........ $62.75 $60.25 
Flat grain—Bé&better ........ 39.75 40.50 
ee Aa 34.50 
ee 25.25 

Partition and Siding 
Drop siding, B&better, 1x6”............. $39.00 

Pinish and Moldings 
Finish, 1x5&10” Bé&better............... $60.25 
Finish, 5/4x5&10” B&better............. 65.75 
Case and i = ee 63.75 
Discount on moldings, 15%” and under.. 38% 
1%” and over.... 83% 

Boards and a | 
Boards and shiplap, 1x 8”, No. 1....... $33.00 
1x12”, No 2 Se saci aa 26.00 
Mr. ML Be daw o466 walice ee oa wien 23.25 
eS ME 5 We in ao bc oie os bee eod 18.50 

Dimension 
pee B.D, Bae GO Bk we hic cvadeac $24.00 
Oe Ae SO OD ne 26.00 
Oe AS eee 30.00 
RE OE ES | ea 21.75 
Bee Gee Oe BE acwiets Hie we dd bw mae 23.00 
Lath 

a: sn ea ce wk aelewew een ee eed Ome $4.50 





CALIFORNIA PINES 


San Francisco, Calif., Aug. 10.—The follow- 
ing average wholesale prices f. o. b. mills, 
were reported by the California White & 
Sugar Pine Manufacturers’ Association for 
the period ended Aug. 6: 


California White Pine 
All widths— 





No. 1&2 elr. Csel. D sel. No. 3 clr. 
ee: $70.20 $64.60 $51.70 $39.60 
CO) aa er 65.90 51.45 56.45 
OO eae 66.35 57.05 44.05 55.00 
| apart 74.45 66.05 §2.25 64.45 

California Sugar Pine 
Oe. wand $91.75 $82.50 $64.75 $49.80 
* se 86.60 74.05 57.20 61.15 
OS aaa a 65.50 50.30 60.45 
SC ape ee 96.25 79.40 68.20 79.25 
White Pine Shop Australian 
Inch common. .$31.05 Mixed pines— 
No. 1, 5/4 xa.w. 39.80 . eer $50.80 
No. 2, 6/4 xa.w. 39.25 fe aa 47.65 
Panel, C&better J a eee 44.70 
%” xa.w..... 59.00 eS 52.40 
Sugar Pine Shop . ; 
Inch common. .$41.55 ©om-— No.2 No 
-~ 6 $28.70 $23.40 
No. 1, 5/4 xa.w. 44.75 g” 28°90 21.15 
No. 2, 6/4 xa.w. 32.40 i wae . : 
30° 4.03 FEROS 96.35 
White Pir 50? wccee Ohe S85 
C&btr, all sizes.$49.00 Siding, %x6”— 
No. 3&better, 1x B&better ..$36.60 
4 & 6"....... 27.55 Oe Gece Pees sy 32.60 
No. 2 dimen., Lath— 
lf Xa.w..... 18.90 oe ree 3.50 
Douglas Pir SS, eee 2.60 
C&better ...... $32.75 No. 1 dim., 14x 
Ties an@ time  ccevcccccs 23.00 
eel. svomnens 23.25 - wreannenne 20.90 





NORTH CAROLINA PINE 


Norfolk, Va., Aug. 12.—Following are typi- 
cal average f. o. b. Norfolk prices made dur- 
ing the period July 16 to 31, as reported by 
the North Carolina Pine Association: 





Rough 
Edge, 4/4— 
oer Whi arate eg scan, alee Sabet rales bate ieee $46.15 
Raed ees > at Hb RSSADOHED ES eS Ee Hae es 32.20 
Box Wo. itis gh so el cin tak th hc echoes Wace a cee 24.40 
IN TENE SEN e ss eia ale ix Gl ard 2 ewe sak etek Be 19.30 
No. 1 No. 2 
B&better No.1 box box 
OE 9g eee: 41.95 re me's tient 
RCS} da ave ni bd 45.45 ee er sited 
NE inh e's ei ais Gh 47.60 $36.00 $25.75 $23.10 
NR itera ares tS 47.20 iii ah — mPa 
ey ae 47.75 38.20 25.90 22.85 
I, ieee Ss or aed 52.20 41.10 26.50 24.50 
BEE <t00s peewee 66.35 46.00 30.00 24.45 
Edge B&better— 
DE sac pentagon by wld a iad wwe sedan $50.80 
TS Wan dude awa hae eae viele ame aaa 69.25 
DEE eked pisuty sey eevavnenewmeenalans 65.70 
Ce  aiynlp ab eine Oikce Sd 0 WE Ne ee a eee 53.25 
Bark Strips— 
I Ra i i al its Cael aan $28.55 
ED cn nines eaweactaowene me 18.80 
Dressed 2%” 3” & 
Flooring— Width Wider 
OE SE ge Pree re $42.15 $40.40 
No. 1 common, }%”...... 38.05 35.40 
No. 2 common, }j%”..... 28.40 27.10 
OE ME wcinaewiewanis 43.00 42.50 
B&better bark strip partition.......... $33.55 
Da WATE GIVING, GPORGOE «coos cescvescer 17.80 
No. 2 * Air 
Roofers dressed dried 
2 eee eee $28.20 $18.70 
Ne sa Siu Ss werk kere ale ee ae 27.40 18.95 
SS. doc ala wath bik ae wae amare 28.45 19.25 
NEE <o-ty eiahia Kneis Bai ee coe Se cn 31.10 19.90 
*F. o. b. Macon, Ga. 


Cincinnati, Ohio, Aug. 12.—Average whole- 
sale prices, carloads, Cincinnati base, on Ap- 
palachian “soft texture” hardwoods today: 


4/4 5/4&6/4 8/4 
QUARTERED WHITE OAK— 


| eee $140@145 $150@155 $155@165 
> 105@110 110@115 115@120 
No. 1 com. 80@ 85 85@ 90 90@ 95 
No. 2 com. 45@ 50 54@ 59 55@ 60 
Sound wormy 45@ 47 54@ 59 57@ 62 
QUARTERED RED OAK— 
. ae $115@120 
No. 1 com. 65@ 70 
No. 2 com.... 45@ 50 
PLAIN WHITE AND RED OAK— 
eee $ eats $100@120 $120@135 
Selects ...... 0@ 80@ 85 100@105 
No. 1 com 60@ BB 68@ 73 85@ 92 
No. 2 com.... 40@ 45 48@ 55 55@ 58 
No. 3 com.... 26@ 28 27@ 29 33@ 38 
Sound wormy 49@ 61 59@ 62 62@ 67 
Basswoop— 
> Sere $ 78@ 80 $ 78@ 80 $ 88@ 93 
No. 1 com.... 57@ 60 62@ 67 70@ 75 
No. 2 com.... 32@ 35 37@ 42 42@ 47 
CHESTNUT— 
DE usa ae eee $ 80@ 85 $ 95@100 $105@113 
No. 1 com.... 48@ 54 54@ 59 60@ 65 
No. 3 com.... 22@ 23 23@ 24 23@ 24 
Sd. wormy and 
No. 2 com.. 32@ 34 36@ 38 388@ 40 
No. 1 common 
& Better, 
sound wormy 35@ 38 38@ 40 40@ 42 
BircH— 
,!)) a $100@110 $105@115 $110@120 
No. 1 common 
and sel. 60@ 65 65@ 70 70@ 75 
No. 2 com.... 35@ 37 40@ 42 42@ 44 
BEECH— 
Pee eae $ 60@ 65 $ 65@ 70 $ 70@ 75 
No. 1 com... 40@ 43 45@ 48 45@ 50 
No. 2 com.... 25@ 28 28@ 30 30@ 33 
PoPLAR— 
Panel & No. 1 
13” & wider $140 $150 $160 
7 a ae 105 120 130 
Saps & Sel... 80 95 110 
ee dct anwnic 60 65 70 
Be © Be dvces $ 38@ 41 45@ 47 49@ 51 
No. 2B . 83@ 35 36@ 38 38@ 40 
MAPLE— 
$ 80@ 85 $ 85@ 90 $ 95@100 


and gel. ... 651 56 
No. 2 com.... 34 39 


65@ 70 T78@ 82 
40@ 45 47@ 61 
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a Following are prices of northern hardwoods, f. o. b. Wausau, Wis.: 
—) AsH— Sore Marie —_— mantras Sel. No.1 No.2 No.3 
FAS Sel. No.1 No.2 No.3 4/4 ... 65.00 55.00 45.00 26.00 20.00 nA e O. o. 
4/4 ....$ 70.00 $ 60. 00 $ 55.00 $ 41. 00 $ 22.00 5/4 ... 70.00 60.00 50.00 33.00 21.00 4/f «.-$ eae * Grae $ 4 00 $ *y ye $ ai. ro4 
5/4 ..-- 80.00 65.00 00 21.00 6/4 ... 84.00 74.00 62.00 35.00 21.00 el ones =. 5 ro Hot + y + Te +044 
6/4 ..-- 95.00 $0. 00 65.00 41:00 21.00 8/4 ... 93.00 83.00 70.00 39.00 21.00 8/4 °°. 10200 82:00 70:00 39:00 21.00 
i 8/4 ...- 105.00 90.00 75.00 45.00 22.00 poo pry — 10/4 as? 115.00 15:00 80.00 50.00 30:00 
BiRcH— 4/4 ... 80.00 .... 655.00 27.00 19.00 tee . 00 O sees 
0 4/4 ..- 90.00 - 70.00 45.00 30.00 21.00 id ... 85.00 .... 60.00 30.00 20.00 16/4 ... 170.00 145.00 130.00 
9 5/4 ..- 98.00 73.00 54.00 38.00 22.00 6/4 ... 90.00 .... 65.00 30.00 20.00 Add for 8-inch and wider, $12; 10-inch and 
oe 6/4... 96.00 76.00 60.00 40.00 22.00 gy4 ::: 95.00 .... 75.00 38.00 *25.00 wider, $30; 12-inch and wider, $40. 
‘ 8/4 ... 100.00 8000 72.00 47.00 23.00 10/4 ... 105.00 .--- 85.00 62.00 siiaie Regular stock contains 50 percent or more 
rt 10/4... 110.00 100.00 90.00 60.00 .... 12/4 ... 115.00 .... 95.00 57.00 30.00 14 and 16 foot, and the following percentages 
ti 12/4 ... 115.00 105.00 95.00 60.00 sees *Bridge plank of 10-inch and wider, 4/4, 10 percent; 5/, 6/ 
3/4... 79.00 64.00 38.00 24.00 chan , . and 8/4, 20 percent; 10/ to 16/4, 30 percent. 
35 ; 5/8... 76.00 1.0 84.00 24.00 Basswoop— HARD MAPLE RouGH FLoorIne Stock— 
0) For 10-inch & wdr., add $30; 8-inch & war., 4/4... 75.00 63.00 52.00 31.00 24.00 No.1 No.2 No. 3A 
15 add $15; for 5-inch & wdr., 8-foot & lgr., add 5/4 ... 77.00 65.00 54.00 34.00 26.00 com. com. com. 
$2. es sos Se Te See” Se BO. cnwdc daavcsancevuses $48.00 $38.00 $28.00 
| Price of No. 2 and better, 4- and 6-foot 8/4 ... 87.00 77.00 62.00 36.00 26.00 | ge ie pean: 50.00 40.00 30.00 
30 lengths, $32. For select red, add $15. 10/4 ... 90.00 80.00 65.00 45.00 .... | RRR a tre 57.00 40.00 30.00 
25 hg te 6- be te 1x4-inch, two _— 12/4 ... 100.00 90.00 75.00 55.00 BEECH— No. 2 and 
10 : clear, one an wo face clear ; 1x5- 4 
7 : ’ : Key stock, 4/4, $75, or on grades, FAS, $85; better 
25 inch, two face clear, $90; one and two face + r ; 
clear, $70; run of pile, $68. a ? oO 5/4, $80, or on grades, FAS, $90; Hr ade eeeetnhetiobke dant eeeeeeens eee 1700 
5 Sort ELM— One and two face clear, 6- to 16-foot, 1x4- FAS Sel. No. 1 No. 2 
30 FAS Sel. No.1 No.2 No.3_ inch, $65; 1x5-inch, $75. Or sccae $70.00 $60.00 $50.00 $35.00 $22, 00 
f 4/4 ... 68.00 58.00 48.00 26.00 22.00 END DRIED WHITE MAPLE— 
: 5/4... 72.00 62.00 50.00 28.00 24.99 RED Oak— FAS No. 1 
er | 6/4 ... 83.00 73.00 60.00 30.00 23.00 4/4 ... 100.00 80.00 65.00 40.00 17.00 4/4 ....cccecccccccceccees $ 95.00 $ 75.00 
40 ; 8/4 ... 88.00 78.00 65.00 36.00 23.00 5/4 ... 105.00 85.00 70.00 42.00 20.00 6/4 .........+-.scc ce eceee 102.00 77.00 
40 10/4 ... 95.00 85.00 70.00 40.00 hae 6/4 ... 110.00 90.00 75.00 45.00 20.00 6/4 ..........222 127.00 $2.00 
10 | 12/4 ... 100.00 90.00 75.00 45.00 ert 8/4 ... 115.00 95.00 80.00 50.00 21.00 8/4 .............0ccccneee 130.00 95.00 
50 
55 
30 SALES PRICES OF SOUTHERN HARDWOODS 
a Following were sales prices of southern hardwoods during the week ending Aug. 6, Chicago basis: 
70 Rep GuM— 4/4 5/4 6/4 8/4 MIxED OaK— 4/4 5/4 6/4 8/4 
H Qtd. FAS. .102.75@108.50 106.00 oer oss Sd. wormy. 40.50@ 45.50 46.25@ 49.25 .........005 0 cceccceveees 
2 No. 1&sel 54.00@ 57.75 58.25@ 62.50 60.25@ 61.75 63.00@ 67.00 Portar— . 
25 Pin. FAS.. 93.50@101.75 102.50 aa eae meas WW ON he oe dekc ss Tr... . ©... nqsm@eikaeaeleds ebbeseeeael 
90 No. 1&sel 50. 3 | i —— €=—<—tést cw Saps&sel. 64.25 ee 0 ee ee eee 
a Roads eee eee” peep eowlte de caekeeenien No. 1&sel 58.25@ 63.00 ............ 65.00 75.00@ 78.50 
Sap GumM— No. as eee 49. 00@ 56.25 54.25 seeeseeseeoe seve eos towed 
_ Qtd. FAS.. 62.75@ 64.75 64.50@ 66.25 63.00 67.75@ 78.50 P Bes SE ieee dk ane ukeustone “Eaee aoe 
No. 1&sel 43.75@ 49.25 48.00  =—«—-—_caaacecceees 53.00@ 61.50 OU. BT... BROOD BO.B5 ncccccccccns ccncccencees 29.00 
S SA awe eeeadua sees > . . ceureenbeeln: - Sehcanlevaa AsH— 
Pin. FAS.. 59.25@ 66.75 62.50@ 64.50 61.50@ 63.00 66.00 | ner 73.00 80.00@ 91.00 83.25 = —§ ....ecseeeee 
e- No. lésel 40.75@ 47.75 44.25@ 47.50 46.50@ 48.50 56.00 a wen eee | CS Neespeneeeas 53.25 76.50 
p- No. 2.... 22.00@ 33.00 30.00 ae oS”) Cee been oe DME ie Givin hbalxd aekaet jee) Gokmccadenee 40.50 
No. 3. SE GC eid suse bacweiea. edageanunedd Sorr MApLe— 
BLACK GumM— S cosnece 77.00 Ctemeocgceoene 429664 8ose0ee 81.50 
a I ce. a ague abbee A bene ee eee er ee oh hae 66.50 
i Ce GEE cccscsaborer deers evens 45.50 me. F..0: SOOOD GROR OFBG 0 il iccccwcvane 45.75 
I 5 oe ee eee ed: pale uae ice BEECH— 
65 ee 8 =3—“<—~*SS:*éC rene reas eek akan Piwawe ae pam e Peer ee eae ahah os heehee We i earn OE 
20 Basswoop— Sorr I) eon al et a ns a koe wie ee ee es eee eee 
95 , .) ger No ced. “onncbeavnae..danainiadone oe SE eer or meee ern ee ee 
60 lS a ne anata ciale eeienene ee ak Oe .. -\ceepecmaeee 
62 WHITE OAK— i cite See. | lg ee pe Oe 8 eee 
ee. Ri ace. gu sueengue ee 133.50@154.00 Corronwoon— 
No. 1&sel 77. 25@ ae ae. . pe pepatadnins 78.50@ 94.00 a ce me | Sete thaws Csckidebaes” Laces 
No. 2. Of ee. a ama ale BA dee ae ee a i EE A EEE eee (Re ee ee 
Pin. FAS. 92. 50@ 94.50 101. 00@ 118. 00 105.00@123.50 138.75 ee i te Geebeenbeas ceca 
No. 1&sel 56.00@ 63.50 67. 74.75 80.75@ 83.50 No. 1&sel 38.75 iseenedninke “ateeg bene. (ceca mee 
ee BEE vad kaae awed "Saanelbs anne con eaewe minted Pin. FAS.. 46.00@ 49.75 ............ a | ee Pee 
i nn i) ch cas. a eke eat eway “elke isle a's eae No. 1&sel 36.00@ 41.75 37.50@ 43.75 ............ ........000. 
35 No. 3.... 23.25@ 27.50 30.75 pee SC Wc tanes SycaMORE— 
05 Rep OAK Pe Sa naknn cenkaae. ‘waeakenbabe side amie) 60.25 
92 Qtd. ‘PAS. IES Tk Oe pence mE ea eer aT ee eee Str ME chtionda'aiw. . eccRaRaEe ak Eeknadccaene 46.25 
58 No. l&sel re OOM SE a cata eee ie eee ae i tan - Caubebacw&ane weuecchre use 28.25 
38 Ne. ie eee eae eee ee ae Ue ae ae MAGNOLIA— 
7 Pln. FAS. 63.25@ 77.00 93.50@ 96.50 98.50@108.50 ............ fp a ee ae  . upetusuchineis wavanne 
No. 1&sel 52.25@ 57.50 58.75 56.00@ 63.50 ............ — -  ~nttduntiwaria: weduncemmmd. decker 
RRs isc PI cee inne cone cies ied ae No. 2.... 38.75 cult dieuawtb inn’ * Teeeadtaak elena <a ee 
75 
Shortleaf Dimension, S4S -inch Scant, 
47 PHILADELPHIA PRICES on, Se WEST VIRGINIA WOODS 
' Philadelphia, Pa., Aug. 12.— Wholesale prices 2x4” sin! ght ectabab. eae $30.50 2x10” nala damian $31.00 . 
13 8 secured from authoritative sources exclusively 2x6" eecereeeceece 29.00 2x12 eee ee eeee 32.00 rye cerca Aug. 12.—Prices of West 
oy f for the AMERICAN LUMBERMAN are as follows: 7X8” ........--. 30.00 a" rginia hardwoods, secured from authorita- 
9 | ve sources exclusively for the AMERICAN 
Southern Pine, Merchantable—1905 North Carolina Pine Flooring : 
40 (Dock Delivery, Philadelphia) " No. 2&btr. No.3 No.4 | LUMBERMAN, are as follows: 
Mississippi {#%2%” tift....... $67.00 . $62.00 am 
SSissipp> 34x24” flat....... 42.00 38.00 $28.00 Ash: FAS 4/4, $100@105; 5&6/4, $115@120;: 
42 f Southern Northern and 8/4, $125; 10&12/4, $135&140. Cc 
3 Florida Florida Louisiana Kiln Dried North Carolina Roofers 60: , ommon, 4/4, 
B&Ax4" 2... $42.00 $43.50 $52.00 x6", %x5%....$30.00 1x10", %x 9% .$32.50 | 760; 5&6/4, $70; 8/4, $80. 
20 seas” 22222222) 4200 43.50 52.00 "“ia"ineh thick, add’ $!. ME18°9000 | chestants PAs ont SORSSS;, SAK, SeONe 
_oeceses ; , . 105. Common, 4/4, $56@58; 5&6/4, $62@65 
75 | ee 52.00 51.50 54.00 en sera & : , ; 
a4 5&10x10” ....... 50.00 48.50 52.00 Clear Cedar Bevel Siding Sound wormy, 4/4, $36@38. No. 2, 4/4, $27@29. 
| renee 62.00 63.00 a. See tC  etiaohinebaaes ar atéeenanes $39.00 
I  —= eee 58.00 60.00 0.00 GB" once eee cece cee ee woteceveeeees 55.00 Poplar: FAS 4/4, $110&115; 5&6/4, $125. 
16 ‘a4uner 68.00 66.50 Tee TED hens od Rew leiariipnes chbredes0o40% 64.00 Clear saps, 4-inch and up, 4/4, $82@85; 5&6/4, 
50 5&14x14” ....... 54.00 53.50 72.00 Maple Flooring, f. o. b. Philadelphia $90@95; 8/4, $95. Common, 4/4, $62@65; 
33 2&4x16” eetoooee 80.00 cece 90.00 MFMA— #§x2y%” 14 x2%” . 
6&16x16” 73.00 85.00 5&6/4, $70&73; 8/4, $78. No. 2:A common, 
x seeecee FO. sees ' i. t..).lU OE eee $98.25 $99.25 # - 
Lengths 22 to 24 feet, add $2. Second grade .............. 82.50 83.50 4/4, $45; 5&6/4, $49; 8/4, $52@54. No. 2-B 
. Each 2 feet additional, add $1 to 32-foot Third grade ............... 58.50 58.50 common, 4/4, $30; 5&6/4, $32@33; 8/4, $84@36. 
6 price. : : 
Pondosa Pine Dressed Red Oak: FAS 4/4, $95@100; 5&6/4, $110@ 
tr! ' Each 1 foot over 32 feet, add $1. Cc D No.2 No.3 | 115; 8/4, $120&125. Common and select, 4/4, 
70 Longleaf Pine Flooring, 25/32x2%-inch Face i. 4” 1.11... $69.50 $58.50 $47.25 $38.75 | $60@63; 5&6/4, $72@75; 8/4, $75@77, No. 2 
51 (Rail Delivery) BO Riss inetd se 79.50 63.50 45.25 40.25 | common, 4/4, $45@47.50; 5&6/4, $47@50; 8/4, 
40 Bante. ht. vit. 08. ee No. 1 sap fet. ‘oe +4 Be arnd kon both 74.58 $3.58 46.36 $0.38 $50@55. 
tr. sap rift. 0. sap fla URS ont cwekec's 4.50 é ‘ ‘ 
B&btr. flat ... 560.00 No. 8 sap flat.. 20.00 4x12” ........... 99.50 88.50 49.28 41.36 Seannaes ge as een ret we 
L00 SE OU Ws 50 6s 104.50 93.50 \ ° ‘ 4 " . ommon and select, 
° nae Sa Lath, 4-feot Mo. 2 4/4, $65@70; 5&6/4, $75@80; 8/4, $80&85. No. 
51 1x6” CRxE 6 =) - $28.60 1x10” (%x9%”).$28.50 Spruce ............ $6.50 c.i.f.—$6.75 delivered ' 2 common, 4/4, $50&53; 5&6/4, $55@58; 8/4, 
1x8” (%x7%"). 27.50 1x12"( %x11%”) 27.00 Hemlock .......... 4.90 c.if.— 5.50 delivered $60@63. 
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This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 39 


NORTHERN PINE 


CHICAGO, Aug. 14.—The retail yard trade 
in northern pine is rather slow, and is almost 
entirely in mixed cars, but industrial demand 
is good, and keeps the material moving in 
fair volume. Stocks are in good condition, 
and prices are firm, holding rigidly to the 
recent advance in certain items. 


BUFFALO, N. Y., Aug. 13.—The northern 
pine market is firm, and some advances have 
been reported during the last week or two. 
Common grades are up $1 or more. Local 
demand is not at all brisk, but is reported to 
be showing some improvement. Low grades 
are stiff, with mill stocks quite small. 


HARDWOODS 


CHICAGO, Aug. 14.—Hardwood demand has 
slowed up some in the last week or so, because 
of the uncertainty in the auto body line, as 
a result of the annual change in models. 
Furniture factories are the best buyers at this 
time. Prices are firm. 


CINCINNATI, OHIO, Aug. 12.—Buying in 
the last week has been somewhat more free. 
Prices are unchanged. Inquiry is more ac- 
tive. Dry stocks of automobile items are 
scarce, particularly in maple, ash and elm. 
Gum supplies are more plentiful. 








BUFFALO, N. Y., Aug. 13.—Hardwood de- 
mand has been fairly active lately. Whole- 
salers say that not as much lull has taken 
place this summer as in some other years. 
Woods most in demand include oak, ash and 
maple. 


ST. LOUIS, MO., Aug. 
much change in the markets for southern 
hardwoods. Automobile trade is quiet, but 
factories are releasing some orders. Box 
trade is fairly good, and low grade material 
is scarce and advancing. Furniture factory 
buying is only for immediate needs. Prices 
on the whole are firm, with some items 
strengthening somewhat. Demand for the 
gums has improved. 


12.—There is not 


HOUSTON, TEX., Aug. 12.—All items of 
gum are active, except inch common red gum. 
Orders for oak and cypress are fair. Mag- 
nolia is quiet. Prices are firm, and there 
seems to be no tendency on the part of the 
mills to reduce them. 


BEAUMONT, TEX., Aug. 13.—There is a 
better demand for all hardwood items. Fur- 
niture factories are now taking limited quan- 
tities. It is expected that automobile de- 
mand will be stimulated by introduction of 
new models, but at present the factories are 
not buying hardwood. Some of the mills 
are increasing their output. Prices are fair, 
no concessions being offered. 


FIR, SPRUCE, CEDAR 


CHICAGO, Aug. 14.—Little change is noted 
in the fir market, with a general weakening 
in both common and upper grades, to some 
extent. Industrial demand for spruce is 
strong, in the shop grades especially, with 
most inquiry originating in the districts out- 
side of Chicago. There continues a fair de- 
mand for Canadian white spruce. Prices are 
firm. 


BALTIMORE, MD., Aug. 12.—The move- 
ment in fir continues relatively liberal, be- 
cause of the requirements of the contractors 
engaged in large construction work. Builders 
of houses for speculation have enlarged their 
operations of late. The quotations are either 
firm or somewhat higher. 


NEW YORK, Aug. 12.—There has been a 
slight easing off in demand for fir lumber 
during the last ten days. Some large cargoes 
have been received, but the harbor situation 


continues satisfactory. Wholesalers believe 
business will be light for the remainder of 
August. 


ST. LOUIS, MO., Aug. 12.—Fir is holding 
fairly steady. The only concessions are on 
Straight cars. Dimension is getting weaker, 
perhaps because of the weakening in south- 
ern pine. 

KANSAS CITY, MO., Aug. 13.—Fir demand 
has begun to pick up a little in the western 
and northern parts of this territory. City 
demand has been slow, most of the business 
coming from country yards. There is a 
fairly good industrial demand. 


HEMLOCK 


BOSTON, MASS., Aug. 13.—The hemlock 
market is quiet, and prices are rather un- 
satisfactory. There is too much unsold 
western hemlock actually here or on the 
way to permit wholesalers to quote with any 
real degree of confidence. Mill shipment 
orders are.scarce. Demand for eastern and 
northern hemlock is quiet and prices are a 
bit soft. Eastern clipped boards are $32@33, 
northern clipped are $31@32, and random 
are $30@31. 


NEW YORK, Aug. 12.—There is a fairly 
active demand for Pacific hemlock timbers 
and the usual run of orders for other items. 
The market, however, measures up well with 
expectations, and prices for eastern and west- 
ern stocks are holding firm. 


EASTERN SPRUCE 


BOSTON, MASS., Aug. 13.—Eastern spruce 
manufacturers are booking a fairly satisfac- 


OAK FLOORING 


Following are carlot quotations, 
basis, on oak flooring: 





Chicage 


x2%"” 33x1%” %x2” %x1%” 

Ist qtd. wht..$124.00 $124.00 $96.00 $73.00 
Ist qtd. red.. 91.00 86.00 75.00 70.00 
2nd qtd. wht.. 84.00 74.00 65.00 63.00 
2nd qtd. red.. 78.00 72.00 65.00 63.00 
Ist pln. wht.. 88.00 72.00 69.00 55.00 
Ist pln. red.. 82.00 71.00 61.00 58.00 
2nd pln. wht.. 80.00 66.00 51.00 49.00 
2nd pln. red.. 177.00 68.00 51.00 52.00 
TOG GR ocecces 67.00 60.00 38.00 42.00 
SUG BOG. .cccce 67.00 60.00 38.00 41.00 
re 31.00 29.00 18.00 18.00 
1%x2” Y%xl%” 

OO OE. WR occetacwteceveees $103.50 $103.50 
he oa sks bg cg he 103.50 103.50 
ES | eee 81.50 83.50 
0 a Se er ae 81.50 $1.50 
I SO al it or ae oe Ae 79.50 81.50 
eS ee ere 73.50 75.50 
_ & Se eer ree 71.50 69.50 
nn, Sek ead kine base mnee 67.50 69.50 
ln Gd: vache cee ecenenew wns 52.50 50.50 
SD. odie & wilt iat aten walneal 52.50 50.50 
Ee een 23.50 23.50 


Mew York delivered prices may be obtained 
by adding to the above: For }#-inch stock, 
$3; for %-inch, $1.50; for %-inch, $2. 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple flooring, as reported to the 
Maple Flooring Manufacturers’ Association, 
averaged as follows f. o. b. cars flooring mill 
basis, during the week ended Aug. 10: 


First Second 
a acetate nn 49.74 
a ee re $90.02 70.49 


BLACK WALNUT 





Third 
$50.39 


” 


g§x1% 
98x24” 





Cincinnati, Ohio, Aug. 12.—Prices on Amer- 


ican black walnut, f. o. b. Cincinnati: 

FAS, 6-9%” wide: 4/4, $245; 5/4, $250; 6/4, 
$285; 8/4, $295. 

FAS, 10” and wider: 4/4, $275; 5/4, $280; 6/4, 
$285;; 8/4, 5. 
saneet: 4/4, $165; 5/4, $170; 6/4, $175; 8/4, 


$180 
4/4, $95; 5/4, $115; 6/4, $125; 8/4, 


No. 1: 
$140. 
Ae he 2: 4/4, $42.50; 5/4, $45; 6/4, $50; 8/4, 


tory business in frame and 
base quotation of $42. Current business in 
random lengths is quiet, and prices are 
barely steady. There is little interest in 
boards and quotations have softened appre- 
ciably during the last few weeks. Lath are 
dull and 15-inch are freely offered at $6.50, 
and 1%-inch at $5.50. 


CYPRESS 


CINCINNATI, OHIO, Aug. 12.—Yard buy- 
ing of cypress is reduced to a minimum, and 
industrial purchases are light. Some sales 
of finish were being made at fairly firm 


prices. 
WESTERN PINES 


CHICAGO, Aug. 14.—Prices in some items 
of Pondosa pine show an upward trend this 
week, and the mills generally declare that 
they will hold strictly to their lists. Western 
white pine is in fair demand, and prices are 
firm. 


maintaining a 


BUFFALO, N. Y., Aug. 13.—The demand for 
western pines continues rather slow. Re- 
tailers are holding off. Most of them are 
carrying depleted stocks. Industrial con- 
cerns are taking on stock just as it is needed, 
and have only small supplies. Prices are 
holding about steady, with firmness notice- 
able in lower grades. 


NEW YORK, Aug. 12.—Stocks of Idaho and 
Pondosa pines in the hands of wholesalers 
are not heavy, and prices are holding very 
firm. Demand is characterized as fair. 


KANSAS CITY, MO., Aug. 13.—Factory de- 
mand for western pines has fallen off, most 
of the plants now being well supplied. There 
has been some increase in demand from re- 
tailers for California pine. Prices on shop 
are not so firm, but other items are well held. 


SOUTHERN PINE 


CHICAGO, Aug. 14.—In spite of a weakened 
condition in the southern pine market here 
this week, local distributers have an atmos- 
phere of optimism, basing their hopes largely 
on the encouraging reports about the wheat 
crops. The chief difficulty in the market, out- 
side of a low midsummer demand, is the un- 
usually large number of “distressed” transit 
cars, which tend to have a rather demoralizing 
effect. 





BOSTON, MASS., Aug. 13.—The southern 
pine market is quiet, but prices are well 
maintained. Business in flooring is quite 
limited. Current range for both shortleaf 
and longleaf 1x4-inch flooring: B&better rift, 
$70@78; C rift, $54@60; Bé&better flat, 
$44.25@49.50. There is a wide range of prices 
for partition, but particular buyers are not 
hesitating to pay up to $49.50 for B&better 
}}-inch. Despite the reported curtailment of 
production of roofers, 8-inch air dried are 
offered at $28.50@29. 


CINCINNATI, OHIO, Aug. 12.—Retail yard 
buying of pine has been rather spotty. 
Prices are 50 cents to $1 stronger on certain 
searce stocks. Planing mills are buying 
more freely, though building is restricted. 


ST. LOUIS, MO., Aug. 12.—Demand for 
southern pine is quieter. Oil field trade, how- 
ever, is showing signs of picking up, and 
prices on rig materials are up about $1. In 
Mississippi the little mills are closing, new 
ones being reported down each week. Re- 
ports say other mills are shutting down or 
curtailing. 





KANSAS CITY, MO., Aug. 13,—There was 
some further increase in demand for south 
ern pine last week. Items of which the sup- 
ply is not large are firmer in price. Most 


mills have surplus stocks of common items, 
and prices have been reduced to move them. 
Louisiana, Texas and Oklahoma have been 
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puying freely. Demand in the more north- 
erly States is slow but tending to speed up. 
There is a good demand also in the seaboard 
and eastern lake territory. 


NEW YORK, Aug. 12.—Roofers have eased 
off a little in price under the pressure of de- 
creased demand, but other items in southern 
pine are holding up fairly well. One of the 
leading wholesale firms described the market 
today as being “fairly well stabilized.” 


HOUSTON, TEX., Aug. 12.—Yard stocks 
are moving slowly and there has been an 
easing up in prices on a few items. Inquiries 
are picking up of late, however, and there is 
a prospect that the end of this month will 
see a revival in buying. There is a fair ex- 
port movement to the Continent, but little to 
the Islands. 





BEAUMONT, TEX., Aug. 13.—There has 
been a noticeable improvement in the south- 
ern pine demand. The volume, however, has 
not reached the level of production, which has 
been favored by good weather. Railroad 
and car material and grain doors are in very 
active call. Prices are holding firm. Mills 
are making every effort to build up their 
stocks for fall trade. 


SHINGLES AND LATH 


NEW YORK, Aug. 12.—Wholesale prices on 
eastern spruce lath continue to range from 
$5.75 to $6, wholesale. Shipments have been 
light the last week and demand is fair. 
There is also a fair demand for West Coast 
shingles, prices being unaltered since Aug. 1. 
There are plentiful supplies of all leading 
brands of shingles. 


ST. LOUIS, MO., Aug. 12.—Shingles are 
weakening. Few sales are reported. Prices 
for extra clear are down 15 cents. 


KANSAS CITY, MO., Aug. 13.—The shingle 
market is weak. There are plenty of transit 
cars to be had, so that mill orders are not 
numerous. The demand for siding is light, 
with most of the orders going to California 
mills. Lath demand is a little better. 


HOUSTON, TEX., Aug. 12.—Shingles are 
quiet at the same prices prevailing for sev- 
eral weeks. Lath are moving slowly at $3.50 
to $4 for No. 1, and $3 to $3.25 for No. 2. 


CLAPBOARDS 


BOSTON, MASS., Aug. 13.—Clapboards are 
quiet but prices are about steady. Eastern 
spruce and native white pine are scarce and 
firm. The bulk of current business is in 
clapboards from the West Coast, and some 
lots can be picked up rather cheap. 


BOXBOARDS 


BOSTON, MASS., Aug. 13.—New business 
in boxboards is quiet, but a quite fair volume 
of shipments is moving on old contracts. 
Producers have moderate stocks of unsold 
box lumber on sticks, and they are not dis- 
posed to shade quotations. Round edge white 
Pine inch boxboards are steady at $27@30. 





Fairs to Have Forestry Exhibits 


Syracuse, N. Y., Aug. 13.—Forestry demon- 
strations and exhibits will be made at the 
State fair and county fairs this year by the 
New York State College of Forestry at Syra- 
cuse University: Hornell, Aug. 20-23; Syra- 
cuse State Fair, Aug. 26-31; Brookfield, Sept. 
2-6; Altamont, Sept. 9-14; Albion, Sept. 18-241, 
and Palmyra, Sept. 26-28. 

The exhibit of the forestry college will not 
only show the various methods of planting 
young forest trees, but will provide informa- 
tion relative to the growing of forests and the 
management of woodlots including fire protec- 
tion and the harvesting and marketing of tim- 
ber crops. Illustrations and printed matter on 
this subject will be available in connection with 
these exhibits. 

A new feature of the forestry exhibit at 
the State fair will be a miniature model of a 
pulp and paper mill in operation. 








Advertisements will be inserted in 
this department at the following rates: | 
30 cents a line for one week. 

55 cents a line for two consecutive weeks. 

75 cents a lime for three consecutive weeks. 

90 cents a line for four consecutive weeks. 

Eight words of ordinary length make one 
line. Count in signature. 

Heading counts as two lines. 

Se cage Ge Meaty eam Sp af 
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Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be a 
under heading Too Late to Classify. 














Wanted—Salesmen 


ENERGETIC SALESMAN 
Wanted by large wholesaler and manufacturer of 
Southern Pine, Inland Empire and West Coast 
lumber. Central Illinois territory. Salary and 
bonus basis. State age, experience, references and 
salary expected, 
Address “‘F_ 14,’’ care American Lumberman. 


Wanted—Employment 


EXPERIENCED SALESMAN 


With established trade in Chicago and vicinity for 

white pine and West Coast products, desires mak- 

ing exclusive connection on split-profit basis. 
Address “lL. 27,’’ care American Lumberman. 


Al CIRCULAR SAWYER 


Or Filer open for position Aug. 14th. 
Address “F. 1,” care American Lumberman. 


TO RETAIL YARD OWNERS 


Correspondence solicited from those needing a 
yard Manager, an assistant to a busy executive or 
lumber and millwork buyer. Experienced both 
large and small 4. or. and agricultural trade. 
Address W. C. HELL, 9825 Grand River 
Ave., Detroit, iitich. 


SUPERINTENDENT OR CHIEF DRAFTSMAN 
Architectural or planing millwork line; high class 
man; long experience; age 

Address “H. 10,” care American Lumberman. 
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THE GREATEST MARKET PLACE 


For people in the lumber and woodworking 
industries to advertise in, is the Wanted and 
For Sale department of the AMERICAN 
LUMBERMAN. Read the ads in the Classi- 
fied section—many opportunities are offered 
for buyer and seller. 


When you want employees or employment or 
when you want anything or have something 
to sell, advertise in the AMERICAN LUM- 
— Greatest Lumber Newspaper on 
farth. 


Our address is—431 S. Dearborn St., 
Chicago, Illinois 








WANTED POSITION AS 


General manager of retail lumber yard, have had 
fifteen years’ experience, am capable of taking full 
charge, best of references. 

Address “H. 2,” care American Lumberman. 





WANTED TO DO BY CONTRACT 
Your moving, water tanks, stacks, and etc., any 
where or any place. LEWIS RYE, 
206 8S. Franklin S8St., Mobiie, Ala, 





EMPLOYMENT WANTED 


Lumberman with desirable experience selling, 
buying, all general office work and management, 
desires connection on or before Sept. 1. Twelve 
years sawmill and wholesale, and six years in re- 
tail lumber and millwork, Graduate Cost Book A. 
Reasonable to start. 

A. W HAINES, Gibson Station, Va. 


POSITION WANTED—YOUNG MAN 
Married, long experience in accounting, office man- 
agement, stenographic, secretarial and sales work. 

Address “H. 8,’’ care American Lumberman. 








Too Late To Classify 


WANT TO SELL YOUR TIMBER OR 
Timber land? The best way to find a buyer is to 
advertise in the paper that reaches the buyers of 
timber and timber lands. THE AMERICAN LUM- 
BERMAN is the best paper to advertise in when 
you want to sell. Our readers are buyers. AMBER- 
— LUMBERMAN, 431 S. Dearborn S8t., Chicago, 


Wanted—Employees 


WANTED MAN EXPERIENCED 









































In estimating, billing and detailing architectural 

State age 
Opportunity 
Address MILLWORK IN- 
Box No. 1422, Shreveport, 


millwork. Prefer C. B. A. experience. 
—when available and salary to start. 

for rapid promotion. 
CORPORATED, P. O. 
Louisiana or 1138 Martin Building, Birmingham, 
Alabama. 





COMPETENT BENCH & SASH & DOOR MAN 


Steady job, good chance for advancement. 
BRISTOL DOOR & LUMBER COMPANY 
Bristol, Tennessee 


WANTED POSITION AS BOOKKEEPER OR 
yard manager. Several years experience in both 
retail and wholesale lumber. 

Address ‘‘H. 14,” care American Lumberman. 


EXPERIENCED HARDWOOD AND 


Cypress Inspector wants job about Sept. 1, age 32, 
married, good habits, references. 
Address ‘“‘H. 16,’”’ care American Lumberman. 


HARDWOOD AND CYPRESS INSPECTOR 
With buying and selling experience southern Hard- 
woods. Open for job, Sept. 1. 

Address “K. 10,” care American Lumberman. 


ON THE AIR EVERY DAY 
Broadcast what you have for sale in this depart- 


ment. 
STATION A. L. CHICAGO, 
SITUATION WANTED 


As yard manager or auditor. 10 years’ experience 
as bookkeeper and auditor of large line yard com- 
pany and 11 years as manager of retail yard. Best 
of reference. 

Address ‘“‘H. 47,’’ care American Lumberman. 


EXPERT PAYROLL CLERK & STENOGRAPHER 


With five years’ general lumber office experience 
and one year commissary manager, desires position. 
A-1 references. 

Address ‘‘K. 14,” care American Lumberman. 




















EXPERIENCED MAN 
To take off quantities and make details of wood- 
work for Planing mill. State age, experience, and 
salary desired. 
Address “L. 1,” care American Lumberman. 





BAND SAW FILER 


Now open for a position; 15 years’ exp.; reference 
as an expert; will go anywhere; married and set- 
tled; 38 years old. H. G. DAVIS, 5143 Main St., 
Lincoln Place, Pittsburgh, Pa. 





ESTIMATOR-SALESMAN 
To handle territory Northern Kansas. Prefer man 
of experience and familiar with Cost Book A. 
Give full particulars first letter. 
AMERICAN SASH & DOOR COMPANY 
Kansas City, Missouri 


WANTED MANAGER 
For retail lumber and material yards. 
first class man able to take full charge. 
twenty miles of Chicago. 
Address ‘*L. 14,” care American Lumberman. 





Must be 
Within 











RETAIL LUMBER & BUILDING MATERIAL 


Manager of years of experience in Southwest States 

desires change. Would buy working interest small 

yard. $200.00 per month salary. Best references. 
Address ‘“‘K. 7,’" care American Lumberman., 


EXPERIENCED MILLWORK EXECUTIVE 


Is open for a position that requires a man who 
can get results and understands every phase of 
special detail work. High class references as to 
ability and character. 

Address ‘“‘K. 4,” care American Lumberman. 
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Wanted—Employment 














‘Wanted-Business Opportunities 

















WANTED POSITION AS BOOKKEEPER 
In lumber office, manufacturing, wholesale or re- 
tail. Have had several years experience. 
Address “L. 16," care American Lumberman. 





WANT POSITION 


As yard foreman or lumber grader with 20 years’ 
experience in handling men. Timber from. the 
stump to car. No. 1 reference. 

Address ‘“‘L. 17,” care American Lumberman. 





SITUATION WANTED 


Building superintendent, college education, ten 
years mill experience as chief draftsman and su- 
perintendent, five as architect and engineer, ten 
as contractor and builder. Practical mechanic. 
Good estimator all branches. Able to take entire 
charge of office or field and get results. 

Address “L. 18,” care American Lumberman. 





ACCOUNTANT 
Eighteen years experience saw mill and mill work 
general office books. 
Address “L. 19,’ care American Lumberman. 





ESTIMATOR & SALESMAN 


Experienced in lumber and millwork, calling on 
dealers and contractors. Willing to travel if nec- 
essary. Address “‘L. 4,’’ care American Lumberman. 


EXPERIENCED YARD MANAGER 


With six years of experience in retail yards, also 
one year of experience in sales department of large 
Southern mill. Will consider position as assistant 
manager of large retail yard, or position in whole- 
sale office, or miil. Best of references. Age 28. 
Available October Ist. F 

Address ‘“‘L. 6,’"" care American Lumberman. 


BAND SAW FILER 
Sixteen years’ experience in foreign and American 
Hardwood. A-1 reference. 
Address “L. 21,” care American Lumberman. 











POSITION AS YARD MANAGER 
By young man with wide experience in lumber 
and millwork. Can invest if mutually agreeable. 
Address ‘“‘L. 22," care American Lumberman. 





POSITION WANTED 
Combination estimator, cost accountant and effi- 
ciency man, Graduate M. C. B. Estimating. In- 
stall and operate cost systems. References. 
Address ‘‘L, 24,"" care American Lumberman. 





YARD MANAGER OR ASSISTANT 
Married. Age 28. Protestant. Seven years’ expe- 
rience. Competent. Reliable. A-l references. 

Address “L. 26," care American Lumberman. 





POSITION WANTED 


By first-class accountant and office manager. 25 


years’ practical business experience, 20 years in 
lumber business from stenographer to sales man- 
ager, qualified to fill any Office position, past six 


years treasurer for large corporation in full charge 
of accounting and all office details. 
Address “L. 7,”" care American Lumberman. 





BAND SAW FILER 
Wants job I guarantee results under normal 
conditions. Any kind timber. Distance does not 
matter. P. O. BOX No. 172, Oglethorpe, Ga. 





ESTIMATOR, MILLMAN & SALESMAN 
15 years’ experience. Can take complete charge. 
Address “G. 15,” care American Lumberman. 





WANTED SAW FILING JOB 
In mill or factory. Work guaranteed on band 
and circular saws. R. A. BARCLAY, 215 East 
Second, Pine Bluff, Ark. 





ESTIMATOR OR MANAGER 
Young man 32 Married. Twelve years’ retail 
yard. Two years’ small house construction. Cur- 
tis millwork experience. Available 30 days. 
Address “L. 9,’ care American Lumberman. 





LUMBER BUYER AND INSPECTOR 


Wants position, have had 25 years’ experience buy- 


ing and inspecting hardwood lumber throughout 
the Central States. Best of references. 
Address “L. 10," care American Lumberman. 





WANTED POSITION AS YARD MANAGER 
Or assistant, have had twenty years’ experience 
as Manager. Capable of taking full charge. Best 
of references. 

Address “‘L. 12,” care American Lumberman. 





WANTED—A POSITION AS YARD MANAGER 


Or second man in retail yard, in southern half of 
Missouri preferred. Can furnish references. At 
present employed by Westport Lumber Co., West- 
port, Oregon. Address Mr. T. T. BILDERBACK, 
care of that company. ¢ 
WANTED POSITION AS MANAGER 


Retall lumber yard. A-1 references. Address BOX 
197, Ashley, Ind. 








OPPORTUNITY FOR DISTRIBUTORS 
SERVING LUMBER DEALERS 


Established manufacturer of a Ready-Finished, 
One-Piece wall tile for bathrooms, kitchens, Nall- 
ways, restaurants, etc., wants to arrange with 
firms or individuals now distributing building 
materials to lumber dealers, to maintain stocks 
and supply territorial trade. 

Only high class firms or individuals considered. 
A 15-year-old product enjoying excellent sale. 
Worthy of consideration of best firms now dis- 
tributing wall or plaster board, insulation, plaster, 
metal lath or such products. 

Write in confidence to “L, 3,” care of American 
Sneranan, 431 South Dearborn Street, Chicago, 

nois. 





THINK WHAT IT MEANS 


Many thousands of people each week read the 
classified advertisements looking for employment, 
employees, lumber, shingles, timber and timber 
lands, business opportunities, machinery, locomo- 
tives, cars, rails, ete. Always looking for some- 
thing——-your advertisement in the wanted and for 
sale department would be seen by the very people 
you want to reach. Advertise now. 
AMERICAN LUMBERMAN 
431 South Dearborn St., Chicago, Illinois 


| Wanted-Lumber and Shingles 


CARLOAD KILN DRIED MAPLE AND BIRCH 
125,000 lineal feet %”x%” strips, 7, 8, 10, 14 


and 16 ft. lengths. Quote best price and delivery 
F. O. B. Chicago. 


Address “L. 20," care American Lumberman, 


























TWO CARS OF REJECTED 


Golf club billets 1”x1”x48” long or 15/16” diameter 
x 48” long shafts. SOUTH BEND DOWEL WORKS, 
South Bend, Indiana. 





WANTED TO BUY 


From Producers in Illinois, Indiana and Missouri— 
Railroad Ties—Serviceable Rejects 
and White Oak Switch Ties 
R. W. DURHAM 


176 W. Adams St. Chicago, Ill. 


Milling In Transit 


MILLING AND KILN DRYING IN TRANSIT 


Poplar Bevel siding and Dimension. Poplar Trim 
and Mouldings. K, Window and Door Frames 
Detail and special Woodwork. 

SERVICB LUMBER COMPANY, Corinth, Miss. 




















GET WHAT YOU WANT HERE 


By advertising. A classified ad will do it. Here 
is the place. 


Wanted-Second Hand Machinery 


WANTED: COMPLETE CIRCULAR 
SAWMILL MACHINERY 


Including Portable Saw Mills, Edgers, Trimmers, 
Resaws, Flooring and Planing Mills, Dry Kilns, 
Steam Outfits Complete. Must be first class and 
price must be right. 
SCHNEITTER FIREWORKS CO., 
St. Joseph, Mo. 


























LOOK AROUND AND SEE 


If you have some second-hand machinery, logging 
equipment or anything used in the lumber world. 
Want to sell it? Advertise in the classified sec- 
tion of the AMERICAN LUMBERMAN, 431 S8. 
Dearborn St., Chicago, Ill. 








Wanted-Logging Ry. Equipment 
































Wanted—Miscellaneous | 


ADDRESSOGRAPHS, MIMEOGRAPHS 


Multigraphs, Dictaphones, Folders. Bought, sold 
and repaired. OFFICE MACHINE EX., 1902 Olive, 
St. Louis, Mo. 














WANTED TENT POLES 
Two or more cars 2%x14 foot clear fir or spruce, 
tent poles with or without ferrules and pike. 
THB DICKE TOOL 
Downers Grove, Ill. 





WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shingles, 
new or second-hand machinery, engines, boilers, 
electrical machinery, locomotives, cars, rails, busi- 
ness opportunity, timber and timber lands, or any- 
thing used in the lumber industry, you can get it 
at a small cost by advertising in the “Wanted 
Columns” of the AMERICAN LUMBERMAN, Man- 
hattan Building, Chicago, IIl. 








For Sale--Business Opportunities 


FOR SALE 


Complete sawmill plant, consisting of band mill, 
dry kilns, sheds and planing mill. Recently com- 
pleted and operated only two months. Other in- 
terests interfere with proper handling. Plant lo- 
cated in center of timber on main line railroad. 
Longest log haul 2% miles. Will cut 20,000,000 
feet, about two-thirds pine (largely rosemary) and 
one-third hardwoods, heavy oak, gum and cypress. 
Terms on timber. 
Address “L. 15,” care American Lumberman. 




















COAL AND BUILDING SUPPLY 
Good city, Chicago district; $131,500 business 1928; 
$80,000 value. Will sacrifice at $50.000. Terms. 
Address ‘‘L. 25," care American Lumberman. 





SAW MILL FOR SALE 


Six year old plant, consisting of band mill, resaw, 
Pplarer mill and two lath mills, located on Soo 
road and Lake Michigan in Northern Peninsula of 
Michigan. Purchaser need not tie up much money 
in standing timber, as large stands of hardwood 
timber available to mill are for sale by various 
owners and could be purchased as needed. Mill 
now being operated, ready for immediate use. Ex- 
cellent timber easily available to mill, runs heavily 
to hardwood. 
Address “B. 10,” care American Lumberman. 





FOR SALE BY OWNER 


Pondosa Pine operation cutting 30,000,000 feet an- 
nually; reasonable investment and operating costs; 
established markets, 15 years’ timber supply; favor- 
able freight rates. Plant includes mill, railroad, 
log camps, dry kilns, planing mill and commis- 
sary. Year around operations. Want purchaser 
or partner, preferably latter. 
Address “D. 2,’’ care American Lumberman. 





WILL SELL PART INTEREST 


In retail lumber and building material business to 
right party. Located in best city in the Southeast 
which is Charlotte, N. C. References required and 
exchanged. Firm incorporated and serving only 
the best trade. 

Address BOX 1332, Charlotte, N. C. 





WANT TO SELL YOUR TIMBER OR 


Timber land? The best way to find a buyer is to 
advertise in the paper that reaches the buyers of 
timber and timber lands. THE AMERICAN LUM- 
BERMAN is the best paper to advertise in when 
you want to sell. Our readers are buyers. AMER- 
ICAN _—_— 431 S. Dearborn St., Chi- 
cago, b 





FOR SALE 


Planing Mill and Assembly Yard, plenty of hard- 
wood nearby, Local and Foreign trade good. On 
account of age will sell at a low price. For par- 
ticulars, address 

O. Box 22, Rockingham Co., Timberville, Va. 





FOR SALE OR LEASE 
75,000 foot capacity Fir mill. Located for rail or 
cargo shipments. Plenty timber available. Will 
take interest with live responsible party. 
Address “G. 8,’ care American Lumberman. 





WANTED—50 TO 60 TON LOCOMOTIVE 
Small diameter drivers; must be practically as 


good as new. Write WISCONSIN-MICHIGAN 
LBR. CO., Eagle River, Wis. 


SPECIAL MILLWORK PLANT $100,000.06 


Order file, desires to lease plant to active mill man. 
Must have sufficient capital to carry payroll. Ex- 
cellent opportunity for right party. - 

Address “K. 1,” care American Lumberman. 





WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shingles, 
new or second-hand machinery, engines, boilers, 
electrical machinery, locomotives, cars, rails, busi- 
ness opportunity, timber and timber lands, or any- 
thing used in the lumber industry, you can get it 
at a small cost by advertising in the ‘‘Wanted 
Columns” of the AMERICAN LUMBERMAN, Man- 
hattan Building, 431 South Dearborn St., Chicago. 





PARTNER WANTED 


The owner of a fully equipped woodworking plant 
with dry kiln, siding and yard, located at Charles- 
ton in the industrial Kanawha Valley of West Vir- 
ginia, desires a partner who will invest from 
twenty to thirty thousand dollars in the business 
and is capable of taking an active part in the 
operation and management of the same. 
Address “lL. 2,” care American Lumberman. 
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